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FEATURE THE NEW 


hunter 
FLOOR FAN 


FEATURES: 


360° air circulation Circular safety guard Circulates cool air 


: from floor up 
a = " Styled in plastic and chrome 
3500 CFM—3 speeds , , 
; Compact and easy to move 
Capacitor-type motor, 


Exceptionally quict rubber mounted Guaranteed 5 years 


Order from your Hunter distributor or from 4 ‘~* 


Its a fan! It’s a seat! 
It’s a table! HUNTER FAN AND VENTILATING CO. unter 


ABSOLUTELY SAFE 392 S. Front St., Memphis, Tenn. SINCE 1886 
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NOTE: & 

half the light goes up to 
be reflected from the ceil- 
ing and upper walls, 


NOTE: 
the ceiling and upper 
walls are paint d white 
to have a high reflectance 
value. 


SETTING THE PACE 
IN THE INDUSTRIAL 


LIGHTING REVOLUTION 


THE WAKEFIELD 
INDUSTRIAL 


1 revolution is taking place in factory lighting—and 
sparking the revolution is the Wakefield Industrial 


Fluorescent Pacemaker. 


Study the 


action, 


photo above to see the revolution in 
In the foreground is a new addition to an 
lighted by Wakefield Industrial Pace- 
In the bac keround isa 


old plant, 
makers. vlimpse of the old 
lighted in the 
old way by old style industrial fixtures. 


plant, a gloomy cavern by contrast, 


In the new plant area, continuous rows of Wakefield 
Industrial Pacemakers send half the light up to be 
reflected from ceiling 


and upper walls. That's step 


one in the revolution—a luminaire that has a sub- 


you will want our four-page folder. 


stantial upward lighting component. Step two is to 


paint the ceiling and walls white to give them a high 


reflectance value. Result: 


a bright, comfortable, over- 
all visual environment, markedly free from glare, 
shadows and sharp brightness contrasts, in which 
people work better, faster and more accurately and 
are less tired at the end of the shift. 


The Wakefield Industrial Pacemaker is an economic- 
ally priced, ruggedly built, heavy gauge steel luminaire 
that will last a long time, is quickly installed and inex- 
pensively maintained. For more detailed information, 
M rite to The F. 


W. Wakefield Brass Company, | ermilion, Ohio. 


Clekefiilil Over-ALL Lighting 


AT ie oe GeEesco Sedaris 


_~—--* 
THE GRENADIER 


LEADING 


INDEPENDENT WHOLESALERS 


NY 


4E WAKEFIE 
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GUARANTEE 


QUALITY ELECTRICAL 


ACCURATE 
FRICTION TAPES 


Quality made of highest? 
grode rubber and finest cotton 
bose. Affords maximum me- 
chanical protection. Available 
in Standord ond A.S.T.M.- 
A.A.R. Specification grodes. 


BLUEPRINT FOR KNOW-HOW! 


ACCURATE 
RUBBER TAPES 


Offers high elasticity, excel- 
lent cohesion, high dielectric 
strength and super aging 
quolities;made in both Stand 
ord and A.S.T.M.-A.A,R, 
grodes. 


ACCURATE 


TAPE TIPS: PLASTIC TAPE 
FOR ELECTRICIANS 


Use rubber tape that coheres without heat 
or extra pressure. That’s Accurate Tape! 
Easier to apply and actually improves with 
age. Remember — it’s Accurate Rubber for E F 
* ait Thin caliper reduces bulk in 
greater electrical strength, Accurate Friction tight spots. Strong mechan 
es : : ' ically and offers high dielex 
for positive mechanical protection! tric strength. Recommended 
for use wherever plastic tape 
is practical. 


é 
t 


rf Fi Oey x ey " : , ‘ 7 
- i ; J ° ' F 
. 3 £ , - , 4 F —_— _— | = 
ace Saar hoy F a "ea re Bese 3! SL a 
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Now SoutHwirkE— makers of fine-quality alum- 
MADE IN inum and copper wire and cable —is making 
genuine Neoprene-covered service wire for the 

THE SOUTH 8 P 


Electrical South. 
IN OUR OWN Neoprene’s outstanding properties provide the 
MODERN PLANT kind of protection needed most for service wire— 
tough, seamless, weatherproof armour that’s little 
@ Smooth, seamless Neo- affected by conditions which cause most wire 
prene jacket contains no failures, that assures long, dependable service 


braid ... will not rot and under varying weather conditions. 


restoon Beneath this Neoprene armour are wires of 


cold-drawn aluminum or copper SOUTHWIRE, 
skillfully produced by experienced craftsmen to 
meet the most rigid requirements and standard 
specifications. 


Withstands heat, cold, 
moisture and aging 


Neoprene is not thermo- Top this off with SOUTHWIRE service (delivery 


usually within 24 hours) and you have the reason 
why more and more users are turning to SOUTH- 
WIRE to meet their needs of wire for the electrical 
south! 


plastic; heat won't cause 
it to flow on wire and 
create thin spots 


Neoprene resists smoke 
and chemical vapors, OTHER SOUTHWIRE PRODUCTS 
weather, sunlight and 
ozone © Bare Wire and Cable — Copper 

2 Copperweld* Composite Conductor 
Withstands oils, greases, © ACSR and All Aluminum Wire and Cable 
abrasion, cutting and 


® Cable Accessories 
chipping 


Steel Strand 


Write, Wire or Telephone 


7 1@ CMOWHY 


CARROLLTON, GEORGIA 
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Control panel specialty 
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Contractor-labor harmony in the Southwest 
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Contractor meetings with a purpose 
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Silent salesmen 
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nterested in 500 trifles ( 


ONE MINUTE LOST is a mere trifle. But lose one 
minute out of ten while installing fittings — take 10% 
too long for the job — and you lose $500 worth of trifles 
per man per year.. .Gedney Fittings stop such losses, 
for Gedney’s are machined with absolute accuracy 
and slash your installation time. Order them now. 


GEDNEY FITTINGS FIT! 


x A t leable iron ings ...stop breakage 
* Threads are machined to closest tolerances. 

*® Reinforcing ribs for extra strength . . . extra grip. 
* Smoothed shoulder protects the wire. 








GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. + RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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Ecouomic Comment 





HOW CURRENT EVENTS WILL AFFECT BUSINESS TRENDS 





® ONE OF THE MOST important as- 
pects of our policy to regulate eco- 
nomic life has now been threatened 
by a mildly enraged Congress as a 
result of recent Wage Stabilization 
Board practice. This aspect is the 
personnel complexion of govern- 
mental regulatory boards and com- 
mittees. 


Regulatory commissions 

In the past such boards have 
been composed of an equal number 
of representatives of the interested 
parties plus a supposedly unbiased 
representation from the general 
public. The idea has been that the 
balance of power in any serious 
dispute would normally fall upon 
the shoulders of the disinterested 
or public group. 

Thus, if a matter such as a wage 
problem should be brought before 
the regulatory body and, if a stale- 
mate of opinion developed between 
the interested parties, then the de- 
cision would invariably follow the 
line of the most desirable policy in 
the viewpoint of the general public 
interest. With this plan in mind, 
many of our national (and state) 
quasi-regulatory bodies have been 
so constructed. 

Under normal conditions much 
can be said for the value of this 
type of commission. If all parties 
represent the groups they are sup- 
posed to represent, then it can 
reach a decision in most 
cases that will be beneficial to es- 


easily 


tablished public policy regardless 
of its effect on the desires of the 
interested parties. 

The Wage Stabilization Board, 
under Chairman Nathan Fein- 
singer, was just such a commission. 
However, their recent decision in 
the steel wage case with a recom- 
mended package wage increase of 
26.5 cents per hour for all em- 
ployees showed clearly the dangers 
that might fall upon us when the 
public members may be pressured 
to support one side or the other 
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by J. Whitney Bunting, Ph.D. 


Professor of Economics 
University of Georgia 


without considering public interest 
at all. 

The steel controversy might be 
considered as a case in point. At 
least, certain members of Congress 
appear to think so. Labor members 
and the public representatives 
teamed up to support a wage for- 
mula that would break the existing 
inflationary “hold-the-line” policy. 

What the results of this action 
may be time alone will tell. But it 
is certain that a strong bid for the 
change of committee make-up will 
be offered in Congress shortly. The 
best guess, as of now, is that the 
policy will be to make all members 
of such bodies representative of the 
public interest and to drop the in- 
terested parties completely. Thus, 
in a wage increase action, there 
may be pressure exerted from out- 
side commission membership but 
none from the inside. 

From this observer’s viewpoint, 
it is the best solution that can be 
made under present circumstances, 
but it will remove a great deal of 
technical knowledge from the regu- 
latory body. Public interest, inci- 
dentally, is quite difficult to define. 
Regardless of the honesty of the 
average individual, he is apt to 
make _ public 
largely upon the basis of past expe- 
rience and background. 

Thus, in many cases public inter- 


interest decisions 


est has a high degree of personal 
interest thrown into the balance 
when important decisions are 
made. The best that can be hoped 
for in such matters is a high degree 
of moral honesty among the mem- 
bers of the regulatory body. 


Economic forecast 
The pessimists and doubters who 
looked forward to a business reces- 
sion towards the close of 1952 are 


now dropping their forecasts and 
consider that this entire year will 
continue to move at a relatively 
high economic level. Even the ex- 
pected election turmoil should not 
upset the economic apple-cart for 
the balance of the year. 

Many factors seem to be pressur 
ing economic activity upwards in 
spite of historical election yea 
business doldrums. One fact, of 
course, is the continuing upward 
wage pressure. Salaries and wages 
are not coming down, at least not 
yet. Instead, in the current labor 
picture it appears that there is a 
strong possibility for at least one 
more general wage increase. 

Furthermore, it now 
that there will be a slight increase 
in general employment based upon 
the fact that in spite of many full 
warehouses, particularly in the soft 
goods field, the amount of personal 


appears 


income available after taxes have 
been deducted should be at a high 
level. Thus, consumers will have 
the available funds to cut rather 
sharply into inventories in the last 
months of this year. 
All indications now 
fairly early Christmas buying pe- 
riod plus a heavy volume, providing 


point to a 


most merchandising firms with the 
opportunity of clearing shelves be 
fore the new year. Replacement of 
merchandise sold to holiday buyers 
should be a fairly important factor 
in providing an early good business 
period for 1953. 


Consumer baying below normal 

Little has been said by 
about the 
status of consumer buying in re- 


econo 
mists and forecasters 
cent months. Comparisons with the 
preceding year’s sales have tended 
to emphasize the contrast of the 
Korean and Chinese intervention 
scare buying with the more normal 
1952. How- 


ever, when available consumer pur- 


purchasing found in 


chasing power is taken into account 
in the two years, 1952 should have 


5 

















Slimline means streamline... 


the extra-long, extra-shallow design 
preferred by architects for 
contemporary commercial 
and industrial installations 
. . 
r) / gi 
| sli mW ln ves 


Slimline means wider light distribution 
with fewer fixtures, easier 

installation and service 

Slimline means instant-starting... 


without starters, maintenance at a minimum. 


SL 4910 


freee hed 
‘ih “4 ee al 
SL...slimline...in front of 
any Ruby fixture number means you are 


specifying the ultimate in lighting efficiency 


Consult a Ruby engineer 


RUBY LIGHTING corp. 
of CALIFORNIA 


1212 South Olive Street 
Los Angeles 15, California 


RUBY LIGHTING « orp. 
of TEXAS 


2225 Cedar Spring, Dallas, Texas 
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seen a high level of retail selling 
activity. This has not been the 
case. 

Obviously the recently removed 
credit controls have had a bearing 
upon the situation but, in addition 
to this, there has been a great deal 
of consumer caution in making 
purchases. Unless something star- 
tling occurs to snap buyers out of 
this frame of mind, there will be 
only a gradual increase of con- 
sumer spending during the balance 
of the year, with buying becoming 
more nearly normal in relation to 
available buying power in the very 
last months. 


Wholesale trend in 
sales and inventories 

MARCH SALEs of electrical goods 
wholesalers, all classes of houses 
combined, rose 2 per cent over the 
previous month, in a gain smaller 
than the normal seasonal trend, but 
deciined 22 per cent below March 
sales a year ago. Cumulative sales 
for the first three months of 1952 
continued 24 per cent behind the 
first quarter sales of 1951. 

Regionally, four geographic divi- 
sions reported sales 1 to 10 per 
cent above February levels, three 
regions indicated small declines, 
and two regions showed no change. 
Compared with a year ago, how- 
ever, all regions indicated sales de- 
clines ranging from 11 per cent in 
the West South Central division 
to 30 per cent in the West North 
Central area. 

By class of house, only full-line 


wholesalers, up 4 per cent, expe- 


rienced sales gains over February. 
Wiring supplies and construction 
materials distributors and appli- 


ances and specialties wholesalers 
reported declines of 2 and 7 per 
cent, respectively. Compared with 
March 1951, all types of houses re- 
flected sales decreases of 12 to 36 
per cent, the sharpest drop being 
shown by appliances and special- 
ties whoiesalers. 

Estimated total sales of all elec- 
trical goods wholesalers for March 
amounted to $393 million, $9 mil- 
lion below the February estimate 
and $146 million under March 1951. 

Inventories (at cost) of elec- 
trical goods wholesalers on Marca 
31 rose 2 per cent above the Feb- 
ruary level and climbed 14 per cent 
above stocks on hand March 31, 
1951. Appliances and specialties 
wholesalers, 


which reported the 


largest inventory increase, 7 pe 
cent, over the previous month, re- 
flected the only decline below stocks 
on hand a year ago. 

At the current rate of sales of 
652 electrical goods wholesalers re- 
porting inventories in conjunction 
with sales, stocks on hand repre- 
sented approximately 67 days’ busi- 
ness, about 4 days’ supply more 
than reported for February and 21 
days’ more than on hand a year ago 

Total inventories of all electrical 
goods wholesalers were estimated 
at $760 million, $33 million above 
the February level and $18 million 
more than the March 1951 esti- 
mate. 


Corporate profits 
and free enterprise 

IF AN INDIVIDUAL keeps his ex- 
penses below his income, the mar- 
vin is called “saving” and he is 
praised for being thrifty and a 


worthy citizen. If a corporation 


does the same thing, the margin 
is called “profit” and that becomes 
a term of suspicion in the minds 
of many persons. It is a strange 
twist of logic to bestown praise in 
the first case and criticism in the 
second. Surely corporations, like 
individuals, cannot expect to re- 
main solvent if they consistently 
fail to match outgo with income. 
Suspicion profits often 
comes from lack of understanding 


about 


as to their importance in our eco- 
system. The net 
(after taxes) of corporations can 
be divided into two parts. One part 


nomic profits 


consists of the dividends paid to 
stockholders, as a return on their 
investment. The willingness of in- 
vestors to assume the risk of own- 
ership in the hope of receiving div- 
idends has furnished the capital 
necessary for the development of 
American busin ess enterprise. 
Since the owners of a corporation 
shoulder the risk of loss, they are 
entitled to a return when there are 
profits. 

The remaining share of net 
profits is put back into the busi- 
ness. These retained profits help to 
provide funds for research and de- 
velopment of new products, and for 
new and better plants and machin- 
ery In that way they contribute 
to the expansion and improvement 
of the tools of production and of 
the products themselves, which in 
turn spells industrial progress and 
a higher standard of living. 

Along with the misunderstand- 
ing about the function of profits, 
the idea seems to persist that cor- 
porations make excessively large 
profits on their volume of sales 
Actually, costs and expenses ordi- 
narily take over 90 per cent of the 

(Please turn to page 81) 





Wholesale trends— 


Estimated total sales of 


me of Dollars 


ELECTRICAL WHOLESALERS—ESTIMATED TOTAL SALES AWD IMNVERTORIES 


Millions of Dollers 
° 





all electrical goods 
wholesalers for March, 
1952, amounted to 393 
million dollars, a de- 
crease of 9 million dol- 
lars below February. 
1952, and 146 million 
dollars below March. 
1951, sales. Electrical 
wholesalers’ inventories 
as of March, 1952, were 
estimated at 760 mil- 
lion dollars, an increase 





sars—> 


MTHLY AVERAGE 








of 33 million above 
February, 1952. 
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IF IT’S PARANITE 
IT’S, RIGHT, Wit “ad VL 


PARAFLE X Non-Metallic Sheathed KEK SESS NAA NSA SASS SARA rR ASA 
Cable lays flat. Won’t squirm or twist. ver ARA x 
Clean to handle. Plainly marked. 


PARASYN Type TW Thermoplas- 


tic Wire stands exposure too severe for 
rubber insulated wires. Smaller diameter. 





PARA-USE Type “RR” Cable pro- 


vides permanent underground installa- 
tion from power line to meter, and for 
connecting several buildings. Meets re- 
quirements of CAA Specifications L-824 
as Type A (on all applicable sizes). 





HYDRO-THERM Building Wire , MARA RAAA ARR AA 
combines in a single wire the heat-resis- i, 
tant qualities of Type RH and the mois- uu HYDRO- THERM 


ture resistant qualities of Type RW. 


URC Weatherproof Wire and Cable 
‘ - PARANITE 

matic conditions. Both actual line and : 

Weather-Ometer tests prove unusual 

ageing characteristics. 


can be relied upon to meet severe cli- ‘ bans Ses [ae eet A 


SERVICE ENTRANCE CABLE, 


Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
ductor, Type SD. 


Flexible, durable, s; 
repairs and replg€t 
rent contin 


—_ 


ono  PARANITE WIRE AND CABLE ills 


THROUGH 


Pipa ols Division of ESSEX WIRE CORPORATION peony. omg 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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TRUMBULL 


New insulating material 


KEEPS PANELBOARDS COOLER 


The base of this panelboard interior is made of Plastisol... the first time 
this amazing plastic material has been used for this purpose. 

Here are some of the properties which make Trumbull’s new NLTQ Panel 
board a superior product which will give you excellent service. 

Plastisol has very high thermal conductivity and is an excellent radiator of 


heat. Copper bus bars encased in Plastisol run 10] cooler than in open air! 


SUPERIOR TO ALL OTHER TYPES OF INSULATION 
Other Plastisol advantages making it superior to all other types of insulation 
for this purpose include its ability to resist acid and alkali. high temperatures 
(not harmed, at 212 F). tracking and carbonizing. It will not shrink or become 
brittle, even at minus 30 F. 
Trumbull’s Plastisol base is Underwriters’ Laboratories, Ine. approved and 
endorsed by the Electrical Council. 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 


ELECTRIC 


QUICK-MAKE, QUICK-BREAK PLUG- 
IN BREAKER — Trumbull’s new NLTO 
Panelboard introduces the first plug 
in circuit breaker with quick-make, 
quick-break operation. Other fea- 
tures: both thermal and magnetic pro- 
tection... trip-free ++. pressure-type 
silver-plated copper plug-in contacts 

all ratings physically interchange- 
able. Adjacent breakers are on alter- 
nate phases—assuring balanced loads 
and circuits 


QUICK INSTALLATION —NO NUTS 
AND WASHERS — Interior is mounted 
in box by compression springs . . . 
which permit easy release for removal 
Springs also permit lining up fronts 
regardless of uneven box installation. 
Trumbull NLTQ panelboards with lug 
or circuit breaker mains come in ca- 
pacities up to 225 amperes in a range 
of 4 to 42 circuits. Write for Bulletin 
TEB-14 





COMPLETE LINE 


WALKER 


in association with 


BULLDOG 


bring you a complete line of 


Switchboards LO.X Feeder Bus Duct 

Panelboards Plug In Bus Duct 

Type A and C Safety Switches 

Type D Safety Switches Universal Trolley Duct 

Service Entrance Equipment Wire W 

Load Centers Fusible Type wre — : 

Load Centers Circuit Breaker Enclosed Circuit Breakers 
Type Metering Equipment 


Industrial Trolley Duct 


@ A complete stock of both Walker and BullDog prod- 
ucts will be maintained in Atlanta, providing over- 
night shipments throughout the area. 


Additional District offices give you faster, more ef- 
ficient service. 


Counsel will be available through the District offices 
and the main office in Atlanta for any engineering 
services. 





WES? 
WALKER BLECTRICAL CO.»o INC. 


70 Bennett Street, N.W. © P.O. Box8 @ Station D 
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NO ACROBATICS in lamp changing with- 


APPLETON / 
V-51 


VAPORTIGHT FIXTURES 


WITH MALLEABLE IRON BODIES 
100 WATT OR 150/200 WATT UNITS 


Change lamps at the work bench! 


Here’s a vaportight lighting fixture that sets a new 
high in safety, efficiency, ease of installation and main- 
tenance! In the V-51, an exclusive “Unit Assembly” 


combines receptacle, globe and guard in a single unit 





... instantly detachable —without tools — for relamp- 
ing or cleaning. 

Reflector is quickly attached or removed—thanks to 
exclusive neoprene rubber ring suspension. Shock- 
absorbing socket in “Unit Assembly” permits 
the use of standard type lamps. 


The new V-51 line includes 18 
different types of rugged malleable 
iron bodies for pendent, ceiling or 
bracket mounting. Complete inter- 
changeability of parts permits the 
assembling of 256 complete fixtures, 
using only 32 basic components! 


Write for Bulletin 5-A containing 
complete details on the new Appleton 
V-51 Convertible Vaportight Fixture. 


. es 2 Patent 
. Se 


sla - 


Sold Through Electrical Wholesalers 


,.% 2-2 & -& me) fe APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue ¢ Chicago 13, Illinois 
Field Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand 


Bivd. © CLEVELAND, 1836 Euclid Ave. © SAN FRANCISCO, 655 Minna St. 
ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 100 N. Santa Fe Ave. 
ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 809 Brown-Morx Bidg 
MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg 


BALTIMORE, 100 E. Pleasant St. © BOSTON, 10 High St. © DENVER, 1921 
Bloke Street © PHILADELPHIA, 2013 Locust St. © CINCINNATI, 608 American 
Bidg. * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cubo, Malecon No. 9. 


BINGHAMTON «© DALLAS « INDIANAPOLIS * KANSAS CITY * ORLANDO 
MILWAUKEE * NEW ORLEANS © SEATTLE © PORTLAND, ORE. 


Export Field Engineers : 
international Standard Electric Corp., 67 Brood St.. New York 4, N. Y. 











ON USING 


ae 


te | ity 


ELECTRICAL EWKES a ad CONDUIT FITTINGS: 


Ys 


you ean figure with il fuctor of safety 
Steel City Boxes and Fittings are not only designed to serve best the purpose 
for which they are intended, but careful inspection prevents any high-cost min- 


utes of installation time being lost due to defects. 
. “ud you can figure 


with the same factor of safety when conduit hanging or supporting is involved, 
if you use 


STEEL CITY- KINDORF a 


They are scientifically 
designed to work together 
in solving problems ... 
FROM THE SIMPLESI 


TO THE MOST COMPLEX 


Write for descriptive catalogue 


STEEL CITY ut ELECTRIC CO. 


OUTLET BOXES AND COVERS SWITCH AND FLOOR BOXES 
JUNCTION BOXES, CONDUIT FITTINGS AND KINDORF DEVICES 
: PITTSBURGH 33, PA 
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itweight, dry-type transformers save 
space, cut installation costs. 3 through 167 
kva, single phase, or 9 through 225 kva, 
three phase. 


They're lighter and smaller! Compact, completely venti- 
lated coils on Hipersil® cores—neatly enclosed in sheet 
steel cases for convenience of mounting, cleanliness, 
trim appearance. 


Add all this to the savings inherent in dry-type trans- 
former design: 


NO VAULTS. Mount them on the floor, walls, posts or 

overhead platforms, close to the load they serve. 

They're safe. 

SIMPLIFIED MAINTENANCE. No liquids to store, filter 

or replace. No gauges, radiators, valves or gaskets to 

get out of order. 
Westinghouse Dry-Type Transformers are available for 
voltage step-down or step-up applications or for phase 
changing. Types AJRB and AVRB (3 through 100 kva) 
have circuit breakers built into the high-voltage circuit, 
giving 3-way protection against damaging overloads or 
short circuits, cutting installation time up to 50%. Ask 
your Westinghouse representative for a copy of B-4428, 
or write Westinghouse Electric Corporation, P. O. Box 
No. 868, Pittsburgh 30, Pennsylvania. J-7060 





National Electric 


Surface Raceways for 


Sp 


SURFACEDUCT 
FOR 
TESTING EQUIPMENT 


INDUSTRIAL 
WIRING, 


Use SURFACEDUCT for— 


@ Feeder and distribution systems 

@ Lighting installations 

@ Assembly lines, laboratories, work benches 

® Rewiring existing plants 
Accommodates over 300 manufacturers’ devices— 
22 simple fittings for all job requirements. 


Use “PLUG-IN” STRIP (Type (F2-G with 
Grounding Facility) for — 


@ Portable equipment 

@ Hand tools 

@ Assembly benches, 
electrical testing departments, etc. 

@ General office equipment 
A s-p-r-e-a-d of outlets every 6” or 18” for con- 
venience plus safe grounding built-in. Permits use of 
either grounded or ungrounded devices from same 
outlet. 


SURFACEDUCT SERVING POWER TO 
AUTOMATIC SCREW MACHINES 
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SURFACEDUCT 
FOR 
OVERHEAD LIGHTING 


ees 


& SURFACEDUCT 


FOR 
BENCH TOOLS 


EXTENSIONS and RELOCATIONS 


National Electric raceways go up fast—just the thing 
for quick, easy industrial rewiring jobs, electrical OTHER NE SURFACE RACEWAYS 


additions and relocations. 


All NE Surface Raceways are two-piece base and 
capping with the famous “‘Lay-in” principle designed 
to save time—and money. No fishing required. Attach 
the base, lay-in the wires, snap on the capping and 
the job is done! (““Plug-In” Strip comes pre-wired 
from the factory, ready to use.) 


There’s an NE Surface Raceway for every type and 
size of electrical distribution up to 60 amperes. A 
minimum of fittings, yet meets requirements for all 
types of installations. 


WRITE for our catalogs on “Surface Raceways” and 
“Plug-In Strip” for complete details. 


NATIONAL ELECTRIC PRODUCTS CORPORATION 
1307 Chamber of Commerce Building 
Pittsburgh 19, Pennsylvania 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. 
SOLD THROUGH LEADING ELECTRICAL WHOLESALERS 


EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PLANTS IN AMBRIDGE, PA. © TORRANCE, CALIF. 
ELIZABETH, N. J. 
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power fools... 


mold-cured HAZACORDS 


give better service...longer life 


Fewer replacements . . . less time lost .. . lower operating 
costs— that’s what using Hazacord means to you. Re- 
gardless of the treatment it gets, mold-cured Hazacord 
has the “built-in” ability to absorb more punishment and 
stay on the job longer — that’s why it’s preferred for 
economical service on rugged industrial jobs everywhere. 


Every Hazacord flexible cord and portable cable is 
protected with Hazard’s exclusive Hazaprene ZBF 
sheath which means extra resistance to such common 
industrial perils as oils, s, chemicals, moisture and 
weather. In addition, the Hazaprene sheath is cured 
under pressure in a continuous metal mold —the best 
method known to provide extra density, lasting tough- 
ness, a smooth, abrasion-resistant surface. And its high 
flame resistance more than meets the requirements of 
the Federal Bureau of Mines and the Pennsylvania 
Department of Mines. 


There’s a Hazacord flexible cord or portable cable for 


every need. Ask your jobber about Hazacords today. 
For the complete catalog of Hazacord flexible cords 
and portable cables ES-420, write to Hazard Insulated 
Wire Works, Division of The Okonite Company, Wilkes- 
Barre, Pennsylvania. 


Feel the embossed name Hazacord on the sheath — 
positive proof of a mold-cured cord. And mold- 
curing means extra long life to portable cords. 
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Increase Efficiency. . 


Reduce Malatenante 
With KEARNEY Pole 
Line Equipment Designed 


to Help Your linemen __, 
Do a Better Job Faster: 


Dead End Self-Supporting Bare Neutral Service 
Cables with the KEARNEY WEDGE-TITE CLAMP 
Wedge-Tite Clamp is built with o serrated wedge that 


conductors thus eliminating 
insulation creep and the danger of leakage and shorts. 


Serve Guy Wire Strand Ends Permanently with 
the KEARNEY FINGER GRIP GUY CLIP 
To use this clip no special tools are required and it is impossible to 


will outlast the strand itself. Faster and neater thon using waste strond. 


Seal Out Oxidation and Corrosion on Any 
Connection with KEARNEY AIRSEAL 
Kearney Airseal is a pliable high-dielectric compound 


Eliminate Radio Interference — 
Use KEARNEY NON-STATIC GROUND WIRE CLIP 
Ordinary staples are entirely inefficient in securing ground wires be- 


The Kearney Non-Static Clip 
resultant interference because 
is entirely independent of the clip's grip in the wood. 


JAMES R 
JAMES R. KEARNEY CORPORATION 
KEARNEY 4224-42 Clayton Avenue, St. Lovis 10, Mo. 


Through 
Engineering 
Son 
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“It's foolish to try to be bigger than you are” 


REMEMBER Aesop's fable of the frog 

and the ox? Told 2,500 years ago, it goes: 
“Three young frogs cried to their mother 
that a little brother had been trampled by the 


largest beast in the swamp. ‘Oh, no,’ said the 
mother, ‘no beast is larger than I.’ And she 
blew herself up to show how big she really was. 
‘But it was much bigger,’ the little ones cho- 
rused. Whereupon the vain mother inflated 
herself until she burst.” And the moral was, 
“It's foolish to try to be bigger than you are.” 

. Aside from the wisdom of the fable for each 
of us individually, there is solemn warning for 
us as a nation. Some among us seem to believe 
that with an unlimited supply of taxpayers’ 
dollars America can buy anything--ease and 


security at home, acceptance of our ideas abroad, 
friendship of other peoples, even world peace. 

Like the vain frog, America inflates herself 
more and more dangerously, trying to stretch 
herself to be the biggest thing in the swamp. 
Meanwhile the enormous beast that is the world 
goes its own way, scarcely affected by the vain- 
glorious display of America’s inflation. It’s the 
same old world that was indifferent before the 
pomp of Egypt, Persia, Greece and Rome. 

How will our present “puffing” end? Isn't it 
obvious that ‘continued inflation can bring dis- 
aster? Only by a realistic policy of living with- 
in our means--not trying to be bigger than we 
are--can America avoid the catastrophe of 
Aesop’s foolish frog. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


needs it now. Turn in your scrap, through your regular sources, at the earliest possible moment 
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with BENZAMINS complete line 


there is no trouble at all getting 


Task Matched Lighting |nstallations 


In the 400-page Benjamin Catalog, you'll 
find just the lighting equipment you need 
to provide lighting that is matched to 
the task. 


No need wasting time trying to locate a 
source for this or that special unit... or 
figuring out an acceptable substitute. If 
the unit is needed in industrial and utili- 
tarian lighting ... you'll be sure to find 
it in the Benjamin Line! 


You'll be sure to find that, not only is the 
unit you select correct in lighting design, 
but equally important, it is designed for 
extra long life operation under the special 
operating conditions for which it is in- 
tended. Whether it be for ordinary indus- 
trial use, installation in corrosive, dusty 
or explosive atmospheres, for indoor light- 
ing or outdoor...the Benjamin Unit 
designed for the task can be depended 
upon to meet highest expectations for 
finest performance.—Benjamin Electric 


Mfg. Co., Dept. Z-1, DesPlaines, III. 


“VAPOLETS” 


For locations with atmospheres containing 
moisture, non-hazardous dusts or vapors. 
Available in three types of reflectors— 
Dome, Shallow Dome and Symmetrical 
Angle. These reflectors thread on to the 
vapolet housing by cast-iron ring. Choice of 
glass globes: plain, opal, heat-resisting, 
ruby, etc. 


EXPLOSION-PROOF 


For locations listed by U. L. as Class I, 
Group © and D hazardous locations 


For lighting locations involving explosive 
atmospheres or explosive inflammable dusts 
there is a complete line of Benjamin Explo 
sion-Proof Units, available in a choice of 
reflectors, Dome, Flat Cone, Bowl, Symmet- 
rical Angle: also choice of mountings. 


“STEELITES” 


For locations where heeping lighting levels 
up and upkeep down is a real problem. 
An armor-clad unit consisting of specially 
designed alzak aluminum reflector enclosed 
in a protective steel housing and a hinged, 
tempered glass cover which seals against 
dust, moisture and corrosive fumes 


a es 
For complete details 6 
Peete 
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“MAGNA-FLO” SYSTEMS 
Provide Over 300 Combinations for 
Matched to the Task Lighting 


Like all Benjamin Lighting Systems, the 
Magna-Flo” line for use with the three 
T12 Slimline Lamps is complete! It is so 
complete because, basically, just three chan 
nel sizes and four types,of reflectors form 
the backbone of almost unlimited systems 
to match any industrial lighting tas 


“VAPOR.-TITE” FLUORESCENT 


For lighting locations where excessive 
amounts of non-combustible vapor or dust 
are present. 


Approved as vapor tight by U. L., a one- 
piece porcelain enameled unit with hinged 
glass cover and easily accessible control 
equipment. Available in standard and angle 
mountings; also Plexiglass: covers 


“ELLIPTO-LITE”’ 


Most popular ty pe floodlight ever designe d 
for outdoor and protective floodlighting 
For protective floodlighting of factory yards 
and grounds and for lighting outdoor work 
areas. A porcelain enamel floodlight with 
auxiliary inner aluminum reflector; avail- 
able with a removable hood construction, 
lowering attachment, choice of mountings 


“TURNLOX” 


Detachable Hood Construction available 
with 7 types of Incandescent Keflector 


Units to speed maintenance and cut costs. 


Permits removal of lamp and reflector as one 
unit for cleaning on floor or at bench. 


—— 


n 2,000 Benjami ; 


fb engyclopedia of industrial Lighting. 





SAFE, DEPENDABLE 
Power and Light Control 


SHUTLBRAK SWITCH 


ete 


te oe 0 


LNTP PANELBOARD 
KLAMPSWITCHFUZ 
SWITCHBOARD 


THERMAG COLUMN 
TYPE PANELBOARD 





PULFUZSWITCH 
POWER PANELBOARD 
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For the Factory of Today and Tomorrow! 





That’s what @ offers—safe, dependable and efficient 
electrical products for the distribution and control of 
light and power. 


For years, @ has specialized in the manufacture of 
switchboards, panelboards, busduct and other similar 
equipment for industrial, commercial and institutional 
use—products that are modern in design, rugged in 
construction, easy to install, provide long-lasting, 
trouble-free service and require less maintenance. 


If you are contemplating a new plant, or if you are 
planning to expand, modernize or otherwise improve an 
existing plant—regardless of size—have your architect 
or engineer contact your nearest @ representative 
(listed in Sweets) for helpful information... 

or write for bulletins. 


° fa ™. 
Frank o¢dam Electric Co. §€ g 


- 
P.O. BOX 357 ST. LOUIS 3, MISSOURI 


sy AF vITCH © LOAD CENTERS © QUIKHETER 
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_ Every Man, Woman and Child in the U.S.A. 
Can Go Riding at the Same Time 


22 


N the U.S. A., competition is basically responsible 

for better cars at lower comparative cost. We 
enjoy the use of three times as many cars—and 
annually produce four times as many cars—as the 
rest of the world put together. There are approxi- 
mately 43 million autos—and 9 million trucks and 
buses—in use in the U. S. A. today. That’s more 


than enough to take everyone riding at the same time. 
5 J + 


By stimulating the sale of the new and the resale 
of the old, our competitive system achieves wide- 
spread ownership of automobiles, as with almost 
everything else. In most foreign countries, out of 
necessity people make things last as long as possible. 
In the U.S. A., vigorous competition prompts im- 
provement, refinement and continuous progress. 
Buyers of new cars get maximum value, because 
each manufacturer competes actively for the new- 
car dollar. Lowest-income groups benefit by the 


lowered prices of used, yet essentially useful, prod- 


ucts. Overall result: Steady jobs, good wages and 
the world’s highest standard of living. In most of 
the rest of the world, luxuries come within reach of 
only the rich. In the United States, the irresistible 
drive of competition invents, mass-produces, adver- 
tises, distributes and sells—so that most of the mi- 
raculous products of modern living are within the 


reach of all. 


Free competition—like freedom of speech, press 
and religion—is a dynamic part of Uncle Sam’s 
character. Let’s keep it free, so that the U.S. A. 


continues to be the greatest country in the world, 





2 
4 


This report on PROGRESS-FOR-PEOPLE is published by 
this magazine in cooperation with National Business Publica- 
tions, Inc., as a public service. This material, including illus- 
tration, may be used, with or without credit, in plant city adver- 
tisements, employee publications, house organs, speeches, or in 
any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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KILLARK’S SIMPLIFIED DESIGN © 














COMPLETE 
INTERCHANGEABILITY 


pm 


Ae 
VAPOR-TIGHT LIGHT FIXTULI2- 32s" 
TYPE VGL 
Fewer construction parts obviously mean fewer replacements or 
repairs. Killark Vapor-Tight Light Fixtures are accurately die cast hi } 
and scientifically assembled from a minimum of parts. The result a " WZ Aine! 
is a fixture that effectively excludes such ordinarily troublesome << << y- 
atmospheres as rain, moisture, smoke, spray, ice, snow and dust . . . TYPE VGT 
a fixture that can be quickly serviced or relamped without tools. 


The complete interchangeability of the individual Killark parts < Yy 
provides a new economy as well as a ready adaptability to your w, 4 i 
Specific lighting needs. Every type of installation—whether it be a hea 
bracket, pendant, ceiling or corner mounting—is possible with a TYPE VGX 


minimum inventory, when you specify Killark. 


yp 
eS 
C 7 TYPE VA 
E i ELECTRIC MANUFACTURING COMPANY 
Vandeventer and Easton Aves. St. Louis 13, Missouri 


\ 
4g BOSTON 156 Purchase St. PITTSBURGH 50 26th Street SAN FRANCISCO 140 Speer St. 
SALES OFFICES and = syracuse 216 Burnet Ave. CHICAGO 564 West Adams Street OS ANGELES 412 Seaton Street 


) 





WAREHOUSE STOCKS PHILADELPHIA 121-123 Market St. DENVER 814 Twelfth St. DETROIT 8319 Mack Ave. 
ATLANTA 69 Mills Street N.W. SEATTLE 4130 First Avenve Sovth DALLAS 1901 Griffin Street 


SALES OFFICES coLumaus 2620 Welsford Road MINNEAPOLIS 924 Andrus Bidg. NEW YORK 30 Irving Ploce 


CINCINNATI 49 Central Avenve KANSAS CITY, MO. BALTIMORE 
616 West 26th Street ~ A@1 Netl, Marine Bank Bidg. 


New G-E fluorescent lamp 
Starts fast, needs no starter 


oe ad 
tse . 
a i: Z 

Pee 


| i¢ 
° Shy) 
a 
\ | al / 4h 
v3 


HE triple coil filament developed by General Electric, and shown greatly 
p poder se above, now makes possible another great new fluorescent 
lamp! It’s the G-E RAPID START fluorescent lamp. Combined with General 
Electric’s new RAPID START ballast, it starts with quick 1-2 action. There's 
no starter needed, so maintenance is easier, costs less. Flicker is eliminated. 
Hum is reduced to a minimum. 
G-E RAPID START fluorescent lamps will be available soon. This newest devel- 
opment of General Electric research is another reason why you can expect 


the best value from G-E fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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in the Complete line 


Yes, it's mighty handy to open your Penn-Union 
Catalog and pick the exact type you need. They're 
all there—in a complete range of sizes: Bolted 
straight connectors ... screw type. . 


The Penn-Union Catalog also gives you the com- 
plete line of Service Connectors, Tees, Cable Taps, 
Grounding Connectors, Lugs. Power Connectors, ete. 

& 


. various split Preferred by leading users 
sleeve types ... shrink fit... universal clamps. . . 


E-Z connectors with yoke and nut, ete. 


who have found that 
“Penn-lnion” on a fitting is their best guarantee of 
unfailing service. 

SOLD BY LEADING WHOLESALERS. WAREHOUSE STOCKS CARRIED BY— 


WALTER Jj. HUEMMER WILLIAM ROBINSON BECKER DRANE 
Dallas Transfer & Gulf Sales Agency Gulf Sales Agency 
Term. Warehouse Bidg. 524 East 14th St 731 Wingfield St 
Dallas, Texas Little Rock, Arkansas Jackson, Miss. 
BEN K. PATTON L. MORRIS LANDERS 
Gulf Sales Agency 624 Spring St.. NW 
3022 Metairie Road Atlanta, Ga. 
New Orleans, La. 


PENN-UNION ELECTRIC CORPORATION, Erie, Pa 


SywEELEE Ie 
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-+- YET SCRAP INVENTORIES ARE ALARMINGLY LOW. YOU ARE BEING 
COUNTED ON TO HELP KEEP THE FURNACES WORKING . . . TO AID DEFENSE 


With our increased steel production, the 
furnaces are gobbling up an enormous amount 
of iron and steel scrap. 

More—far more—scrap than is at present 
going into their scrap stockpiles. 

Many mills are operating on a hand-to-mouth 
basis. Some are already threatened with shut- 
down—for lack of scrap. 


The Danger Is Increasing 


Will efforts to fill the tremendous 
demands for steel fail because of 
lack of scrap? 

Steel is made from 50% scrap. 
We could be severely handicapped 
—in our aim to keep abreast of both 
military and civilian requirements 

~~ if _ suppliers can’t keep pace 
with productive capacity. 

But they can keep pace . . 
your help! 


. with 


Enough Scrap IS Available! 

Yes—the only problem is to get the available 
extra scrap from where it is—to where it’s 
needed. 

Where is it? 

In your business . . . in the form of old ma- 
chines and equipment, tools, implements, dies, 
jigs, fixtures, outmoded structures, chains, 
valves, wheels, pulleys—any old iron and steel 
that’s rusting away. 


Six Million EXTRA Tons Needed! 


By the end of 1952, we’ll be producing steel 
at an annual rate of 20 million tons more than 
in 1950. That means we will need at least 6 
million more tons of scrap than we've ever 
needed before. 

It’s up to you. Write at once to Advertising 
Council, 25 W 45 St., New York 19, N. Y., 
for a free copy of “Top Management: Your 
Program For _ Anette Sane Ehieneany”. 

Please write today—there’s not a day to lose. 


NON-FERROUS SCRAP IS NEEDED, TOO! 


This advertisement is a contribution, in the national interest, by 


ELECTRICAL SOUTH 
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FACTORY 


LIGHTING MODERNIZATION 


WITH 2100 PLUGMOLD 


2127G 




















ks 


Here is a simple, practical plan for lighting 
modernization adaptable to a wide range of 


industrial areas. Use of the No. 2100 Plug- 


mold System for both wiring and support of 


the lighting fixtures has many advantages. 


Rewiring accomplished economically and 


Write for a copy of Engineering Data 
Sheet No. D4 detailing this particular 
installation . . . or outline your own 
rewiring problem for our Engineering 


Department's recommendations 


THe WinewotD Company 


HarRTFORD 10, CONN. 


he 


iia 


with minimum disturbance in the working 
areas. The plug-in feature with No. 2127G 
grounded receptacles permits easy removal 
of fluorescent units for cleaning and main- 
tenance. Plugmold No. 2101A rigid coupl- 
ings between sections and the use of No. 
2108A hanger clamps result in ample rigidity 
to span beams. No. 2108D fixture hooks 
permit supporting fluorescent units from 


the channel. 


This is, of course, just one of a great 
many ways in which Wiremold Surface Metal 
Raceways and industrial Plug-in-Anywhere 
Wiring Systems can be used to rewire for 
lighting modernization as well as for more 


convenient power Services. 





THE WIREMOLD COMPANY 
Dept. B, Hartford 10, Conn. 


Please send me a copy of WIREMOLD Data 
Sheet D-4. 


Name___ 


Com pany__ 
St. & No.___ 
City 








'ewms2 
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Now! 


HEAVY-DUTY 
DAY-BRITE CONSTRUCTION 


 B 


* COMFORT FOR INDUSTRY 








.. the first practical answer to 
industry’s need for comfortable lighting 
- Cc c 


Number one consideration in industrial lighting has always been 
rugged, durable construction . . . often at the expense of comfortable 
illumination. But in the past Day-Brite has consistently demonstrated 
that highest standards of lighting and highest standards of construction 
can be combined 
Now, after two years of research and study, we're ready to announce 
another great advance in industrial lighting 
To give industry even more comfortable and vision-saving illumina 
tion, Day-Brite has completely redesigned its famous Day-Line in 
dustrial line. The new CFI Day-Line is comfort engineered to give 
10° upward light distribution and put an end to the harsh brightness 
contrasts and dark ceilings that hamper workers 
Now, workers can enjoy freedom from irritation and nervous fatigue 
due to eyestrain. Now, management can reap the benefits of more 
These scientifically production, less work spoilage, higher employee morale and lower 
accident rate. 
designed aperatures All the familiar Day-Brite features are still there, of course—dic -forme d 
heavy gauge steel construction, porcelain enameled reflectors, vibration- 
make its difference — proof Turret sockets. And yet, CFI Day-Line prices are actually lower 


actually mean substantial sav- 


give the ideal 10% up- ings on industrial lighting instal- 


lations 

ward component yj light. See the Day-Brite representative “DECIDEDLY BETTER™ 
nearest you. Get the facts about = 
the newest advance in plant light DAY BRITE . 
ing. Day-Brite, Inc., 5435 Bulwer Li , . ‘ 
Avenue, St. Louis 7, Missouri. In lighting Portes 
Canada: Amalgamated Electric 
Corp., Ltd., Toronto 6, Ontario. 


YOU'LL FIND THE DAY-BRITE REPRESENTATIVE IN YOUR AREA HELPFUL AND COOPERATIVE: 


ATLANTA 1, GEORGIA MANDARIN, FLORIDA DALLAS, TEXAS 

Cecil Cannon & Oren Ruff, Jr. Joseph N. Crevasse H. A. Auchter 

P. O. Box 1304 P. O. Drawer 7 102 Thomas Bidg 

HOUSTON, TEXAS CHARLOTTE 2, N. CAROLINA NEW ORLEANS, LOUISIANA 

N. O. Reed Gordon Wells Paul Hogan, Jr. 

1602 West Main 212 Builders Bidg. 342 International Trade Mart 

BALTIMORE 17, MARYLAND MEMPHIS 3, TENNESSEE RICHMOND 24, VIRGINIA 

Sam Masland Munding Elec. Sales Agency Earl Dagenhardt 

625 West North Avenue 166 Monroe Ave. 4000 Maury St 250 
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LET’S TALK WIREHOLDERS... 


Ue | 
has what it takes 


No other wireholder combines so many desirable features 
as the famous HUBBARD 4-11-44 . . . advantages which 
have been proven in millions of installations. 


HERE’S THE LIST.... 

Designed so that the heavy Copperweld bail 
takes all the tension . . . the porcelain is sub- 
jected to compression only. 


The smoothly rounded surfaces avoid damage 
to insulation. 


The special wood screw is sharp-pointed, easy 
to start by hand; the threads are sharp, deep, 
clean-cut, for fast insertion. No other wire- 
holder screw on the market can match the 
Hubbard design for ease of installation or hold- 
ing power. 


\ 


rere 


The thread is cut clear to the base, and gives a 
strong grip, even in material considerably thin- 
ner than the length of the screw. 


R.E.A. Std. “D-ar”’ 





\ 


The heavy steel base is Hubbard double-dip 
hot galvanized, to effectively prevent corrosion 
or rust streaks; the 4-11-44 is built to resist the 
elements through the years. There are no closed 
pockets to retain moisture and dirt that cause 
unsightly streaks. 


Pere 


he 


Exhaustive tests have proved that the Hubbard 4-11-44 
has the greatest dead-end strength of any wireholder 
manufactured, plus sufficient strength on angular attach- 
ments to provide proper margins of safety over any load 
which would be encountered consistent with approved 
engineering practice. 


psf 


HUBBARD anno COMPANY 








ESTASLISHED: 1843 


PITTSBURGH « CHICAGO «© OAKLAND, CALIFORNIA 


0g the Load on tficbbard Harduare!” 
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Ne@lil: 


Contemporary 
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Easy tolBuy ! 





¢ 
Complete warehouse stocks at: 
@Philadeiphia, Pa. 
/ 1817 Caliowhill Street 
eBerkeley, Calif. 
f 800 Bancroft Way 
elos Angeles, Calif. 
125 South Santa Fe 


Electrical Contractors 


and Architects Specify 


RECESSED 
LIGHTING 
\ FIXTURES 


guaranteed 
consumer acceptance 
and satisfaction / 
aa 






































Prescolites are pre-sold to your customers by a 
continuous schedule of advertisements in leading 


contractors’, engineers’ and architects’ publica- 


tions. 


Exclusive patented features! Pre-wired units, no 


for New Catalogs 


Recessed 
Swivel Lite 


~ Architectural 


2? 
Easy to Stock! 


Call your nearest Prescolite sales representative: 
Vancouver, B. C.—J. S. Edwards, 1206 Hamilton St. 

Los Angeles, Calif.—DeRamus, Barney & Assoc., 125 S. Santa Fe 
San Diego, Calif.—Calif.-Ariz. Sales Agency, 301 West “G”’ St. 
Denver, Colo.—Kenneth Schumann, 814 Twelfth St. 

St. Petersburg, Fla.—Frank McPherson, 6417 - 7th Ave., North 
Atlanta, Ga.—Charles L. Woodyard, 2234 Westminster Way. N. E 
Chicago, I!linois—Rudolph H. Soukop, 1585 Merchandise Mart 
Des Moines, lowa—). H. Hull, 1300 - 47th St 

Boston 10, Mass.—John W. Fay, 176 Federal St 

Baltimore, Md.—T. H. Bailey, Jr., 609 Garrett Bidg 

Detroit, Mich.—L. H. Beck, Electric Sales Co., 7744 Hamilton Ave 
St. Paul, Minn.—Charles L. Schwab, 345 N. Wheeler 

Kansas City, Mo.—Car! W. Thorsel!, 1195 E. 77th St. 


Visit our new plant — the industry's finest, newest 


2s 
800 


30 


Bancroft 


2 aa ee ee 


Way Berkel 


Cc 


asbestos wire required. Complete line—the right 
light for any installation—round, square or ob- 
long. 3 beautiful lasting finishes, chrome, satin 
brass and aluminum. 


Save time and money in handling—Presco- 
lite master carton contains housing and sep- 
arate frame and glass—simply re-label and 
ship to job. Housings or frames and glass 
may be ordered, stocked and sold separately. 


St. Louis, Mo.—J. A. Noser, 3204 Bailey St 

Omaha, Nebr.—Geo. C. Mittauer & Assoc., 111242 Farnam St. 
Syracuse, N. Y.—Fay-Sullivan, Inc., 1117 Cumberland Ave 
Newark, N. J.—P. M. Sales Co., 443 Broad St 

Cleveland, Ohio—Cam Norton Company, 2725 Derbyshire Rd 
Dayton, Ohio—Gary Roof, 221 Stockton 

Oklahoma City, Okla.—The Tom Fielder Company, 313 N.W. 4th St 
Erie, Pa.—D. S. Pollock Co., 622 W. 9th St 

Philadelphia, Pa.—Bond & Kyack, 1817 Callowhill St 

Dallas, Texas—The John Hancock Company, 2921 Fairmount 
Salt Lake City, Utah—). R. Christensen, 247 E. 5th South 
Richmond, Va.—W. H. Lassiter, Jr., Crenshaw Bldg., 300 E. Main 
Seattie, Wash.—Gleasons, 901 E. 45th St 

Milwaukee, Wisc.—Willis H. Murphy, 4520 N. Woodruff St. 
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VICTOR DISTRIBUTION INSULATORS 





Spools, guy strains, pintypes, suspensions—all are 
made of the same new PURIFIED PORCELAIN as 
VICTOR’s high voltage transmission types. This 
means that every VICTOR insulator is a better insulator 
—with highest insulation values, unequalled density, 
rock-like strength, hardness and resistance to impact, 
and a product uniformity never before achieved! 

Through years of research, VICTOR has eliminated 
the last big variable in porcelain-making by removing 
all mineral salts from water used in processing. Re- 
sults are reduced fluctuations in shrinkage and density 
and virtual elimination of microscopic, glass-like im- 
purities which, up to now, have prevented maximum 
insulator strength and hardness. Remember—VICTOR 
PURIFIED PORCELAIN is the finest insulator porcelain 
ever made! 


VICTOR INSULATORS, INC. 
VICTOR, N.Y. 








DISTRIBUTION LINE HARDWARE 


VICTOR carries a complete line of distribution 
clamps in oll required types and materials to 
accommodate cable sizes from 0.145 to 0.60 
inches. Snubbing, quadrant or boltless types in 
forged steel, malleable iron or pressed steel 
with or without cluminum liners, according to 
type and size of cable to be accommodated. 
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Are You Making Use 
of Our 


Reader Service? 


¥ 


Baye 
aly, 
“Sau 


Kae Eee, 


~~, 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotoinal ma- 
terial available from anu- 
facturers, 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 

a | on tion information booklets, and 
: | = technical publications. These 
The Fisher-Mierce Ce.Sne. FISHER-PIERCE are available without charge. 
sostom wasn ees j Series 63300B Check over the list of pub- 
PHOTOELECTRIC lications available, circle the 
CONTROL numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 
PHOTOELECTRIC CONTROL means the added safety of want. 
street lighting when it is needed — regardless of time of day, @ 
season, climate or weather conditions. Control is fully automatic. 
Even after temporary line power failures the control operates 


The staff of ELECTRICAL 
SOUTH will be glad to help 


correctly with no need for manual resetting. 


FISHER-PIERCE Photoelectric Controls for street lighting 


have proven themselves in over 35,000 installations made by more 
than 700 electric utilities. 


you with other problems. They 
will obtain expert advice for 
sie . : . — : : , you on both technical and 
The electronic circuit of the Series 63300B control provides i :, - 
. sine “ms. le ser- 
dependability made possible by over seven years of practical business problems e s 
experience. Amplifier tubes consistently have a life of more than vices of a number of consul- 
20,000 hours. Other components have much longer life. Units tants are available. Whether 
are rated 2500 V.rms hipot to give maximum resistance to the vour problem relates to sales 
effects of lightning transients. The built-in contactor is conserva- 


' nae ‘ promotion, lighting or wiring 
tively rated to handle a 3000 watt lighting load. The unit has 


: layouts, applications of the 
Standard meter socket plug-in construction with cross-arm mount- Pr 


ing bracket which gives great installation flexibility. National Electric Code, or 
1. . “= , 2 equipment application, it will 
lhe control itself gives truly economical (low purchase cost, low = Pt 
installation cost and /ow maintenance cost) and effective service receive careful attention, 
backed by an extensive engineering service organization field 
experienced in street light control application. c) 


Write for Bulletin 63300B. 
Address your requests to: 
Reader Service 

TOUR > . | ELECT ‘AL SOUT 
The FISHER-PIERCE CO., Inc. | needa aap 
Feng “oe Ss ii 
59 Pearl St., So. Braintree, Boston 85, Mass. 806 Peachtree St., NE 


PHILIPS EXPORT CORP. , , Atlanta 5, Ga. 
EXPORT:] 100 E. 42nd STREET IN CANADA: 
NEW YORK 17, N.Y NORTHERN ELECTRIC CO., Ltd 
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A“NATURAL 


ALUMINUM CABLE 


If your plans call for the installation of aluminum cables on the basis 
of copper size, we would like to suggest that you consider the following point. 
Aluminum will heat to a greater extent than copper when the same amount of 
current is put through the cable. 


So instead of using conventional insulations, which are seldom rated more 
than 140 F. (60 C.), specify Simplex-Anhydrex XX insulation. This will help 
overcome the heat problem because Anhydrex XX is rated at 176 F. (80 C.). 


Simplex - Anhydrex XX insulation will operate at temperatures up to 
176 F. (80 C.) in either wet or dry locations at voltages up to 17,000. 





If you must use aluminum because of the copper shortage, let our en- 
gineers help you with your problem. 


We would be more than happy to give you the latest specification data 


on Simplex-Anhydrex XX insulation. Simply send your request to the address 
shown below. 


Simplex-Anhydrex XX is a product of Simplex Research. 


SIMPLEX-ANHYDREX XX 


SIMPLEX WIRE & CABLE CO. | 
79 Sidney St., Cambridge 39, Mass. 
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miller MTETGS 


—the soundest investment of lighting dollars 


Miller Portland Luminaire 


milter 
leaders.in lighting 
Since 1844 


factories 


offic es Interior shown is South Mountain Jr. High School, Allentown, 
Architects; Hey!, Bond and Miller, Allentown, 
schools Consulting “an Eggly — Furlow, Philadelphia, 
st ore S Electrical Contractor; Howard P. Foley Co., Allentown, 
public buildings oe 
Miller Luminaires offer 
are many —first they are 
built to provide good light 
for easy seeing, for best work 
and avoidance of errors and 
accidents... Easy installation 
...Low maintenance. ..Long, 
trouble-free service, For 108 
years Miller has pioneered in GOOD 
LIGHTING with a complete line of 
luminaires — Fluorescent, Incandescent 
and Mercury for industrial and 
commercial lighting requirements. They 
have been proven in thousands of 
installations. Light with confidence the 
proven Miller way. Don’t compromise on 
lighting that is “almost” right. When you buy, 
or specify, Miller luminaires, you are sure 
of getting all you seek—lighting equipment 
built on an exacting 8-Point QUALITY 

standard —the product of advance illumination THE m ) r-% an @ OM PANY MerideN. CONN 

engineering —the soundest investment of your ON ET 

lighting dollars. Miller field engineers and distributors ‘brats 


are conveniently located for nation-wide service. 
Field Soles Engineers 
Connel!, 132 Heatherdown Road, Decatur, Ga 
C. H. Phillips, 212 West Newlyn St., Greensboro, N. C 
J. W. Fowler, 2709 Live Oak Drive, Nashville, Tenn 
C. Maddox, 2700 Connecticut Ave.. N.W., Washington, D. C 
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Indicating 
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Disconnect 





Four cutouts in one 


by simply changing doors 


A G-E FEATURE SINCE 1937! By stocking only three interchange- 
able doors which fit both 5.2- and 7.8-kv, 50-ampere housings, 
you get the 4 operating functions illustrated at the left. Avail 
able also in 100-ampere ratings, this unique flexibility reduces 
inventory and simplifies stocks. 


INDICATING OR DROPOUT WITH A TWIST OF THE WRIST! A small wire 
yoke, easily inserted or removed, determines whether the fuse 
holder door ‘‘kicks out’’ at the bottom for visual indication, or 
drops open— either way giving positive evidence of a blown fuse. 


RECLOSING DOOR AVOIDS UNNECESSARY SERVICE TRIP! The two-element 
reclosing door restores service within one second after a tem- 
porary fault blows the first fuse link. By saving a service trip, 
the two-shot cutout pays for itself the first time it operates! 


FLEXIBLE DISCONNECT BLADE CAN'T GET LOST! It’s fastened to the 
door-can’t be misplaced. This disconnect blade doubles the 
continuous current rating of the cutout. When the blade is dis 
connected and the door closed, the flexible cable extends down 
ward to indicate that the circuit is open. 


WHAT’S MORE THE CUTOUT IS LIBERALLY DESIGNED —has high dielectric 
strength, uses silver-plated contacts, provides full-range interrup 
tion of fault currents, and is conservatively rated. All live parts 
are completely enclosed for maximum safety. 


For complete information contact your G-E Apparatus sales 
representative, or write for Bulletin GEA-3448. General Electric 
Company, Schenectady 5, N. Y. 406-44 


GENERAL (6) ELECTRIC 








...in the Westinghouse types CA & CS meters 


withstand 
aiter three 











SALT SPRAY 


The entire electromagnet was immersed in brine for 3 months. Here it is 
after being removed. The U’S‘S AmMpyro. was completely unaffected, and 
easily withstood the 12,000 volt breakdown test. 


A STANDARD Cable for 


> paper & varnished cambric cables 
» asbestos cords and cables 











> aerial, underground & submarine cables 
> shovel and dredge cables 


U-S*S AMERICAN ELECTRICAL 
PTI a 
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U-S-S Ampyrol coils 
12 kv breakdown test 
months in salt water! 





“ 


VERY watt-hour meter is literally a “‘cash register” 
for some power company. As such, it must be ex- 
tremely accurate. 

The Westinghouse meter shown here remains accu- 
rate for years— mostly because of an engineering pro- 
gram that continually searches for ways to make the 
meters even more accurate while remaining unattended 
and exposed to the elements for years on end. For ex- 
ample: Westinghouse pioneered the ball and sapphire 
bearing, and practically eliminated a major source of 
wear. They even go so far as to gold plate every gear in 


Two months at 212°F. had no affect on U-S‘S Ampyrot. When 
removed, the insulation passed all physical and electrical tests. 


every SPECIAL Job / 


> oilproof portable cords 





> plastic machine tool & building wire 


P special purpose cords & cables 


WIRE & CABLE 


U N TED 
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the gear train, so that they will not corrode and slow 
down the meter. 

Now, Westinghouse has taken another major step 
forward in design by switching to U-S‘S Ampyrou for 
the important current winding in these watt-hour meters. 

American Steel & Wire engineers worked closely with 
Westinghouse, and developed a special non-fogging 
polyvinyl insulation that has excellent electrical and 
physical properties; yet it will not give off fumes that 
cloud the meter glass. As part of a rigorous test proce- 
dure, Westinghouse engineers immersed the entire elec- 
tromagnet in a brine solution for 3 months. After re- 
moval, the AMPYROL wire easily withstood a 12,000 
volt breakdown test. In another test, AMPYROL was held 
in an oven at 212°F. for 2 months. When removed, it 
was just as good as new and tested perfectly. 

The full range of tests showed that U'S‘S AmMpyro. 
would eliminate leakage current due to faulty insula- 
tion, thereby assuring long range meter accuracy. 

How has this insulation actually stood up in service? 
Hundreds of thousands of AMPYROL equipped meters 
are now in service; and the insulation is performing 
perfectly despite the moisture, industrial fumes, salt air, 
ultra-violet rays from the sun and extreme heat and cold. 

. . . 

This is just one of many uses for U-S°S Ampyko t. It is 
widely used for re-wiring old buildings because the thin 
jacket allows more wire to be pulled through the same size 
conduit. AMPYROL is an important part of many machine 
tools because it strips clean, is available in many brilliant 
colors to simplify installation, and is unaffected by cutting 
oils and grease. AMPYROL is even used for exposed electric 
sign wiring because rain, sun and cold do not affect it. 
AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY 

GENERAL OFFICES: CLEVELAND, OHIO 


IN THE WEST—COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
IN THE SOUTH—TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Steel & Wire Division 
Room BE-62, Rockefeller Building, Cleveland 13, Ohio 


00 Please give me more information on US'S Ampyrot, 
(C0 Have representative call 

Name 

litle 


Company 


Address 
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e a 
here it is! 
A COMPLETELY NEW APPROACH TO 
OVERALL LIGHTING... 


NOW .. . advanced design fulfills all the possibilities 
and benefits promised by overall lighting! Smithcraft Area 
Illumination is a complete fluorescent lighting system free 
from all the limitations and mechanical difficulties of pre- 
vious attempts, yet it is not "custom built" to each instal- 
lation, Skillfully engineered with unbelievable simplicity, 
Smithcraft Area Illumination when installed becomes a 
lighting ‘fixture’ of limitless dimensions, shapes and pat- 
terns with unrestricted selection of shielding media and 
varied intensities within the system. For those who plan, 
recommend and install, here is an important new tool and 
business-producer; for the user, Smithcraft Area IIlumina- 
tion opens up exciting new possibilities for effect combined 
with illumination of unequalled quality. 


£1) RP 


To the architect, Smithcraft Area Illumination presents a new opportunity for 
freedom of expression in the integrating of lighting interiors within interior design. 
Here is freedom of choice with no restrictions as to size, pattern, intensity, shield- 
ing, and periphery. 


Engineers can now specify and get any required level of intensity. Or different 
intensities for different sections of an installation may be recommended to permit 
optimum usage of store or office areas. Alternating light, rows of lighting, or 
banks of lighting are possible because of flexibility o 


f switching and a specially 
designed wiring system. 


of installation are truly amazing! Smithcraft Area Illumination 
far less time than any combination of ceiling an 
Al : > 
lo 


1 lumination 

; 
careful dimensioning is required and no special tools, 
rules. or aadaets. From the time the hanaers are in positic n the ceiling to the 


J = 
fin hed Tal.atior nly » water lieve nad sma re river are requ red, 


For those who own buildings and businesses of many kinds, Smithcraft Area 
Illumination » profitable and practical investment. Versatile 

here hiak quality illumination combined with appearance and effect that 
sells and produces. Its ease of maintenance and adaptab ty to future plans and 
developments are factors that interest any businessman. Yet, its initial cost is 
comparable to that of a suspended ceiling and troffer system. 


Linest Lluorescuitt gallus Smithenaft 


LIGHTING DIVISION 


and adaptable, 


yhect 
} 


Send now for fur- 
ther information 
on Smithcraft 
Area Illumination. 
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1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 


1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 


1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, ‘industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 


1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 


1068—Wire and Cable. Rome Cable Corporation, Rome. 
N. Y., has just published a new “Bare and Weatherproof 
Wire and Cable” catalog, No. 22. By word and picture 
the story of Rome wire and cable including specifications 
and a technical section, is brought to the reader. 


1076—Modular Lighting. A 20-page booklet containing 
interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Ill. 


1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering informa 
tion and layout help for architects and engineers. 


1086—Connectors and Couplings. Tomic Sales and En- 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con 
nectors. 


1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 


1090-Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor Pl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 


1094—Photoelectric Controls for Street Lighting. A 
four-page catalog sheet. Bulletin 63300B, gives full infor- 
mation on photo-electric controls available from Fisher- 
Pierce Co., Inc., 59 Pearl St., So. Braintree, Miss. 


1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 


1124—Crouse-Hinds Condulets. A newly compiled 
“Abridged Listing” features over 85% of the complete 
line of C-H Condulets, plugs, receptacles, industrial light- 
ing fixtures, controls, panelboards, and signalling devices 
in a 168-page catalog. Quick reference is provided by a 
detailed contents page and an alphabetical index. The book 
is designated as Catalog 3100 and is available from 
Crouse-Hinds Co., Syracuse, N. Y. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


Name 
Company 
Address 


City & State 





June, 1952 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





1030 1032 1054 
1068 1076 1086 
1090 1092 1110 
1128 1130 1136 
1144 1146 1154 
1166 1172 1180 
1184 1186 1190 
1194 1196 
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- MAXIMUM PROTECTION AND LONG LIFE - 


CRESCENT 


IMPERIAL NEOPRENE 


TYPE W-600 VOLT CABLE 
For use with heavy duty, portable equipment 


TYPE SH-D 5000 VOLT TRAILING CABLE 
For supplying power to electric shovels, dredges, etc. 


a CRESCENT 
>) WIRE and CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, NEW JERSEY 
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1128—Display Lighting. “The New Idea In Display 
Lighting”, a colorful, well-illustrated 12 page catalog has 
been recently issued by the Amplex Corporation to describe 
their new Swivelite Accent Lighting Fixtures. The com- 
plete line includes canopy hood units, cluster assemblies, 
portable bases, screw-in hood units and hi-hats. Catalog 
may be obtained from Amplex Corporation, 111 Water 
Street, Brooklyn 1, N. Y. 


1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 


1134—Portable Cables For Low Voltage. A well illus- 
trated 24-page catalog. Describes and illustrates the wide 
variety of single and multi-conductor cables for this volt- 
age. Complete splicing instructions included. Copies may 
be obtained from Simplex Wire & Cable Co., 79 Sidney 
Street, Cambridge 39, Mass. 


1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp. Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 


1140—Pole Line Hardware. Catalog No. 50 has just been 
announced by Hubbard and Co. Hundreds of new products 
in the pole line hardware and accessories line are included 
in this new edition which is bound in burgundy fabricoid, 
embossed, and printed in two colors throughout. 


1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent equipment 
suitable for residential, commercial, industrial and other 
applications. 


1146—Ceil Heat Electric Radiant Heating Cables. New 
illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Ceil Heat Division of Homes, Inc., 5212 Homberg Dr., 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. 


1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light & Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 


1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE 
industrial and residential wall and ceiling fans. Write to 
Perfect-Line Manufacturing Corp., Old Country Road and 
Railroad Avenue, Hicksville, L. I., N. Y. for a copy. 

1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial. industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafayette, Ohio. 
Several new sections have been added and all maior light- 
ing units have revised illustrations, cutaway views, di- 
mentional drawings, plus typical installation diagrams and 
photos. 

1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from Gedney 
Electric Co., RKO Bldg., Radio City, New York 20, N. Y. 

1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westinghouse Elec- 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 
is designated as Bulletin No. B-4272A. 

1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec- 
tric Co., Construction Materials Dept., Bridgeport 2, Conn. 
Advantages and explanation of the system are followed by 
illustrated installation procedure. System components, cir- 
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cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 


1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 

1182—Switch and Bus Insulators. A new bulletin giving 
specifications engineering data, contours, dimensions, etc. 
on its full line of Switch and Bus Insulators has been re- 
cently published by Victor Insulators, Inc. of Victor, N. Y. 
Write for Bulletin No. 5 or use reply coupon below. 


1184—Underground Cables. Complete 16-page catalog. 
Describes construction and illustrates uses for Simplex- 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
ney Street, Cambridge 39, Mass. 


1186—Industrial and Domestic Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, is 
currently offering an Industrial and a Domestic Catalog. 
The Industrial Catalog (EC-62R) gives complete descrip- 
tions, specifications and illustrations of Electromode Sus- 
pension-Type, Combination Portable and Suspension, and 
Explosion-Proof Heaters, and includes data on control 
equipment, mounting and wiring diagrams, illustrations of 
typical installations. Also information on how to figure 
heat loss. The Domestic Catalog (EC-63R) is full of typical 
installations for wall-type, portable, automatic and non- 
automatic Electromode Heaters, with complete specifica- 
tions and suggested uses; also includes instructions for 
installation of wall model heaters. 


1188—CSP Distribution Transformers. A 32-page, three- 
color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance, 
evidence, construction, and the products. 


1190—Electrical Fittings and Fixtures. Blackhawk In- 
dustries, Dubuque, Iowa offer a new 2-color bulletin describ- 
ing and illustrating B-I Electrical Fittings and Fixtures. 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 


1192—Wire Pulling Lubricant. Illustrated six page 
folder showing the advantages of an improved Y-Er Eas 
wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio. 


1194—Residential and Semi-Commercial Fixtures. Ac- 
cent lighting fixtures are the subject of a new catalog 
page, Form A-267, released by Amplex Corp., 111 Water 
St., Brooklyn 1, N. Y. These Amplex Swivelite Residential 
and Semi-Commercial Units come in desk and table lamps, 
downlites and wall fixtures and pin-ups for a variety of 
applications including offices, hotels, department stores, 
specialty shops, and homes. 


1196—Recessed Lighting. The relative efficiency of 
Kirlin recessed lighting is explained and illustrated in a 
new bulletin, of special interest to contractors, which is 
available from The Kirlin Co., 3435 EF. Jefferson Ave., 
Detroit 7, Mich. Concise data are listed alongside illus 
trations of various installations utilizing both incandescent 
and fluorescent. 


1198—TOOLS AND WIRING MATERIAL. A _ new 
eight page folder showing the new JIFFY SAW ATTACH 
MENTS and other hele cutting tools, as well as SNAP-IN 
BLANKS, BOX SUPPORTS, NO-KINK FISH TAPE, and 
other wiring specialties, has just been issued by CLYDE 
W. LINT CO. 


1200—Fluorescent Fixtures. Complete information on 
fluorescent lighting for offices, commercial interiors of all 
types, industrial plants, school, libraries, etc., available 
from Leader Electric Company, 3500 N. Kedzie Avenue, 
Chicago 18, Illinois. 

1202—Hazardous-Location Equipment. Bulletin 2631 
contains up-to-date information (following 1951 Code re- 
vision) on why equipment for hazardous locations is de- 
signed and built as it is, and is available from Crouse- 
Hinds Co., Wolf & 7th, No., Syracuse 1, N.Y A detailed 
treatment of Article 500 of the 1951 Code is found in 
Bulletin 2627, also available from Crouse-Hinds 
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oe Gre ROW 


Electro 


Man ufactu ring Corp. 


and 
Bright Light 


Reflector Company 


(SILV-A-KING) 


combined into 


lectro oilv-A-King 


¢ oR PP ORATEI O 


More than half a century of lighting ex- 
perience and the facilities of two well-known 
organizations have now been combined into 
one of the industry's most important and com 
prehensive sources for all lighting equipment 
Through this consolidation, ELECTRO sILv-a 
KING INC. is now ina position to insure more 
efficient, more rapid and more economical 
service from two main points of production 
and distribution. 


Regardless of your location, an experienced 


Offices in all Principal Cities 


se 
SILV-A-KING 
es 


lighting engineer from the combined, nation- 
wide sales staff is readily available for con- 
sultation and assistance on every problem. 


From this one, dependable source, you can 
now select lighting equipment for all com- 
mercial and industrial installations—indoors 
and outdoors. The extensive ELECTRO SILV-A- 
KING line of incandescent and fluorescent fix- 
tures is manufactured to meet the industry's 
most rigid requirements “guaranteed to 
assure complete satisfaction in every detail. 


Electro Silv-A-King corroration 


FACTORIES: 2000 WEST FULTON STREET + CHICAGO 12, ILLINOIS 
FAIRFIELD AND STATE « BRIDGEPORT 5, CONN. 
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worets ULTENDADEL 


TAKE STOCK OF OUR 
RESIDENCE PANELS, 
FOR INSTANCE... 


No General Residence Panel 
leaves our factory unless it is 
perfect — unless it meets the 
most rigid specifications of 
quality, safety and trouble-free 
performance. It is made to 

fill the greatest needs — to suit 
the most critical eye. Small 
wonder that a General Panel 
is preferred by all. This makes a 
jobber’s life a simple matter — 


and everybody’s happy! 


Reasons why you can:rely on neral panels 


e All copper parts are highest electrolytic grade 


e High dielectric insulating materials used 
rr , , 3 ee throughout 
the switch is to General 4 
e Super-strong construction 
¢ Narrow construction — fits between all studs 


¢ More than ample wiring room 
ye ra : e Plentiful and varied knockouts 
¢ All interiors jig-assembled for accurate 
° li t 
Switch Corp. egg 


e Flush spring latch to open or close doors firmly 


49 ROEBLING ST. + BROOKLYN 11. N.Y ¢ Designed to blend with all decors 


SALES OFFICES IN EVERY MAJOR CITY e All panels have flush mounting ears 
WRITE FOR CAT. #5201 


TAKE STOCK OF GENERAL—IT'S MORE DEPENDABLE! 
ENCLOSED SAFETY SWITCHES e SERVICE ENTRANCE-EQUIPMENT e BRANCH CIRCUIT PANELS 
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CIRCLINE 
ENSEMBLE 


LIGHT | 


PROGRESS | 


ONE LIGHT 22 WATT 
No. 122 Series 


A MATCHED SET OF 


ONE LIGHT 32 WATT TWO LIGHT PROFIT BUILDERS 


: ONE 22W and ONE 32W 
No. 444 Series No. 2812 Series “One Sale Leads to Another” 


NOW... FOR THE 
FIRST TIME... 


CIRCLINE 
COMPANION PIECES 


Designed to work together through- 
out the Home... all available in 
Regular or Instant Start (No. 28121S 
now Instant Start on both lamps) . . 
Baked White Enamel or Polished 
Chromium finish. 





PROGRESS MANUFACTURING CO., INC. 
Ano masten svacts Leaders in Lighting for Half a Century eneeyitnwia 


— 


sigh a Sie ant! % 
WRITE FOR BULLETIN No. CI-52 Seo tee 


= 





















































-~ 


ALL-STEEL EQUIPMENT In¢.—s00 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED*" 
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SHOPPING FOR GREATER LIGHTING EFFICIENCY? 


; 


sone ntti 


SUNBEAM'S new | 


decorative, open-type commercial, the 1260 series, is yo 


ir best buy in « 
lighting today. Here, at last, is a unit which ¢ bines modern appearance for commercial interior 
with the high level of direct illumination strip” lights. It is especially designed for stores 
markets and other merchandising areas. What is more, these are the fixtures to specify for instal 


lations where minimum maintenance is prerequisite. Because of the wide lamp spacing and 
shallow cross-section (only 4” deep) the 1260 series will do a better lighting job in low ceiling 


areas. Adequate knockouts are provided for various mounting methods, ceiling or pendant 


Available for two and four lamp 40W fluorescent and 48”, 72” and 96” slimline (200 or 430 MA 


' ’ 
SI \BEAM LIGHTING COMPANY + 777 EAST 


14TH PLACE + LOS ANGELES 21, 
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General Electric's Type IRS single-phase induction voltage regulators 
(shown above) and the three-phase Type IRT's provide the finest reg- 
ulation obtainable for heavily loaded, urban feeders. 


Highly accurate controls that decrease 
voltage spread—permit your feeders 
to carry more load ... at no extra cost 


Today, with power demands on your feeders rising, the in- 
creased accuracy of these G-E voltage regulators becomes a 
significant system design tool. 

The controls on these regulators meet rigid ASA Standards 
for Class I accuracy. They have an over-a// error of not more 
than + 1°(—99 accuracy—regardless of operating changes 
in temperature, frequency or load. 

As a result, when you use these G-E regulators, you can 
tolerate more drop in your regulated feeders without at any 
time exceeding established voltage limits. Your existing 
feeders can carry heavier loads for greater distance. And 
your new construction can be designed with this increased 
load-carrying capacity in mind. 

For further information on what Class I accuracy can mean 
to you, write for GEA-5690. General Electric Company, 
Schenectady 5, New York. 404-87 


Class | Accuracy 
ontrols 
now standard 
on these 
G-E Regulators 


General Electric's Type MLT32 step voltage regulators are 
ideally suited for three-phase circuits that require close, ac 


curate voltage regulation 


General Electric's Type ML32 single-phase step voltage reg 
ulators permit you to set new standards of regulation on your 
branch and rural circuits. 


GENERAL ($6) ELECTRIC 
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Control panel specialty 


gives something to display 


@ THE ELECTRICAL CONTRACTOR is 
sometimes handicapped in his sales 
promotion activities by virtue of 
the fact that his work is covered 
up, for the most part, and he is not 
able to exhibit jobs well done to 
his prospects. 

D. L. Tonahill and W. A. Ogle- 
tree, partners in the operation of 
the Arrow Electric Company, of 
Waco, Texas, have overcome this 
-handicap to a large extent by con- 
centrating particular effort on con- 
trol panels for industrial installa- 
tions. Their emphasis on this 
phase of electrical work has led to 
a certain degree of specialization 
in complex control panels. 

“One of the worst drawbacks to 
‘merchandising’ where electrical 
contracting is concerned is the fact 
that there is so little to display to 
future prospects,” Mr. Ogletree 
said. “By that I mean that unless 
the prospective customer is thor- 
oughly familiar with electrical in- 
stallations, it does little good to 
take him out to an installation 
done for someone else, in order to 
show him the quality of your work. 

“A well designed panel, however, 
which incorporates neatly arranged 
controls for all integral units, 
readily understandable safety pro- 


visions, and definite eye appeal, is 
a different story. The 
owner, for example, who knows 
little of electrical practices can 
nevertheless appreciate the neat- 
ness and efficient appearance of the 
control panel, and he is usually in- 
clined to measure the efficacy of the 
installer by just such a yardstick. 
In short, a good control panel in- 
stallation is the electrical contrac- 
tor’s ‘display window’ bearing on 
a good job, and it can serve as the 
practical stepping stone to the next 
such installation.” 

Arrow Electric thus has concen- 
trated on commercial and industrial 
installations for the past five years; 


factory 


in each case carefully working out 
the control center for power, light- 


ing, or other installations for maxi- 
mum “demonstration eye appeal.” 

During this period, the major 
outlet for such effort has been in 
the installing of large air condi- 
tioning systems, running up to 150 
tons, along with power equipment, 
lighting, ete. In the field of air- 
conditioning, power control panels 
have been designed which incorpo- 
rate all valves for freon refriger- 
ant, all water lines, coolant lines, 
as well as electrical switches, cir- 
cuit breakers, and similar controls 
at a single point. 

Some of these have become so 
elaborate that they are serving as 
models for later installations, com- 
plete specifications for the control 
centers having been retained by 


These are representative control panels 
wired by the Arrow Electric Co., of 
Waco, for large air conditioning in- 
stallations. The partners operating 
this electrical contracting business feel 
that extra effort in designing control 
panels is well worth while because of 
their value in selling prospects on the 
firm’s ability to handle this type of 
work. 
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large-scale air conditioning con- 


tractors for the purpose. Two 
major Waco plumbing and heating 
contractors, for exampie, who spe- 
cialize in air conditioning work, 
have made it an automatic rule to 
call Arrow Electric Company in for 
the control panel work, even though 
the job otherwise requires little 
electrical work. 

30th Mr. Tonahill and Mr. Ogle- 
tree built up their flair for control 
work in a decade or more as elec- 
tricilans for other contracting or- 
ganizations. When the 
set up their own organization back 


partners 


in 1947, both determined immedi- 
ately that the best field for a new 
electrical contracting firm lay in 
going after complex, unusual in- 
stallations, and use of the control 
panel not only as better efficiency, 
but also as sort of a lasting “trade- 
mark” of an Arrow Electric Com- 
pany installation. From this initial 
theory has evolved a practical, suc- 
cessful merchandising program. 
Under the plan, Arrow Electric 
Company works out the usual pro- 
sketches which are 
submitted to the customer prior to 


spectus and 


acceptance before going ahead with 
the installation Much 
time and effort goes into the con- 


separate 


trol work, and the sketch which is 
shown to the purchaser is always a 
very carefully 
When the job is installed, 


prepared piece of 
work. 
extra copies of the drawings are 


retained, and the installation is 


ELECTRICAL SOUTH for JUNE, 1952 


This ingenious device was developed by Arrow Electric to permit four coils 
of wire to be unreeled at one time as circuits are being pulled into conduit. 


photographed in detail. Then, when 
going after a prospective contract 
in the future, both drawings and 
photographs are used to impress 
the customer with the neatness and 
efficiency of the job. 

“Where possible, of course, we 
prefer to take the prospect out to 
visit the scene of a recent installa 
tion,” Mi 


many are conveniently located not 


Ogletree added. “Since 
far from our offices, this isn't 

prohibitive waste of time or effort.’ 
installation 


Typical of control 


Which have dovetailed into this 
type of merchandising operation is 
the 18-foot control panel in a sub 


basement of the Columbus Avenue 


Waco, 


Southwest’ 


Baptist Church, in which 
contains one of the 
most unusual “accumulator type” 
air conditioning systems 

The 100-ton system, with two 50 
ton capacity Worthington compres 
sors, builds up tons of ice in an in 
sulated tank in the basement, whic 
stores up sufficient cold to air con 
dition a huge church and associated 
classrooms on Sundays 

In wiring the big equipment in 
stallation, Arrow Electric Company 
consolidated all controls on the 18 
ioot east wall of the sub-basement, 
incorporating the controls for the 
dampering motors, magnetic valves 
refrigeration 


relays, water line, 


lines, heating controls, solenoid 


valves, disconnect switches, ete 
neatly at the single point 

Many features not before includ 
doin such a control panel were 
installed, including circuit breakers 
for all major systems, and com 
plete installation was given the 
benefit of explanatory signs whict 


the purpose of 


make cleat 
unit. The church executives, in 
dentally, were extremely proud of 
this installation, and the entire cor 
gregation, as well as many dire 

churche Ss, 


tors of othe 


“toured” the equipment stallat 
in full. Finished in grey and black 
with color touches, the big cont: 

panel has proven ideal for demon 
stration to other prospects, Arrow 
Electric has found 


Please turn to page &4 





D. O. Welch, owner of Welch Electric Co., Pine 


Bluff. 


Ark., uses radio spot announcements to 


promote free wiring check-ups during slack sea- 
sons. Jobs develop from nearly every check-up. 


by S. W. Ellis 


Free check-up service 


produces extra volume 


@ WHENEVER THERE is a temporary 
slump in the contracting business 
for the Welch Electric Co., Pine 
Bluff, Ark., the owner, D. O. Welch, 
and a journeyman electrician offer 
to check the wiring of commercial 
and residential buildings without 
charge. 

“A check nearly always turns up 
a job,” Mr. Welch said. 

The free checking service is pro- 
moted with radio spot 
ments, four each day. No regular 
contract is made with the radio 
station for these announcements. 
When they are needed to boost busi- 
ness, the radio announcements can 
always be worked into the station’s 
daily schedule. The announcements 
are spaced to catch both commer- 
cial and residential listeners. 

Remodeling and repairs for both 
customer categories pay off for this 
contractor. The secret of assured 
profits, especially when the wiring 
of an old building is to be re- 
modeled, is a quotation that is high 
enough, Welch indicated. 


anounce- 


50 


“As a measure of self-protec- 
tion,” Welch said, “the contractor 
should not let his conscience prick 
him when making a quotation on 
a modernization job. If he doesn’t 
make the quotation big enough, 
he’ll come out on the losing end so 
often that he’ll find himself among 
those contractors who declare, in 
disgust, that remodeling and repair 
work don’t pay off.” 

A customer wanting moderniza- 
tion of old wiring is willing to 
pay the price. Old wiring, said 
Welch, does not always mean that 
the wiring is old in a matter of 
years. Many of the residences built 
during and just after World War 
II are in need of a remodeling job 
on the wiring. Some of Welch’s 
most profitable work is being done 
in large housing developments, con- 
structed less than ten years ago. 

Much of this wiring is good, but 
not good enough for the increasing 
demands of modern living. Few 
houses, commercial or residential, 
have enough wall openings if the 


structure is more than five vears 
old. 

Welch makes frequent drives 
aimed at installing additional wall 
openings at $6 each. Sometimes 
the job calls for a new or additional 
panel and other extra work which 
provides the real profit. 

The radio spot anouncements are 
the only advertising medium used 
They are the most flexible medium 
for his use, Welch believes, and the 
Proof of the effi- 
announcements is 
the immediate volume that comes 
from their use. 


least expensive 
ciency of spot 


Welch never makes even a minor 
repair without offering to check the 
rest of the building. “There'll be 
no charge for checking.” Those 
words are too enticing for the cus- 
tomer to reject. If the building 
is more than five years old, the 
electrical engineer usually finds 
something that needs improve- 
ments or repairs. The customer is 
told how urgent is the need, and 
a price is quoted. 

If the defects that need attention 
are found in a residence, the house- 
wife often asks the electrician to 
return at a future date to do the 
work. Welch does not object to this. 
He likes to have a few jobs ac- 
cumulate for a slack season. When 

(Please turn to page 59) 
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we keep 


our personal freedom? 


Better public understanding 


of a few economic facts 


is our only real defense 


against socialistic trends 


@ ADDRESSING 175 members and 
guests of the Electrical Association 
of New Orleans, Edwin Vennard, a 
native Orleanian, and now vice- 
president of the Middle West Ser- 
vice Co., spoke out on the need for 
businessmen and their employees to 
obtain a better understanding of 
the simple economic facts that un- 
derlie our economy. 

“There is a relationship,” Mr. 
Vennard said, “between knowledge 
of economic attitude 
towards reliance upon the govern- 
ment for personal security.” 

This conclusion, he said, is drawn 
from a great amount of research 
into public attitudes. That re- 
search, which was the foundation 
of all present-day public opinion 
programs, disclosed that under- 
standing of economic facts tends 
to be associated with belief in, and 
support of, the principles of indi- 
vidual ownership of property and 
the moral values of individualism. 

Ignorance of economic facts 
tends to be associated with a will- 
ingness to believe in and support 
the doctrine of reliance upon gov- 
ernment for solution of personal 
economic problems. 

Vennard brought out 


facts and 


these 
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points in connection with his main 
thesis, that there are only two 
kinds of government: the kind 
where the government runs the 
people, and the kind where the peo- 
ple run the government. 

He said that for most of man's 
recorded history people have been 
dominated by government. There 
have only been a very few times, he 
said, when people have been rela- 
tively free. The history of the 
American Republic, he states, is the 
best example in all history of man’s 
ability to improve himself when 
government leaves him alone. 

He pointed out that the Russians, 
the Italians, the Germans, and r« 
cently the English, all in turn, were 
dominated by a highly centralized 
government that controlled the eco- 
nomic life of the nation. In those 
societies, he said, the common man 
lost much of his individual freedom. 

He stated that support of in- 
creasing government domination is 
based upon ignorance of simple 
economic facts. The particular eco- 
nomic facts which are most widely 
misunderstood include the fol- 
lowing: 

1. The size and rate of profits. 
People think the average business 


Edwin Vennard 


profit is about 25‘.. They think 
that 10% is a fair profit. They 
don’t know that for the last twenty 
years in America the actual profit 
of manufacturing concerns has 
been from 4¢ to 6¢ on the dollar of 
sales. Because people do not know 
this, they get angry with business 
and clamor for the government to 
take it over because they think the 
owners are making too much. 

2. The way income in a business 
is divided between employees and 
the owners. Factory employees 
think that the owners get about 75¢ 
for every 25¢ the employees get. 
The record in all manufacturing in- 
dustries in the United States for 
the last 20 years is that the em 
ployees got 80¢ for every 20¢ the 
owners got. Because people do not 
understand this fact some of them 
cry for the government to take over 
business in order to give the work- 
ing man a “more equitable di- 
vision.” 

3. The effect of machines upon 
employment. Many people do not 
know that machines now do 94% of 
all the work that is done in 
America. They don’t know that be- 
causes of machines every American 

(Please turn to page 86) 
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Contractor-labor harmony 


marks Southwestern joint conference 


@ MEETING in an atmosphere of 
tolerance, and for an eleventh an- 
nual joint convention, management 
and labor in the electrical construc- 
tion industry in the Southwest 
mingled again at work and play, 
this time in Corpus Christi, Texas, 
with headquarters at the Robert 
Driscoll hotel, early in May. 
Management was represented by 
members of the National Electrical 
Contractors District 
Five, and labor by as many or more 


Association, 


members of the International 
Brotherhood of Electrical Workers, 
District Seven. 
in excess of 500, but actual atten- 


Registration was 


dance at 
1,000. 


some functions nearer 
It was perhaps the last time 
i} these two groups would hold a mo- 
nopoly on this type of management- 
labor meeting, for the convention 
was advised that a similar joint 
conference has been scheduled for 
Denver, Colo. Until that event has 
transpired, the Southwest has had 
the distinction of being the only 
common-ground meeting point in 
the United States for management 
and labor in the electrical field. 
Tolerance, and the superior ad- 
vantage of this singular joint meet- 
ing, was the practical keynote on 
this occasion, with most speakers 
calling attention to the harmony 
that has prevailed over the years 
It is a meeting that neither Don B. 


Clayton, president of NECA, nor 


Dan W. Tracy, president of IBEW, 


would miss except by interference 


of extreme emergency 
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This time key speakers for both 
NECA and IBEW seemed to take 
deliberate pains to point out gross 
shortcomings within their own 
ranks. Yet they did not neglect to 
direct attention to delinquencies on 
the other side of the job—some- 
times frankly and politely, some- 
times frankly and bluntly. 
theless, there was a visible conflu- 


Never- 


ence of the principal streams of 
thought. 


Warned against overpricing 


Walter Schonorbus, Houston con- 
tractor and vice-president of Dis- 
trict Five, NECA, warned the con- 
vention at the outset against pricing 
the industry out of the market 
in the manner 
builders have 


some automobile 
done. He observed 
that it was essential to keep the 
cost of electrical work within the 
bounds of reason, but concluded 
that hourly wage rates seem to be 
in line. 

“Tam not blaming labor entirely 
for low production in our indus- 
try,” he continued, “and I don’t 
want anyone here to feel that I do. 
No contractor should expect his 
men to go out and knock themselves 
out on the job, but I -do feel that 
we should have a full day’s work 
for a day’s pay 

“Some contractors overload jobs, 
they don’t have the necessary mate- 
rial or the proper tools, or they 
don’t have good supervision. Along 
with this problem of management, 
we find that some employees are 
past masters at the art of loafing 


by Baron Creager 


Southwestern Editor 


and that adds up to a costly item 
at the end of the year. Our chapter 
managers should return home, and 
where they find excessive lost time 
on any job, they should work with 
labor to determine who is at fault.” 

Later in the program, President 
Clayton of NECA expressed deep 
concern over the inadequate supply 
of copper. He reported 3,000 mem- 
bers now in an association which 
has risen to command high regard; 
said there were 100 chapters, each 
with their two or three problems; 
and that NECA needs more than 
its 34 staff members in Wash- 
ington. 

He complimented District Five 
with its 470 members as being the 
only thoroughly functioning dis- 
trict, and on having the largest 
percentage of available contractors 
as members. He said rather tartly 
that at the last national convention, 
members had voted for a member- 
‘and when the time 


ship campaign 
came they said it wouldn’t work. 
But there are a total of 10,000 con- 
tractors available for membership, 
and if we are to add 1,000 by fall, 
we will have to take in about 1,400 
because of the rate at which we lose 
members. But we must in some 
manner increase the membership 
in those where we are 
weakest.” 


areas 


Dealing with the copper situa- 
tion, Clayton said he had been giv- 
ing a lot of thought to the supply 
situation. In a voice tinged with 
disgust, he added: 

“IT have read everything I could 
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NECA factors attending 
convention included, left 
to right, E. R. (Al) Cor- 
nish, research and educa- 
tion director; Don B. Clay- 
ton, president; Ray P. 
Hayes, local chapter man- 
ager; H. L. Seott, Corpus 
Christi contractor; George 
Seaman, Southwestern field 
director; and W. B. 
Schnorbus, district vice- 
president. 


find to read on copper and have 
studied the situation with consider- 
able care, but it is the most confus- 
ing thing I ever tried to get any- 
thing definite on. 

“Aluminum has only 84 per cent 
of the carrying capacity of copper, 
but it is also lighter. Without con- 
ductors, we cease to exist as an in- 
dustry. It seems that the sensible 
approach is for manufacturers to 
start making conductors in which 
aluminum can be used, and for con- 
tractors to begin teaching tech- 
niques in the use of aluminum. 

“Another matter of grave con- 
cern is the practice of some prime 
tipping electrical 
contractors to front for them. And 
too many electrical contractors let 
the customer supply most of the 
material. These are some of our 
problems, and another is that we 
are going to have to keep prices 


contractors in 


down as low as is economically pos- 
sible and make a profit. 
“Eventually we will come to reai- 
ize, I suppose, that about half of 
our members travel in one manner 


or another and some travel con- 
tinuously. The sensible thing to do 
in these cases is for local contrac- 
tors to invite the traveler to become 
a member and pay his dues.” 
Clayton expressed extreme gra- 
tification with the accomplishments 
of the chapter managers’ institute. 
From the IBEW viewpoint, W. L. 
(Louie) Ingram, 
vice-president 


International 
from Fort Worth, 
President Tracy for 
speaking honors, at least in the 
matter of forcefulness. For Ingram 


crowded 


always takes off his gloves, and on 
this occasion he bared political 
thinking within the IBEW with 


in making the Southwestern joint 
meeting a success. 

“In the beginning people said 
these meetings were impossible and 
wouldn't 
one another,” he rumbled, “but we 


work, that we'd destroy 


don’t just get together here, we get 
together lots of places. 

“We have 
progress in the last year in a joint 
manner. In the five states of the 
Seventh district, we have less than 


made considerable 


six locals not in contractual agree- 
ment in chapter form with electri- 
cal contractors. I nothing 
happens to cause any local to feel 
that it’s necessary to cancel the 
chapter form of agreement and go 
back to the individual form. 


hope 


“T see some traces of it in some 
localities, but hope it won’t happen 
and that harmony continues until 
we meet next year—if the Republi- 
cans don't have us by then. I know 








we won't meet next year if Mi 
Taft can help it. 

“The chapter managers are most 
co-operative. I won't say they are 
easy to work with, but they are 
fairly co-operative. And I'll admit 
that in the last ten years we've 
taken in a very few that have not 
been too well qualified, but that 
goes for the contractors, too. 

“Now, we have an epidemic of 
jurisdictional disputes in this coun 
try, and regardless of Mr. Taft and 
Mr. Hartley, it’s getting 
Only 27 of our brothers in the AFL 
would like to pinch off a little of 
our jurisdiction, but as far as we're 


worse 


concerned, we want electrical work 
for electrical workers, and we don't 
care how many bills they pass. 
“And we recommend that you 
contractors ask for all of the elec- 
trical work or none of it, and that’s 
don’t 


our policy. We recognize 





Engraved plaques were presented to three former district vice-presidents of 


NECA following banquet. Standing, left to right, are Eugene Ashe, of Fort 

Worth, first district vice-president; Les Allen, of Tulsa; George Seaman, who 

made presentation, and Jim McClure, of Dallas. Unusual gift clocks were 

presented to Ashe and McClure. Allen had previously been presented with 
a motion picture camera. 


antagonistic comment concerning 
Hartley and Taft, and more espe- 
cially the latter. But he indicated 
considerable pride in having a part 
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picket lines established on account 
of jurisdictional disputes.” 

IBEW President Tracy, usually 
an utterly solemn speaker, this time 
richly flavored his remarks with 
humor. The convention was con- 
vulsed with laughter when Tracy 
related an incident of his youth as 
a journeyman in Houston, Texas, 
“in the days when I knew every- 
thing.” And there were audible 
ripples as he told of a well-to-do 
contractor who still maintains an 
IBEW card, who asked for his 
monthly IBEW pension check ‘‘be- 
cause I paid for it” 
ting it. 

“We all should be proud of being 
a part of this great, developing in- 
dustry,” Tracy began. “This is the 
only place up to date in the United 
States that such a forum exists. 
And the two who did most to bring 
it about are George Seaman 
(Southwestern field director, 
NECA) and Louie Ingram.” 

Then, mentioning his subject, 
“Common Problems and Common 
Sense,” he said: 

“The jurisdictional problem is 
not altogether an IBEW problem 
it’s the employer’s problem as well. 
- No international agreements have 
) been signed by IBEW with general 
+ contractors in the last four years, 
and during that time 41 have been 
‘canceled. We want the electrical 
contractor of this nation to do all 
the electrical work, and if he’ll con- 
tract for it, we'll supply the men. 
The biggest menace both of us have 
lies in the efforts of certain govern- 
ment agencies to destroy the spe- 
cialty contractor. 


and is get- 


Non-members benefit 

“I know of one contractor whose 
name only is being used on a job. 
And although there is complete 
co-operation between our official 
families, NECA doesn’t have the 
policing powers IBEW has. How- 
ever, those contractors not in 
NECA are benefiting just as much 
from what NECA is doing in the 
United States. And if the contrac- 
tors want to get any place, they’re 
going to have to organize better 
than they are today. How you're 
going to do it is your problem. 
We’ve got our own organization 
problems. I was asked to talk, and 
[’'m using my judgment.” 

Tracy commented that the five- 
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man forum preceding his address 
was the best he had ever heard, re- 
ported that only 5 per cent of co- 
operatives “are in contractual 
relations with us or any other 
labor union” and said he visited 
Corpus Christi (during the annual 
Buccaneer Days celebration) ‘not 
expecting to see linemen wearing 
ear rings and contractors doing the 
jitter bug.” 


Leadership need asserted 

Among the first day’s speakers 
was John T. Kimball, vice-presi- 
dent of the Central Arizona Light 
and Power Company, Phoenix, with 
the subject, “Where Do We Go 
From Here, Boys?” He asserted 
that never since this country came 
into existence has there been such 
a dearth of leadership, and in so- 
lemnity he recited the words of 
“My Country ‘Tis of Thee.” 

“We have to get together,” he ad- 
vised, “and tackle these problems 
of big government and little people, 
or we'll be back in Europe again 
Today, we are on the brink of 
something or other, and unless we 
find some way to get this govern 
ment back into the hands of the 
people, there will be no 
States as we know it. 


United 


“Ours is the only economic sys- 
tem that has ever been based on 
Christianity. It is a system of tal- 
ents.” 


Wilfred D. Howell, assistant sec- 
retary-treasurer of the National 
Electrical Benefit Fund, Washing- 
ton, supplied an array of statistics 
on “Pensions for Electrical Work- 
ers.” He reported that to meet the 
emerging pension liability for 
IBEW, the union had increased as- 
sessments from 60 cents per month 
to $1.60 per month—an increase of 
140 per cent—and his report left 
the implication that payroll assess- 
ments by contractors should be 
lifted from its 1 per cent level. 
Howell continued: 


Pension problems 

“Ten thousand electrical con- 
tractors are today employing 
around 125,000 electrical workers 
There are now over 4,400 aged 
members of the brotherhood re- 
tired on pensions. The IBEW ac- 
tuaries estimate that within ten 
years the number of members who 
will have passed the retirement age 


and be eligible for retirement will 
exceed 16,000. To meet the liability 
of $50 a month ($600 a year) for 
16,000 pensioners will require 
$9,600,000 a year. The pension lia- 
bility for the ten years between 
now and 1962 is over $75,000,000 
in fact, to place the pension plan on 
a strictly sound actuarial 
over the next ten years calls for 
over $125,000,000.” 

Howell foresaw an uneven keel 


basis 


for prosperity, and a consequent 
possible shrinkage in contractors’ 
1 per cent assessment proceeds. 
“From now on,” he said, “we will 
have to draw on our accumulated 
reserves, so long as the reserves 
last, to make up our allocations to 
the board of trustees to match 


IBEW 


quarter.” 


members’ payments each 


Engineer's viewpoint 

Henry P. Mathieu, president of 
the Texas Society of Professional 
Engineers, of Lubbock, who_ had 
the topic, “The Value of Good Re- 
lations Between Management, La- 
bor, and Engineering,” said that 
experience gained in the ranks of 
labor was a wonderful asset to 
management or to an engineer. He 
recalled when he carried tools and 
materials from one job to another 
in a wheelbarrow and soon learned 
there was more labor than manage- 
ment, and no profit. 

“But there is more to it than just 
profit,” he cautioned. “We all get 
satisfaction from a job well done, 
we are all working to the same end, 
our interests are not divergent. It 
is amazing that we should have any 
difficulty whatever in working 
toward the same end. Good rela- 
tions are built on a mutual respect 
for the rights of the other. 

“The union card and the NECA 
sign are widely recognized now, but 
the engineer’s seal is not so readily 
recognized. I am suggesting that 
we agree that the common goal is 
of sufficient importance that we all 
work together to reach it and that 
we divide the work among us.” 

yeorge Strauss, past president 
of the Corpus Christi Insurance 
Exchange, discussed “Complete In- 
surance Coverage—It’s Importance 
to the Contractor and Employees.” 
He said that some contractors still 
think a bond is an insurance policy 
and emphasized the necessity for 
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prompt handling of 
compensation cases. 

“Public liability is one of the 
most important phases of insurance 
for the contractor,” the speaker 
declared, adding that “if you in- 
clude 5 or 6 per cent for insurance 
in your bid on a job, you won't 
have so much trouble paying for 
your insurance at the end of the 
year. 

Seaman, Southwestern field di- 
rector for NECA, read a “Report 
on Legislative Matters” from na- 
tional headquarters. In addition to 
dealing with legislative and admin- 
istrative matters, the report laid 
emphasis on a formula which pre- 
scribes that a contractor must sell 


workmen s 


Camera catches IBEW leaders in relaxed moment. 


east Texas chapter, NECA, Dallas; 
Frank Graham, business manager, 
local union No. 59, Dallas; Jack 
Burton, contractor, Fort Worth; 
and “Buck” Baker, specialist, 
Texas Joint Commission on Ap- 
prenticeship. Short excerpts from 
the remarks of panel members fol- 
low: 
MARTIN : 
prenticeship) program is good, you 
will find a strong joint committee, 
as the committee is really the heart 
of the program. The 
must consist of good, qualified men, 


“Wherever the ap- 


committee 


and the boys who participate in the 
program must be not just job 
hunters.” 


GRAHAM: “Apprenticeship is the 


Dan W. Tracy, interna- 


tional president, left, and W. L. Ingram, international vice-president. 


his service, and “selling enyineer- 
ing as well as installation is abso- 
lutely vital to creative selling.” 

E. R. (Al) Cornish, director of 
research and education for NECA, 
reported good progress in courses 
in accounting and estimating in his 
with the 


dealing entire 


NECA program. 


report 


Apprentice training 
Featuring one of the three busi- 


Less sessions was a four-member 
panel discussion on apprenticeship 
and training, presided over by 
Cleve Culpepper, as chairman. He 
represents the Bureau of Appren- 
ticeship of the U. S. Department of 
Labor. Four members Law- 


North- 


were 


rence E. Martin, manager. 
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life blood of our craft and our in- 
dustry, but 
sent them and think they 


some journeymen re- 
‘take oun 
jobs.” But journeymen should real 
ize we are in an expanding indus- 
try. They needn't be afraid we are 
training too many, for trained elec 
tricians are always scarce.” 
BuRTON : “With the return of the 
GI from World War II we 
bounteous supply of young men to 
pick this 
that is not true today. The supply 


had a 


from for training, but 
is slim and the pay can’t compete, 


for a beginner, with the pay fo 
In my opinion the 
pay for apprentices is set too low.” 

BAKER: “We need something (in 
the form of 


that 


common labor. 


text books) in basic 


terms an apprentice can un- 


derstand. The course has been set 
up with the realization that a stu- 
dent retains about 20 per cent of 
what he hears. If we can teach the 
apprentice how to learn in the first 
four years we've done him a favor.” 


Meetings co-ordinated 


Two days before the convention 
opened chapter managers gathered 
for their usual conference. On 
April 30, registration opened and 
there was a meeting of the Fifth 
District Council and Technical Ad- 
visory committee. 
IBEW 
meetings, 


During the con- 
held two 
and the Southwestern 
Line Contractors board of directors 


vention progress 


met after the convention closed. 

Throughout the three days, the 
Terrace Room of the Driscoll, site 
of business sessions and the annual 
banquet, was circled with booths of 
exhibits by manufacturers 

There was an abundance of en- 
The traditional “Bull 
refreshments for all 


tertainment. 
Room,” with 
delegates, was open in afternoons; 


there was a luncheon and _ style 


show for ladies and, in addition to 
and dance, 
Corpus Christi spread a “South of 
the Border Party.” 


Although Vice-President Schnor- 


the annual banquet 


bus called each business session to 
order, he then turned the meeting 
over to one of three chairmen pre 
viously appointed for each day. 
These were Ellis M 
Fagan Electric Co., 
Ark.; Walter J. 
Barnes Electric Co., 
La., and A. E 
tional Representative, 
Seven, IBEW. 

The 
nual 


Fagan, of the 
Little Rock, 
Walter J. 
Orleans, 


sarnes, 
New 
Edwards, Interna- 
District 


committee in charge of an- 


meeting arrangements con- 


sisted of Schnorbus, Fagan and 
W. W. Arbogast, Phoenix, Ariz.; 
Harold J. Hill, Wichita, Kan.; 
W. K. Jennings, Jr., Austin, Texas; 
John M. Nunez, New Orleans; 
Pipher, Oklahoma City; and John 
N. Yearout, Albuquerque, N. M 


However, it was widely conceded 


Glen 


the most of the arranging was done 
locally. The local 
headed by H. L. Corpus 
Christi contractor, but Scott 
frankly that all the work was done 
by Ray P. (Buddy) 
ager of the Texas Gulf Coast chap- 
ter of NECA, Corpus Christi. 


committee 


Scott, 


was 
said 


Hayes, man- 
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A large ready-made market 
exists for all types of kit- 
chen ventilating equi p- 


a 


ment. The comfort, utility, 
and economy resulting 
from such installations is 
such as to make long-time 
customers of the people 
you sell, Installation work 
involved makes this a good 


item for contractors 


to 


push along with attic fans. 


Kitchen fans 


small item 


@ THE USEFULNESS, comfort, and 
economy of kitchen fans makes 
them a source of year-round profits. 
But when summer arrives and the 
housewife suddenly becomes acutely 
conscious of the ordeal of working 
in a stifling, grime-filled kitchen, 
there is a large, ready-made market 
for all of the different types of 
kitchen ventilating equipment. This 
demand plus modern promotional 
techniques adds up to the definite 
possibility of a big volume of busi- 
ness. 

The kitchen fan is an item fre- 
quently overlooked by home plan- 
ners that can be recommended 
strongly by the electrical contrac- 
tor. It is a plus value that can be 
added to a wiring contract, and 
while small in 
added _ to 
chimes, valance lighting, etc., can 


itself, this item 
others such as door 


bring an electrical contract up to a 
respectable value. 

There is no substitute for know- 
ing the facts about kitchen fans 
from the housewife’s point of view! 
She knows from experience that in 
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the course of a normal year of cook- 
ing, more than 400 pounds of 
greasy and grimy condensate is 
given off. This is deposited on 
walls, drapes, and furniture. The 
many hours she has spent in trying 
to remove it with soap and water, 
detergents, brushes and 
and just 


sponges, 
plain old elbow power 
should be capitalized on in pointing 
out to her the benefits of kitchen 
ventilation. 

All of these are good 
points: 


selling 
Comfort, health, economy, 
and preservation of the house. 


Displays are essential 
Good displays let the prospect 
see for himself the way kitchen 
fans operate 
a “looker” into a quick sale with- 
out any added effort on your part. 


They can turn many 


Displays have the advantage of 
convincing the customer that no 
high-pressure salesmanship is being 
used on him. The customer actually 
with a little prelimi- 
nary help from you. 


sells himself 


Set up a display in your sales 


with large potential 


window. Make it as life-like as pos- 
sible. Install a kitchen fan and let 
it run. Manufacturers will usually 
be glad to furnish you with display 
materials such as signs, posters, 
and pictures. 

Build a display inside the store. 
When the window set-up has at- 
tracted the prospect, an inside-the- 
store display will give him a closer 
view of how a fan can do the job 
he wants done. It can also serve as 
a demonstration center around 
which you can point out the merits 
of each type of kitchen fan—win- 
Again, the 
manufacturer can help you with 


dow, wall, and ceiling. 


display materials 


Other selling aids 


Don't 
tional techniques that have proven 


neglect certain promo- 
themselves highly profitable. Use 
the leaflets obtained from manufac- 
turers. They give essential facts 
about kitchen fans that the pros- 
pect can take home with him and 
study. These are especially useful 
(Please turn to page 82) 
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Meetings with a purpose 


by Wendell O. Givens 


® HAs the electrical contractor lost 
the knack of selling? And is he 
denied a much larger volume of 
business by confining himself to the 
role of bidder? 

The Birmingham Chapter of 
NECA had an emphatic yes for 
both questions and, spurred by an 
energetic and resourceful executive 
secretary, is remedying the situa- 
tion. 

A new series of monthly meetings 
was designed to improve the sales 
and marketing ability of the mem- 
bers of the association. The meet- 
ings are separate and apart from 
the chapter’s monthly luncheons. 

The general pattern for the new 
meetings, as set up at last month’s 
opener, is to invite leading manu- 
facturers of electrical equipment to 
address the meetings, pointing out 
the new features of particular prod- 
ucts and their uses and applica- 
tions. 

An open  question-and-answer 
period follows in which all persons 
present participate. The contrac- 
tors see to it that they get full bene- 
fit by bringing along their estima- 
tors and superintendents. General 
contractors, architects, and all 
others who deal with the contrac- 
tors in any line are invited. 

After the question and answer 
period, sound movies and product 
demonstrations provide the finish- 
ing touch. 

The advantage of such a program 
to the manufacturer is obvious: a 
larger sales volume through the 
salesmanship of the contractor and 
his knowledge of the manufac- 
turer’s product. And for the con- 
tractor, a too-often-neglected seg- 
ment of his business gets attention. 
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Four men who were instrumental in developing the Birmingham NECA 

chapter’s meetings on creative selling are, left to right, Ernest W. Weir, 

executive secretary; George and Gilbert Erwin, of Erwin Electric Co., Gadsden, 
Ala.; and Carl Teal, of Knight Electric Co., chapter treasurer. 


For example, at the Birmingham 
chapter’s first such program in 
March, the theme was “Why Study 
Lighting?” The Birmingham Elec- 
tric Company’s commercial 
department provided the answer. 


sales 


Four of its top men went about it 
thusly : 

Hugh Roberts, commercial engi- 
neer, led off with 10 reasons why 
the electrical contractor needs to 
know the fundamentals of 
lighting practices. A key point was 
that 42.1 per cent of all added load 
on Birmingham Electric lines in 
1951 was from lighting applica- 
tions—thus, 42.1 per cent of all ad- 
ditional wiring capacity, switches, 


good 


etc., installed by electrical contrac- 
tors was a direct result of improved 
lighting by their customers. 

Also, pointed out Mr. Roberts, of 
all the various appliances which use 
electric energy, lighting fixtures 
are practically the only group which 
the contractor actually sells. So, 
thorough knowledge of the princi- 
ples of good lighting is necessary 
for exploiting this excellent field. 


Next up was Albert deFuniak, 


sales supervisor. He discussed the 
fundamentals of light and vision 


and followed with a sound movie 
demonstration. Mr. deFuniak 
stressed to the contractors the im- 
portance of being familiar with all 
lighting terms, and using charts 
and pictures he explained them all 

from the mechanism of the hu- 
man eye to candle power, lumens, 
foot-candles, foot-lamberts, etc. If 
a contractor wants to qualify as an 
expert, and thus sell the customer 
more and improved lighting, he 
must become familiar with all such 
terms, he emphasized. 

S. A. 
engineer, 


Johnson, lighting design 
took over and explained 
the ABC’s of good store, window, 
and display lighting. He demon- 
strated with a color sound movie, 
“Seeing is the Biggest Thing in 
Selling.” He suggested that the 
film could be used by any contractor 
for showing to major prospects on 
new Mghting and wiring. 

Luther Cale, manager of Birming- 
ham Electric’s commercial 
department, helped conduct the pro- 
gram and was ready with special 
pointers. 


sales 


The second such program was 
held this month with Moore-Hand- 
(Please turn to page 82) 
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Men for the industry 





Practical training program 


meets apprentice needs 


by Clair W. Stille 
Chapter Manager 
Central Kentucky Chapter, NECA 
Lexington, Ky. 


® QUALIFIED electrical journeymen 
have never been too plentiful in this 
area, and with the increased build- 
ing program the problem thas be- 
come more serious. Many of the 
better qualified men were attracted 
to construction projects away from 
the area that gave promise of high 
pay and 
ment. 


longer one-job employ- 


Young men from the outlying 
section, attracted by the rate of 
pay, became the apprenticeship 
group to balance the manpower pool 
for the industry in a time of fast 
moving changes and large increases 
in construction in the area. 

The Joint Conference Committee 
(three men from the union and 
three men from the contractors as- 
sociation) felt this was a good time 
to re-appraise the apprenticeship 
program to bring it up to date to 
meet the requirements for a long 
range program, and still meet the 
immediate problem needs at the lo- 
cal level. 


Training program 

The Joint Conference Committee 
outlined a broad program as a basis 
for apprenticeship training with 
these features: 

1—The basic training in code re- 
quirements for the industry. 

2—Emphasis placed on_ point 
that class room work, both theory 
and practical work, were the re- 
quirements to qualify as a journey- 
man, plus the four years actual 
work in the field. 

3—Joint Conference Committee 
to examine written work of stu- 
dents once a month to detect weak- 
nesses in instruction, understand- 
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ing of solution of problems, and 
coverage of subjects taught. 

4—Apprentices who need special 
study of subject, for example, he 
permitted to attend blue _ print 
study classes of night school and 
receive full credit for work done. 

5—Study of apprentices’ quali- 
fications be made to avoid duplica- 
tion of training already obtained. 

6—Contractors to submit prob- 
lems encountered in the field which 
they wish apprentices to learn and 
master. 

7—Equipment needed, but not 
part of permanent facilities of 
school, be loaned from contractors 
and jobbers. 

8—Encourage manufacturers to 
demonstrate the use of their equip- 
ment and the proper installation of 
same. 

9—Develop a program of out- 
standing visual educational films on 


John A. 


Stallard, instructor at 


installation problems and_ tech- 
niques. 

10—When possible, have outside 
speaker, a specialist in his field, 
vive address to the apprentices. 


The apprentices are asked what 
problems they want solved and what 
type of visual aid films will do them 
the most good. 

The entire program is based on 
understanding at the vocational 
level (not based on the common 
concept of less intelligence but on 
the blending of theory and practi- 
cal application for everyday use) 

Every effort is made to make the 
apprentices feel they are a part of 
an industry that requires a high 
level of intelligence which requires 
thorough training in the funda- 
mentals of the electrical science. 


Results of program 


Probably the most interesting 
result of the program is that it 
helps both the contractor and the 
apprentices to get their problems 
solved. 

The contractor has a voice in the 
training program that is shaped to 
meet his’ basic demands. The ap- 
prentice feels he is getting a worth- 
while training that helps build his 
future, especially when jobs become 
competitive again. They feel that 
they can compete. The spirit of 
trying to help those who are will- 
ing to help themselves is advanced 

with the checks that measure the 
accomplishment of each man. 


electrical apprenticeship course at 


Lafayette Vocational School in Lexington, Ky., is shown addressing a class 
of apprentices. There are 30 members in each class. 
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Some equipment needed for the classes is loaned by contractors and jobbers. 
Here Mr. Stallard is shown explaining to the class members the wiring 
arrangement of a control switch. 


feels that his 
work is accomplishing the desired 
result. He knows that if he is lack- 
ing in understanding in some phase 
of the course there is a sympathetic 
understanding and the defect will 
be corrected eitner with informa- 
tion or help from a specialist in this 
field. 

The understanding between the 
electrical contractors and the ap- 


The instructor 


prentices is of great importance 
one has something to sell, the othe) 
must buy. There must be a mutual 
understanding 


For easier pushing ... 





We believe this program will do 
much to foster this good relation- 
ship now and when these men will 
sit across the table in future nego- 
tiations. 

The electrical industry is fortu- 
nate in having at the national level 
an association that is capable of 
keeping its problems solved and its 
decisions respected both by the in- 
dustry and the union. The reason 
s apparent—the high level of in- 
telligence of the contractors and 
the journeymen at the grass roots 


lev el. 


Pilot ball for fish tapes 
rolls through raceway 


@ A PILOT BALL that actually rolls 
through a conduit has been de- 
veloped by Earl Sossamon, of the 
Sossamon Electric Company, in 
Fort Worth, Texas. 

This pilot ball is divided into two 
hemispheres and _ at- 
tached to a short section of ‘steel 
tape. Each half or hemisphere 
rolls independently of the other 
half so that it will not bind but 


sections or 
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roll freely, regardless of the direc- 
tion of the bend or offset in the 
conduit. The attached 
tape can 


short sec- 
easily be 
standard 


tion of steel 
brazed to the end of a 
steel fish tape. 

A standard steel tape with this 
pilot ball brazed to one end was, 
on test, (1) pushed through eleven 
complete circles of '4-inch flexible 
conduit which was coiled as it is 


Check-up service 


Continued from page 50) 


that time comes, a telephone call to 
the owner suggests that the repair 
truck will be in the neighborhood, 
and the work can be done quickly. 

Welch uses both panel and pickup 
trucks, with 

work as 
Formerly a 
automobile dealer, he 
over into the electrical contracting 
service and 


good clear signs on 
them that biilboards-on 
wheels. successful 


has carried 


business some of the 
promotional practices that he used 
for his dealership. 

“On repairs and remodeling, we'd 
rather work on the materials-plus- 
labor basis,”’ he said. “When a cus- 
tomer insists upon a quotation be 
fore work starts, we make the price 
high enough to insure our profit. 
And the customer seldom kicks. 

“Most people are safety-conscious 
now. They want their wiring to be 
foolproof and adequate for their 
needs. And when remodeling is to 
be done, they don’t kick at a price 
high protect the con- 
tractor from loss.” 


enough to 











The two steel hemispheres attached 

to a short length of steel tape which 

ean be brazed to a steel fish tape 

enable the electrician to push the 

line through raceways with many 
bends and offsets. 


when shipped; (2) pushed through 
forty feet of 44-inch 
metallic tubing lying on the ground 
instrapped and unsecured in any 


electrical 


way with six 90 degree bends; (3) 
pushed through eighty-six feet of 
»-inch aluminum electrical metal- 
lic tubing with three 90 
bends and two offsets. 


degree 
Mr. Sossamon expects later to 
arrange for his pilot ball to be 
factory-attached to new steel tapes. 
At present, however, he markets 
the ball independently to be brazed 
on existing tapes. 
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ag niet 


clear 


Eeonomiecal combinations of 


transformers and secondaries 


In spite of changing cost data and relationship of labor and 


materials, conductor sizes 2 to 4 are still most economical 


@ THE INVESTMENT in distribution 
transformers and _ secondaries 
which serve residential and small 
commercial customers is usually 
an appreciable portion of the total 
distribution system investment. 
On most systems, there are more 
miles of secondary circuit than 
there are of any other voltage. A 
difference of only $100/1000 ft. 
between an economical design and 
one merely giving satisfactory 
service makes a difference in sys- 
tem investment of over a million 
dollars with less than 2,000 miles 


TOTAL COST OF TRANSFORMER PLUS SECONDARY 
Vv 
SECONDARY CONDUCTOR SIZE 


by V. A. Rydbeck 


Application Engineer, Power 
Transmission and Distribution 
Division, General Electric Co. 


of secondary circuit. 

The subject of economical sec- 
ondary system design for load 
densities up to 100 kw per 1000 
ft. was approached and _ solved 
many years ago. Many engineers 
with widely divergent conditions 
and costs concluded that the sec- 
ondary conductor should be small, 





aa 


100 Kw/1000 FT 


ve 50 KW/1000 FT 


10 KW/1000 FT 


such as No. 2, 3 or 4. Since the 
time these studies were made 
some 30 years ago, material and 
labor costs have changed consid- 
erably. In some cases the primary 
system voltage and the nature and 
voltage of the secondary load 
have also changed. It, therefore, 
seems appropriate to review these 
studies using up-to-date condi- 
tions. 

The use of small distribution 
transformers spaced closely to- 
gether permits the use of small- 
size secondary copper wire. With 
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larger transformers spaced far- current in the other half of the secondary as a function of sec- 
ther apart, large-size secondary winding divided by the average ondary conductor size at several 
wire is required to give the same current equals 20 per cent. load densities. It includes 2.4 ky 
voltage regulation. In the first Knowing the length of the sec- distribution transformers loaded 
case, the transformers cost more, ondary circuit which can be used 125% at peak and a three wire 
but the secondary copper costs as a function cf kilowatt load 120/240 volt copper secondary 
less than in the second case. For density in terms of circuit length, with copper at 30 cents per pound. 
given conditions there will be one it is a simple matter to determine The load power factor is 95 per 
most economical combination of the load which will be imposed cent. The small sizes of conductor 
transformer size and spacing and on each transformer. Transformer like No. 2 and 4 are economical 
secondary copper size. kva size is determined by divid- sizes over a wide range of load 
Obviously complete data as to ing the load per transformer by densities. 
material and installation costs the load power factor and again 
and the valuation of capitalized by the maximum load to be per- 
losses for both the transformers mitted on each transformer. Fig. 2 shows that if copper costs 
and secondary must be ascer- The assumption was made that for secondaries are reduced from 
tained in order to determine the the transformer secondaries were 30 cents per pound to 20 cents per 
most economical combinations. paralleled or banked and that the pound, considerable savings in 
The cost of various sizes of transformer demands were inde- total costs are possible but the 
secondary wire in combination pendent of variations in load di- small sizes of conductor like No 
with the proper size transformers versity factors as a function of 2 and 4 are still the economical 
for various kilowatt load densities transformer spacing. This is an sizes over a wide range of load 
was first determined. The criteria approximation only, but close for densities. It would also seem 
used was that the voltage drop the range of spacings used in the based on this curve that when alu- 
from the transformer to the end study. minum conductors are used, the 
of the secondary was limited to 8 Also, knowing the length of aluminum conductor should be of 
per cent with uniformly distrib- secondary for each condition and such size as to have the equiva- 
uted load. Voltage drop was based the load on each secondary, the lent resistance of No. 2 or No. 4 
on an 8 inch flat spacing with a loss per secondary circuit can be copper. The equivalent of No. 2 
wire temperature of 70°C. calculated. The loss for each wire copper is No. 0 aluminum and that 
An allowance was made for a size at the various densities was of No.-4 copper is No. 2 aluminum. 
20 per cent unbalance in the load determined and converted into Fig. 3 shows that if peak load- 
on the two sides of the three wire loss per thousand feet of second- ing on the distribution trans- 
circuit. A 20 per cent unbalance ary circuit. former is increased from 125% to 
was defined as the condition ex- 120/240 Volt Secondaries at 150% that the economical size of 
isting when the current in one 95% Power Factor. Fig. 1 shows conductor is not changed. It fur- 
half of the winding minus the the total cost of transformer plus ther indicates that savings of $10 


Effect of copper costs 
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TOTAL COST OF TRANSFORMER PLUS SECONDARY 
AT VARIOUS PRIMARY VOLTAGES 


TOTAL COST OF TRANSFORMER PLUS SECONDARY 
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to $100 per thousand feet are pos- 
F sible if transformer peak loads 
pare increased. 

: However, these curves have not 
taken into account the fact that 
ithe voltage drop in the trans- 
pformer is increased in proportion 
Sto the load. In some cases, it is 
seconomical to underload the trans- 
‘formers to hold voltage. Where 
low voltage is not a problem, it 
may be economical to allow loads 
on some transformers to increase. 

120/240 Volt Secondaries at 
80% Power Factor. Air condition- 
ing, refrigerators, oil burners, 
room coolers, fluorescent lights, 
etc., are causing a decrease in the 
natural power factor of the resi- 
dential load. In the past, a peak 
load power factor of 95° was 
quite common, but today, in some 
areas, the peak load residential 
power factor is 70°. 

Fig. 4 shows that the power 
factor of the load has little effect 
on the economical conductor size. 
It also shows that the additional 
investment in transformer plus 
secondary is from $40 to $240 per 
1000 ft. if load comes on at 80% 
rather than 95° power factor. 

In recent years a low cost 240- 
volt capacitor has been made 
available which makes it econom- 
ical to correct low power factor 
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on distribution secondaries. Al- 
though the secondary capacitor is 
still more expensive than the pri- 
mary capacitor, it gives addi- 
tional benefits by being located 
farther out on the system. 

A kilovar of secondary 
tor will do the same as a kilovar 
of primary capacitor from the 
location on the primary back to 
the generator. Therefore, an in- 
stalled kilovar of secondary ca- 
pacitor can be worth no more from 
primary to generator than an in- 
stalled kilovar of primary capaci- 
tor located at the point where the 
secondary capacitors connect to 
the primary. 

This is roughly $7/kvar which 
is the installed cost of a 75 kvar 
primary capacitor bank. The value 
of the secondary capacitor bene- 
fits from the location of a 75 kvar 
primary bank to the primary of 
the distribution transformer has 
been ignored. This makes the fol- 
lowing secondary capacitor eco- 
nomics conservative. 


capaci- 


The 3 kvar secondary capacitor 
has an installed cost of approxi- 
mately $41. However, the addi- 
tional cost of the secondary ca- 
pacitor over the primary capaci- 
tor is 41 — (3 * 7) or $20. At 10 
kw/1000 ft. approximately one 3 
kva capacitor per 1000 ft. will cor- 


0 2/0 
SECONDARY CONDUCTOR SIZE 


‘fewer 


4/0 


Figure 6 


rect power factor 
95°°. Thus the 
vestment in 


from 80% to 
additional in- 
capacitors to im- 
prove secondary 
$20/1000 ft. 
Since the additional investment 
in transformer plus secondary 
without capacitors is $40/1000 ft. 
if load comes on at 80% rather 
than 95% power factor, the net 
saving by using secondary capaci- 
tors is $40 $20 or $20/1000 ft. 
The Effect of 12 Kv Primary 
Voltage. In some Southern States 
and a few Northern areas, much 
of the new primary load is being 
taken at 7.2/12 kv instead of 2.4/4 
The 7.2 kv distribution trans- 
formers and 


power factor is 


- 


associated cutouts 
and arresters have a higher initial 
cost than does the 2.4 kv equip- 
ment. The 7.2/12 kv system there- 
fore tends to favor the use of a 
number of larger trans- 
formers and somewhat larger 
sizes of secondary conductor. 

As shown in Fig. 5, this effect 
is not very great even at the 
higher load densities, and the No. 
2 and No. 4 copper wire are still 
economical sizes. It is interesting 
to note the increasing total in- 
vestment per 1000 ft. with in- 
creasing load densities when sys- 
tems are 7.2/12 ky rather than 
2.4/4 kv. 
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LEV-O-LET 


guality 
wiring 


devices 


the complete line 
for 


industrial 

commercial 

and residential 
use 


Recently added items to 

the LEVITON line, some of which 

are shown on this page, have 

met with wide response throughout 
en een Senn New LEVITON Chicago Warehouse 

attest to the ever-growing 

popularity of LEVITON wiring 

devices. The New LEVITON } 
Chicago warehouse now ; No. 027 
offers increased facilities for 
prompt delivery of 


high quality wiring devices. 


warehouses: Chicago and Los Angeles 


LEV iT OM MANUFACTURING COMPANY 
main office: Brooklyn 22, New Y: be nts: Brooklyn N.Y., Hillsgrove, R.1., Pawtucket, R.1. | LEWnTON | 


P Visit the LEVITON BoothNo.71]A atthe Wholesalers Convention 
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240/480 Volt Secondaries. The 
rapidly increasing load densities 
have prompted the suggestion 
that a 240/480 volt secondary sys- 
tem may show substantial econ- 
omies over the 120/240 volt sys- 
tem. These savings would occur 
from the use of a smaller number 
of larger distribution transform- 
ers having lower dollars per kva. 
Fig. 6 shows that substantial sav- 
ings are possible. 

If we assume four customers 
per pole and 125 ft. pole spacing, 
we have 34 customers per mile. 
Thus the $40 to $240 per 1000 ft. 
savings of 480 volt secondaries 
amounts to $1.20 to $7.00 per 
customer. This is probably not 
enough to justify its use in view 
of its questionable safety from 
the customer point of view. 

The No. 2 and No. 4 copper 
conductors are economical sizes 
whether the secondary distribu- 
tion voltage is 120/240 volts or 
240/480 volts. 

120/208 Volt Three-Phase Sec- 
ondaries. The rapidly increasing 
load densities have also prompted 
the assertion that a three-phase 
distribution system will soon be 
required. Assuming four custom- 
ers per pole and 125 ft. pole spac- 
ing, we have 34 customers per 
mile. Thus the $240 to $560 per 
1000 ft. additional cost of 120/208 
volt distribution amounts to $7.00 
to $23.00 per customer. 

This figure assumes that single- 
phase and three-phase primary 
power are equally available which 
is not usually the case. These fig- 
ures are therefore the minimum 
additional investment per cus- 
tomer when supplying three-phase 
instead of single-phase secondary 
power. 

The No. 2 and No. 4 copper 
conductors are economical sizes 
whether the secondary distribu- 
tion voltage is 120/240 volts single 
phase or 120/208 volts three 
phase. 

Voltage Dip Due to Motor Start- 
ing. Although no reference has 
been made to the ability of the 
various systems to start motors 
without excessive voltage dip dur- 
ing motor starting, it is recog- 
nized that both the 240/480 volt 
single-phase system and the 120 
208 volt three-phase system are 
stiffer than the conventional 120 
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Figure 7 


240 volt single-phase system. 
However, either the 240/480 volt 
single-phase or 120/208 volt 
three-phase systems will require 
modification of customer’s wiring. 
A change in customer’s wiring 
to provide 240 volt service from 
the conventional 120/240 volt 
system will permit starting 230 
volt motors several times larger 
than the 115 volt motors with no 
greater starting voltage dips. 
Maximum Load Per’ Trans- 
former. The maximum load per 
transformer for 3 per cent sec- 
ondary voltage drop with load at 
95 per cent power factor is shown 
in Fig. 7. It is evident that as 


load density increases the maxi- 
mum load per transformer is also 
increased, but at a much lower 
rate. For example, at 120/240 
volts with No. 4 secondary con- 
ductors, the maximum load per 
transformer is 17.5 kw at a load 
density of 20 kw per 1000 ft. and 
35 kw at a load density of 80 kw 
per 1000 ft. 

With 240/480 volt secondary 
distribution, the maximum load 
per transformer for 3 per cent 
secondary voltage is twice as 
great as with 120/240 volt second- 
ary distribution. Thus where with 
No. 4 secondary conductors at 

Please turn to page 82) 
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eee THE MARK OF 


L. J. Blaize, vice-president of 
Dallas Power and Light Company 
since 1950, has been appointed vice 
president in charge of engineering 
and system operation. In this ca 
pacity Mr. Blaize will be responsibl 


L. J. Blaize 


for the supervision of the engineer- 
ing, distribution and plant depart 
ments of the company. 

Before his appointment as _ vice- 
president. in 1950, Mr. Blaize had 
spent z0 years in the engineering and 
executive departments of the com- 
pany. Mr. Blaize entered the employ 
of Dallas Power & Light Company in 
1930 as an electrical engineer engaged 
in design and operation of the com- 
pany’s system. In 1943, he was made 
assistant to vice-president with gen 
eral administrative duties, and in 1944 
was elected to the Board of Directors 
of the company. 


° F better recognition of the “Mark of 


Roscoe A. Williams, for 15 years ¢ 
an Arkansas Power & Light Company | .Quality”! 
employee in Little Rock, has been ap- be 
pointed the electric company’s safety a * 
director, according to announcement i 
by R. E. Ritchie, vice-president. Mr. 
Williams succeeds the late Perry J 
Bott. 

Since 1945, Mr. Williams has been 450 KVA, Type F Unit Substation, 
an assistant distribution superinten i 4160 V. Delta, 60 Cycles, 3 2— 
dent for the Little Rock area. As 120/208Y, 4 wire. 
safety director, Mr. Williams will be 
zttached to the Personnel Depart- 
ment, with headquarters in the com ’ cade a eae nie aaaimomeion 
aptly general office building at Pine EXCLUSIVELY. 

1 te 2,000 KVA up te 15,000 Volts to 
meet Individual Requi 
© DISTRIBUTION © GENERAL PURPOSE © UNIT 
© PHASE CHANGING © ELECTRIC 
ELD 


Representatives in Principal Cities 





Three executives of Aluminum 
Company of America, Pittsburgh, 
Pa., have been elected to newly cre 
ated vice-presidencies, the company 
has announced. 

Gordon W. Cameron, ALCOA’ 
treasurer since 1943, becomes vice- 
president and treasurer; Arthur P. 
Hall, director of public relations and 
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advertising, becomes vice-president 
in charge of those fields; and C. F. 
Nagel, Jr., chief metallurgist, as- 
sumes the third vice-presidential post. 

Mr. Cameron began his ALCOA 
eareer in 1916 in the sales depart- 
ment. In 1941 he was appointed co- 
ordinator of ALCOA’s program of 
Defense Plant construction fer World 
War II, and was elected the com- 
pany’s treasurer two years later. 

Mr. Hall started with ALCOA in 
sales work at St. Louis, Mo., in 1929. 
He became manager of the Washing 
ton office in 1943, and was named an 
assistant secretary of the company. 
He was made director of public rela- 
tions and advertising in 1949. 

Mr. Nagel joined ALCOA in 1915 
In 1928 he became chief metallurgist 
of the Fabrication Division. Since 
then he has been made chief metallur- 
vist for ALCOA. He is also chairman 
of the Technical Committee and of 
the Research Policy Committee. 


Theodore C. Lauck has been named 
manager of the new General Electric 
Company Lamp Division sales district 
it New Orleans, Fred F. Harroff, 

ice-president, recently announced 


T. €. Lauck 


This new division will be known as the 
Delta Sales District. 

Mr. Lauck, who joined General 
Electric in 1924 as a lamp salesman, 
will have his headquarters at 1040 
St. Charles Ave. The new district 
will encompass the southern sections 
of Louisiana, Mississippi, and Ala- 
bama, and western Florida. 


President Don G. Mitchell of Syl- 
vania Electric Products, Ine., has 
announced the appointment of Samuel 
Bb. Williams as assistant to the presi- 
dent. Mr. Williams, who for many 
years was widely known in the elec- 
tric light and allied industries as an 
editor of trade and technical publica- 
tions, has been director of public re- 
lations of Sylvania since 1949. 

George W. Griffin, Jr.. manager of 
General Electric Company’s News 
Bureau at Schenectady, N. Y., since 
1945, succeeds Mr. Williams as direc- 
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tor of public rations at Sylvania. Both 
men will have headquarters in the 
company’s executive offices in New 
York. 

* 


James M. Wallace, formerly man- 
ager of the switchgear distribution 
apparatus department for the West- 
inghouse Electric Corporation, . has 
been named manager of the Westing- 
house Meter Division. In the new post, 
he succeeds G. H. Grossnickle, who 
has been appointed manager of manu- 
facturing. Mr. Wallace joined the 
Westinghouse central engineering lab- 
oratories in 1935 

& 


Eugene S. Goebel, national sales 
manager for the Motorola Communi- 
cations and Electronics Division, has 
announced the appointament of Ed 
Falls as regional manager for the 
division’s southwest sales area. This 


Ed Falls 


region includes the states of Texas, 
Oklahoma, Arkansas, Louisiana and 
New Mexico 

In this capacity Mr. Falls will di- 
rect the sales and service of two-way 
radio equipment, power line carrier 
systems, and microwave systems in 
this region. A former zone manager 
for the southern California area, 
Falls succeeds John Jipp who has 
been appointed to manage the new 
Motorola West Coast Parts and Ser- 
vice Department. 

Mr. Falls, who had had a total of 
nine years’ association with Motorola, 
came back to the company as a radio 
communications engineer in 1948 after 
release from the United States Navy. 


John P. Bennett has been appointed 
manager of market research and 
analysis for BullDog Electric Prod- 
ucts Company, of Detroit. 

Mr. Bennett has been assigned to 
the staff of A. T. Togesen, BullDog’s 
vice-president in-charge of sales. He 
will advise the sales department after 
surveying and analyzing products, 
markets, and sales distribution meth- 
ods 


Before joining BullDog, he was a 


member of the marketing staff of the 
Kelvinator of Nash-Kelvi- 
nator 


Division 


Charles F. Jones, owner of the Wil- 
mington Electrical Supply Company, 
Wilmington, N. C., announced the ap- 
pointment of H. Ross Troth as man- 
ager of that company. 

Mr Troth has been with the com- 


H. Ross Tréth 


pany for about 15 years and is well 
equipped with knowledge of electrical 


and automotive supply business. 
= 


The appointment of Robert M. 
Bonk as General Electric’s district 
representatives in the Southeastern 
District has been announced by J. J. 
Lengyel, manager of General Elec- 
tric’s construction materials district 
sales. 

Mr. Benk 
Company at Schenectady in 1948. Mr. 
Bonk’s new appointment covers all 
construction materials product lines 
for the Jacksonville, Fla., wholesale 
trading area. His office will be at 1300 
Berryhill, Charlotte, N. C. 


joined General Electric 


The Raybro Electric Supplies, Inc., 
of Tampa, Jacksonville, Miami, St. 
Petersburg, and Orlando, Fla., has an- 
nounced the promotion of two of its 
key men as well as other organization 
changes. 

R. A. Conant, who has served as as- 
sistant manager of the company’s 
Miami branch for the past two years, 
has been transferred to the Orlando 
branch as branch manager. He joined 
the Raybro organization as a terri- 
tory salesman in 1945. 

W. T. Brown has been transferred 
from Orlando to Miami and becomes 
manager of apparatus, industrial, and 
utility sales for the Miami area. Mr. 
Brown joined the Raybro organiza- 
tion in 1939 and has worked through- 
out the entire organization. 

G. N. Jack, who has been traveling 
a regular territory out of the Tampa 
branch, has been promoted to man- 
ager of lighting sales. D. P. Donohue 
will replace Mr. Jack in his territory 
which includes the Bradenton, Sara- 
sota. and Fort Myers area. 
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Recently issued 
Code interpretations 

THE ELECTRICAL Section of the 
National Fire 
tion, through its secretary, Charles 
L. Smith, has issued official inter- 
pretations on several points of the 
National Electrical Code. 

Interpretation No. 384 
(Issued April 25, 1952) 

Article 210. Size of 
trance conductors. 

PROBLEM No. 1—A single family 
dwelling containing a total area of 
700 and a computed 
load not to exceed 45 amperes, in 
with Article 210, di- 
vided on one 20-ampere and two 
15-ampere branch circuits is to be 
supplied at 115-230 three- 
wire. 

QUESTION 
trance conductors of Type SE cable 
is required? 

ANSWER—No. 6 Awg. 

PROBLEM No. 2—A building hav- 
ing a computed load not to exceed 
the capacity of 


Protection Associa- 


service en- 


square feet 


accordance 


volts, 


What size service en- 


three 15-ampere 
branch circuits, in accordance with 
Article 210, 4-circuit 
panel approved as service equip- 
ment with three 15-ampere branch 
circuits connected thereto. 

QUESTION—May this building be 
supplied by a service entrance of 
two No. 6 Type R conductors at 115 
volts? 


ANSWER—Yes. 


contains a 


Dallas gets new 
fixture plant 

A NEW modernly equipped fiuo- 
rescent fixture factory is being es- 
tablished: in Dallas by the Ruby 
Lighting Corp., 1212 South Olive 
St., Los Angeles, Calif. The new 
plant will be located at 2225 Cedar 
Springs, in Dallas, and will be 
known as Ruby Lighting Corpora- 
tion of Texas. 

“We have long serviced and rec- 
ognized Texas as an important pri- 
mdary market,” said Ben Ruby, 
president of Ruby Lighting Corp.. 
in announcing this expansion plan. 

A complete line of modren fluo- 
rescent and slimline fixtures for 
commercial, industrial, and school 
application will be produced in the 
neW plant. Distribution will be 
through authorized electrical whole- 
salers. 
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YOU'LL make more money... 
and keep making it! 


Complete Electromode Electric 
Heating sales and reference file. 
Specifications and illustrations of 
all heaters—domestic, industrial, 
farm and explosion-proof 


Features of all units, cut- 
away and x-ray photo views. 


Formulas for selecting sizes 
for specific applications 


It's standard file and brief case size, rugged folder 
stock, big tab for identification, prepared in sections by 
types of heaters, 2 colors—grey and red. Size: 8%" x 114". 


ELECTROMODE Sales—Reference File 
Get your FREE copy now... mail coupon 


Full of down-to-earth facts, illustrations and 
little reading. A copy is waiting for you... 
send for it today. 


Electromode Electric Heaters are made in 
models to heat small or large areas. Capac- 
ities from 1320 to 45,000 watts (4507 to 
154,675 BTU). Easy to install, have built-in 
automatic thermostat, safety switch and cast- 
aluminum heating element. Approved by 


There's an ELECTROMODE Heater = (Jnderwriters’ Laboratories. 


For Any Heating Problem... Mode/ 
WA Automatic W all-Type Illustrated. 


ELECTROMODE CORPORATION, Dept. ES-62, 45 Crouch St., Rochester 3, N. Y. 


Please send us the new FREE Electromode Sales and Reference File. We are 
particularly interested in... 


(J Home Heating, (] Commercial Heating, [) Industrial Heating, 
(0 Farm Heating, () Explosion-Proof Heaters. 


Co. Name 
By Title 


__Zone___ State 








INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 


Industry must expand 
“selling machinery” 

A NEW ACCENT on sales activi- 
ties was called for by J. M. Me- 
Kibbin, Westinghouse vice-presi- 
dent in charge of consumer prod- 
ucts, in a recent address. Pointing 
out that American industry will 
emerge from its present expansion 
program “with the greatest facili- 
ties to produce that this country 
has ever known,” Mr. McKibbin 
declared: 

“There is a very real need for 
expanding America’s sales plant 
to match the expanding physical 
plant. ... We must gear our sell- 
ing machinery to the expansion of 
our production machinery, if we 
are going to keep our factories 
running, our employment at a high 
level, and our economy healthy.” 

The nation is going to have pro- 
duction capacity which, if prop- 
erly directed and _ utilized, can 
raise material living standards 
“beyond our fondest dreams,” he 
said, adding: 

“This important fact places upon 
management a responsibility which 
we have to understand more clear- 
ly and which will require more 
intelligent planning than we have 
ever given to this phase of our bus- 
iness before.” 

By “sales plant” the speaker ex- 
plained he referred to three “key 
elements” of marketing, namely, 
product development, salesman- 
ship and advertising. 

As manufacturers, we must 
again accept the challenge of pro- 
gressive obsolescence. We must 
develop products with new fea- 
tures that contribute to a better 
life for the consumer 
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The need for better selling is ex- 
posed by the fact that in the last 
10 years the number of salesmen 
in this country has increased only 
18 per cent while the physical vol- 
ume of goods sold increased 80 per 
cent, the Westinghouse executive 
pointed out. Surveys have shown, 
he said, that basic selling tech- 
niques have almost been forgotten 
because, most products since the 
war, have moved without any real 
sales effort. Therefore, one of our 
big investments must be in sales 
training. 

In urging more effective adver- 
tising, Mr. McKibbin lashed out at 
those who try to make their adver- 
tising “take the place of basic 
product development.” 

“Product claims that cannot be 


supported by the product in opera- 
tion have no place in the develop- 
ment of the sales plant,” he said. 

Westinghouse is practicing what 
it is preaching in the matter of ex- 
panding its “selling machinery” at 
the same time it is engaging in a 
major plant expansion program, 
the executive explained. Each man- 
ufacturing division of the Com- 
pany has developed a long-range 
marketing program which sets fu- 
ture goals and plans for the neces- 
sary selling machinery to reach 


these objectives. 


Senate bill to curb 
unethical bid practice 
SENATORS Harley M. Kilgore, of 
West Virginia, John Sparkman, of 
Alabama, and Homer Ferguson, of 
Michigan, have sponsored a Senate 
Federal Con- 
Contract Act of 1952 
(S. 2907). The purpose of the legis- 


bill designated as 
struction 


lation would be to curb chiseling on 
subcontractor prices, either by the 
general contractor or the specialty 
contractor, after the prices are sub- 
mitted. It also would prevent un- 
qualified contractors from perform- 
ing mechanical specialty work on 
cost-plus fee federal eontracts. 

Paul M. Geary, executive vice- 
president of the National Electrical 
Contractors Association, has called 
on all branches of the construction 


“They come in here fresh out of school, and 
right off they want to start as vice-presidents!” 
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industry to join together in sup- 
port of the legislation which he 
said would help correct dishonest 
and unethical practices in the con- 
struction industry, regardless of 
who is the transgressor. 

He pointed to evidence of wide- 
spread bid shopping and bid ped- 
dling as indicative of an intolerable 
business morality that makes it 
difficult for the buyer of construc- 
tion to know whether the price is 
reasonable or proper. 

Bid shopping, Mr. Geary ex- 
plained, is the prevalent practice of 
an unethical general contractor of 
taking the bid of a subcontractor 
as a base for submitting his own 
proposal to the owner or awarding 
authority and, after obtaining the 
general contract, rejecting the sub- 
contractor’s proposal and shopping 
for a lower price. 

Bid peddling, he explained, is the 
prevalent practice of unethical sub- 
contractors peddling lower price 
propositions to general contractors 
who have a general contract, with 
the intention of getting the busi- 
ness at a price lower than the bona 
fide bid of the subcontrator whose 
bid the general contractor used to 
get the business. 


Would benelit all 


In testifying before the Senate 
Judiciary Subcommittee in support 
of the bill, Mr. Geary said, “The 
bill is aimed at practices to which 
some specialty subcontractors are 
just as guilty as some general con- 
tractors. The practice represents 
an unfair method of competition 
which should be eliminated as soon 
as possible for the benefit of all 
groups of the construction industry 
and the public. 

“We are as interested in curbing 
any tendency of mechanical spe- 
cialty contractors to peddle bids 


after the award of a contract as we P 


are of general contractors to shop 
for bids after award of contract.” 
Mr. Geary pointed to a current 
study by the American Institute of 
Architects which stated that a 
nationwide survey revealed that 
there were only two localities in the 
country where subcontracting bid- 
ding procedures are generally satis- 
factory. He said that diligent effort 
to obtain correction from federal 
agencies had been in vain. 
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switchgear 


(drawout or stationary) 


“Concentrol’’ motor 
control centers 


panelboaras 


feeder & plug-in 
bus duct 


unit substations 


instrument panels 


“Weather-Loc”’ 
enclosures 


theater switchboards 


wireway 





DATA ON INSTALLATION PICTURED 
High voltage sections: Lood Break Air In- 
terrupter Switches. 
Transformers: Askarel Immersed, 1500 KVA, 
3-Phase, 12,000-480 V. 
Switchgear: 600 V., Drawout Type Air Cir- 
cuit Breakers 
Bus Duct: Continental Low Impedance Feeder 
Bus Duct. 


Before you decide on 
any Electrical Distribution 
Equipment, be sure you have 
Continental's engineered pro- 
posals and delivery schedules! 
Your inquiries will be given 
prompt attention . . . and Con- 
tinental’s standardized equip- 
ment will get you into action 
-.. fast! 


@ @ @ the modern, low-cost 
‘packaged’ method of supplying 
power. This Continental installa- 
tion is a 3000 KVA Double Ended 
Unit. With Continental equipment, 
you can coordinate your complete 
electrical distribution system. And, 
Continental craftsmanship gives 
you top performance and appear- 


ance value. 


ELECTRIC EQUIPMENT CO. 


BOX 1055-E, CINCINNATI 1, OHIO 


.+. manufacturers of 
one of the most complete lines of 
Electrical Distribution Equipment 


Send for 
literature and standards 


Specify Continental . . . with Confidence! 
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_ tro Silv-A-King 


Fixture manufacturers 
combine operations 

THE ELectro Mfg. Corp., Chi- 
Light Reflector 
Bridgeport, 


cago, and Bright 


Co., Inc., of Conn., 
manufacturers of fluorescent and 


incandescent lighting equipment, 
announce that they have combined 
operations under the name of Elec- 
Corp., effective 
1952. 


According to Charles I. 


June 1, 
Schnei- 
der, who will assume the presidency 
of Electro Silv-A-King, the present 
factories and warehousing facil- 
ities of both companies will con 
tinue in full operation. The twenty- 
one sales offices of the Bright Light 
Reflector Co., and the twenty-two 
Electro offices, as well as the sales 
staffs of 
combined under the 
Mr. Schneider. 

The Bright Light Reflector Co., 
makers of Silv-A-King lighting 
equipment, was established in 1921. 
Since its establishment it has spe- 
cialized largely in the development 
and production of industrial fluores- 
cent and incandescent fixtures for 


both companies, will be 
direction of 


indoor and outdoor industrial, com- 
mercial and recreational purposes. 


The Electro Mtg. Corp. Was or- 
ganized in 1927 and has specialized 
in the 
equipment 


manufacture of lighting 


since its inception. It 
was among the first manufacturers 
to enter fluorescent production 
when this new light source was in- 
troduced in 1938. 

The complete Electro Silv-A-King 
line, which is particularly compre- 
hensive, includes the original Elec- 
tro “basic unit” series, which per- 
mits the easy interchangeabhility of 
35 different styles of luminaires on 
the same basic chassis, as well as 
an extensive line of RLM-approved 
exclusive 


industrial units. The 


“One-Man Speedy Hanger,” which 
enables one man to install the basic 
unit fixture, is also a feature of the 
line. 

The officers ond directors of Elec- 
tro Silv-A-King Corp. are L. K. 
Schoenbrod, W. Litner, W. D. 
Cahill, P. Litner, G. I. 
and L. Litner. 


Schneider, 


Wholesale price 
service announced 

THE ELECTRICAL Wholesaler’s 
Price Book Service, recognized as 
West 


a standard by independent 





THESE ADJUSTMENTS MAY BE 
MADE WITHOUT WSB APPROVAL 


att 


EMPLOYER AND EMPLOYEES 
J WE. 





A total 10% increase over average 
straight-time earnings of January, 
1950. 














i 
Periodic wage changes based upon the 
BLS cost-of-living index. 





i 








established company practice). 


Merit or length-of-service raises wi 








Promotion or transfer raises (if bona 
fide new duties and increased respon- 
sibility). 








Bonus of $40, or the same amount or 
percentage given in 1950 or in accord 
with established plan. ~ 








Catch-up and cost-of-living allowances 
applicable to commission and piece- 
rate employees. 











This self-explanatory chart has been prepared by the Wage 
S. Department of Labor, to help em- 
ployers gain a better understanding of the wage adjust- 
ments that can be made without WSB approval. 


and Hour Division, U. 
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Coast distributors for the past 
twenty years, is being expanded for 
national distribution. A. H. Gudie. 
publisher, announces the formation 
of Trade Service Publications, Inc. 
to publish and distribute the ser- 
vice east of the Rocky Mountains. 
Headquarters for the new publish- 
ing concern will be at 673 Nort} 
Wells Street, Chicago 10, Ill., under 
the general management of E. P. 
Demarest. 

The subscription sales depart- 
ment will be under the direction of 
Charles G. Pyle, Jr., well-known 
member of the electrical industry 
on the East Coast, who will main- 
tain offices at 443 Broad 
Street, Newark 2, N. J. Additional 
sales personnel will be located in 


sales 


other principal cities. 

This service is a complete loose- 
leaf price book specially designed 
for use by electrical wholesalers. It 
lists substantially all brands of all 
types of electrical construction ma- 
The price book is kept up 
to date with regular weekly correc- 


terials. 
tion sheets reflecting changes as 
rapidly as announced by the manu- 
facturers. 

Prices published are taken from 





WAGE 
STABILIZATION 


THESE ADJUSTMENTS REQUIRE 
A REPORT AND 30-DAY 
WAITING PERIOD BEFORE 
BEING PUT INTO EFFECT: 
New or improved health-and-welfare, 


pension and profit-sharing plans not 
exceeding WSB standards 


zation Board. 
Atiention 


Any increase in excess of those allow- 





THESE ADJUSTMENTS REQUIRE 
APPROVAL OF THE WSB 


WAGE STABILIZATION BOARD 


able under self-administering regu- 
lations. 











I 
Any change in established piece-rate 
plan or incentive system. 








Wage rate structures for new busi- 
nesses or plants. 











Increase in paid holidays, overtime, 
shift differential, paid vacation or call- 








in pay. 
I 





Increase in other “fringe” benefits or 
such supplementary pay practices. 





I 





Annual improvement increases and 
new cost-of-living “escalator” clauses. 





is directed to the fact that the chart applies only to em- 
ployees that are under the jurisdiction of the Wage Stabili- 
Administrative, executive, and professional 
personnel and workers are covered by other sets of rules. 
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manufacturers’ lists, discounts and 
resale schedules. In addition to 
showing this detail, net prices for 
the various quantity brackets are 
calculated and published, thereby 
eliminating one usually large 
source of errors in pricing sales 
tickets, quotations, etc. 

National distribution of such - 
highly detailed information has Sie 








been made possible through the de- a's 
velopment of a unique system of = 
zoning and distribution which pro- 
vides the subscriber in any area 


WHEN MAKING* 


Se pares = ; Ses eer 
< ~ hes see ome 7 mW abe reer’ 














with sheets reflecting local prices 
for his area. 

An ingenious index system makes 
the published listing of any item 
readily available to anyone after 
only a few moments’ familiarity . 

e “ - _ 2 
with the book 3 : . wx) 

' seher claima that whole- SS Pee 

The publi her claims that whole ee LAG SCREW EXPANSION SHIELD Hen me ne 
salers using the service quickly . eee 
, ; - TOGGLE BOLT 
discover that it creates a system- 


atic routing procedure whereby rel ap 
tne pricing department is always ce 1 sunt) 


up-to-date, eliminating the con- A-C-E EXPANSION SHIELD 


FLEXO-FLUTE SPIN DRILL 


Cos 2s 


iS hae ‘tem ht 


Liew teins Uti 


yet 
Waa 2 
a 


: , ea HEA 
stant hunt for the manufacturer's eae SPRING HEAD 


STEEL TOGGLE BOLT 


latest price sheet or supplement. sf 
The service is sold on a monthly 
subscription basis without a long ae Reet af) 
RIVETED HEAD 


4 


: a a DOUBLE EXPANSION SHIELD 
term commitment. Inquiries should aaa Fe 
be directed to Mr. Pyle, Jr., at TOGGLE BOLT 
Newark, or to the company at 
Chicago. 
O-E EXPANSION SHIELD 

LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 


AEE 


THREE-POINT DRILL POINT 


—— 
STUD BOLT ANCHOR 


FOUR-POINT DRILL POINT 


TWIST DRILL POINT 


MACHINE SCREW ANCHOR 





LEAD SCREW ANCHOR 


RUBBERGRIP 
DRILL POINT HOLDER 











BIG REELS OR SMALL—Wire and 
cable makers can use any reels 
you've got on hand to help meet 
the severe shortage. Take another <= 

look at the back lot and return all : ARRO EXPA NSION Sok ae 
your “empties.” You'll get faster a Pye -aesen. entre 
deliveries from your manufaturer, , 




















then, on the new orders placed. 
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undertaken since World War II. 
The first, begun in 1946 and com- 
pleted last year, involved the ex- 
penditure of more than $130,000,- 
000 and increased production by 50 
per cent. The current program 
will again increase production by 
50 per cent. 


Walker to represent 
BullDog in the South 
BULLDOG Electric Products Co., 
Detroit, Mich., has announced the 
appointment of the Walker Electri- 
This is the artist's conception of the new plant to be built near Raleigh, cal Co., of Atlanta, Ga., to represent 
North Carolina, by the Meter Division, Westinghouse Electric Corporation. BullDog in the South. 
The plant will provide employment for more than 2.500 men and women : . . : 
in the manufacture of electric meters. Walker Electrical Company will 
promote and sell all BullDog prod- 
ucts in the territory formerly 
New meter plant : : : : serviced by BullDog’s Southern Di- 
near Raleigh, N. ¢. oe of the company’s Meter Di- vision. This territory includes Ar- 
vision. 

A multi-million-dollar — electric The new plant is an important 
meter manufacturing plant is to part of the current Westinghouse 
be built by Westinghouse Electric expansion program calling for the 
Corp., near Raleigh, N. C., accord- expenditure of nearly $300,000,000 
ing to an announcement by J. M. This is the second such giant 
Wallace, of Newark, N. J., man- expansion that the company has 


kansas, Louisiana, Mississippi, 
Tennessee, Alabama, Georgia, Flor- 
ida, South Carolina, North Caro- 
lina, Virginia, and part of West 
Virginia. Walker will continue to 
manufacture and sell its own line 
of products. Its line complements 
the BullDog line, thereby offering 
Southern customers a complete an- 





swer to all their electrical require- 
ments. 





By dissolving its Southern Divi- 
sion and appointing Walker as a 
full associate, BullDog reports that 
it is providing better service and 
faster deliveries in the Southern 
territory through an established, 
local firm. 


In new quarters 


The Kentucky Lighting and Sup- 
ply Company recently moved into 
TOMIC THIN ALL a its new building at 937 Winchester 

COWNECTOR® Rd., Lexington, Ky. Formal open- 
Aiea ing of the new building was held 

a iat wiht ° years: , . ° 
vince you thot in May. William W. McCauley is 
ne sr Ba owner and manager of the com- 
nectors a coup- F . 
lings do the job peony. 
easier, safer, 
quicker. Try them 
nity saciid News notes from 
Order from your the manufacturers 

Tomic THINWALL jobber. . . . i 

COUPLINGS GENERAL ELEcTRIC’s Lamp Divi- 

¢ No. 310 a : sion is conducting its business in 

. = Manufacturers : : 
UNDERWRITERS @ No. 31 of Femees the Southwest from a new and 


wo. 312-1" : 
APPROVED = Tomic Cable Connectors larger headquarters in Dallas, 


TOMIC SALES & ENCINEFRING . —_ 


4864 tion since last September, has been 
Woodward Ave., Detroit 1, Mich opened at 6500 Cedar Springs Ave., 
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in the Airlawn Industrial District 
of Dallas. It 
Lamp 


is occupied by the 
Division’s Southwestern 
Sales District, of which Ralph A. 
Nungesser is and the 
Dallas Service District, managed 
by H. E. Lindberg. 

The structure is a modern, one 
story brick 


manager, 


building. It contains 


Dates Ahead 


International Home Fur- 
nishings Market, including 
showings of housewares, ma- 
jor and electrical appliances, 
radios and television, lamps 
and shades. The Merchandise 
Mart, Chicago, Ill, June 16- 


26, 1952. 


National Appliance and 
Radio-TV Dealers Associa- 
tion, Annual Mid-Year Meet- 
ing, Sherman Hotel, Chicago, 
Ill., June 22-24, 1952 A. W. 
Bernsohn, managing director, 
Merchandise Mart, Chicago 
54, Il. 


Illuminating Engineering 
Society, National Technical 
Conference, Edgewater Beach 
Hotel, Chicago, Ill., Septem- 
ber 8-13, 1952. 

IAEI, Southern 
24th Annual Meeting, Her- 
mitage Hotel, Nashville, 
Tenn., October 13-15, 1952. 


Section, 


American Institute of Elec- 
trical Engineers, Fall Gen- 


JULES J. DREYFUSS’ SONS 


At Your Service—Always 
SERVING THE GREAT SOUTHEAST 


It's good business to do business with wholesalers. 





THE NEWART MFG. CO. 


~ 


AMPLEX CORP. 


BROOKLYN, N. Y 


% ja 





Registered 
THE accepted "MARK OF QUALITY 


CONDUIT FITTINGS oision 


PRESSED STEEL CAR COMPANY, INC. 
6400 West 66th Street, Chicago 38, Illinois 


AFCO.-LITE CORP. 


CHICAGO, ILL 








eral Meeting, New Orleans, 
La., October 13-17, 1952. 


Edison Electric Institute, 
Transmission and Distribu- 
tion Committee, Hotel Adol- 
phus, Dallas Texas, Oct. 23- 
24, 1952. 





National Electrical Manu- 
facturers Association, Had- 
don Hall Hotel, Atlantic City, 
N. J., November 10-13, 1952. 


Edison Electric Institute, 
Industrial Relations Commit- 
tee, Annual Fall Round Table 
Conference, Sheraton Hotel, 
St. Louis, Mo., Nov. 17-19, 


1952. 


Southeastern Electrical 
Wholesalers Association, “In- 
dustry Day” Meeting, At- 
lanta Biltmore Hotel, At- 
lanta, Ga., Jan. 15-16, 1953. 
M. L. Tice, managing direc- 
tor, 421 Rhodes Building, At- 
lanta 3, Ga. 
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STAR-A ELECTRIC MFG. CO., INC. 


CORD SETS 
SPECIALTIES 


WIRING 
DEVICES 


269 Meserole St Brooklyn 6, N. Y 


DURA ELECTRIC LAMP CO. 


62-64 East Bigelow St., Newark 5, N. | 





AAAO H MAAA 


WIRE AND CABLE 
CORP. 


BROOKLYN 5, N. Y. 





JERYL LIGHTING 
PRODUCTS 
42 W. Cermak Rd., Chicago 16, Ill 


manufacturers of 


JER-O-LIERS 





STARRING rivcerort 7, Conn. 


WE MANUFACTURE NO PRODUCTS OTHER THAN BALLASTS 


JULES J. DREYFUSS’ SONS 


ELECTRICAL FACTORY 


324 PETERS ST 
ATLANTA 3 
MAIN 6886 


MEMBER 


AGENTS oat 


WE MAINTAIN STOCK OF ELECTRICAL DEVICES IN OUR WAREHOUSES 





TODAY’S 


BIG 
VALUES 


IN FLUORESCENT 
LIGHTING 
for SCHOOL, INDUSTRIAL, 


INSTITUTIONAL or 
COMMERCIAL INSTALLATIONS 


BEFORE YOU CONTRACT OR BUY 
Compare! 


The Louisville Line is complete. . 


it's approved . . it's guaranteed! 


WRITE FOR CATALOGUE TODAY 


Special quotations on specifica- 
tions of blueprints . . without ob- 


ligation. 


; ead : 
LOUISVILLE LAMP CO. 
724 W. Breckenridge St., Louisville 3, Ky. 


Please send me your 1952 catalogue. 


NAME ______ 
COMPANY 
ADDRESS 


as 





15,000 square feet of space, 8,000 
of which is devoted to offices for 
the sales and service districts, and 
the remainder to warehouse with 
storage space ample to house mil- 
lions of incandescent, fluorescent, 
mercury, and other types of lamps 

The new building is expected to 
make better coordination of 
G.E.’s business operations, and 
improved service for its lamp cus- 


for 


tomers in Texas and parts of New 
Mexico, Oklahoma, and 


Louisiana 


To 


ties, 


EXPAND their 
the Rural Transforme: 
Equipment Co., Milwaukee, has re- 
cently acquired a plant in 
Waukesha, Wis., afte! 


tensive remodeling is now equipped 


present facili- 


and 


new 
which ex- 
to produce transformers in 
to 500 kva 
rates approximately 
feet 


sizes 5 
The building incorpo- 
10,000 square 
with five acres of land for ad 
ditional expansion 

The 
Kquipment 


Transforme) 
plant 
offices remain at 632 North Eight} 
St., Milwaukee 
tion of 


Rural and 


Company's and 
Here the produc 


smaller units, regulators, 
and protective equipment will con- 
officials of the 


LD. Nelson, president, and 


tinue. Present firn 
are: R. 


C. W. Shaw, vice-president 
e 


ANNOUNCEMENT has been made 
of the official change in company 
name of the former Enameled 
Metals Company to _ Pittsburgh 
Standard Conduit Company. 

In disclosing the name change 
approved at the company’s recent 
stockholders’ meeting, Robert G. 
McIlroy, vice-president and general 
manager, explained that the “Pitts- 
burgh Standard” the 


brand for principal 


has been 
their 


products for almost 50 years, and 


name 


the greater acceptance in the trade 
for this name prompted the change. 
Mr. Mcllroy stated that no other 
effected 
will continue 
same as in the past. 
Pittsburgh Standard 
Company manufactures rigid steel 
conduit allied products, 
tributing through wholesalers to a 
nationwide electrical contracting 
trade. The company has agents in 
over 27 cities with main offices and 
plant in Pittsburgh, Pa. 


changes personne] 


the 


were 
and 


operations 
Conduit 


and dis- 


NEW PRODUCT NEWS 


Sidewall ventilator 


AND 
new 


PRYNE Company has _pro- 
duced a model “Aerofan” side- 
wall ventilator for low-cost, easy in- 
stallation. Aerofan has adjustable ex- 
tension sleeves which allow it to be 
installed in any type wall construc- 
tion, ranging from 4% to 20 inches 
in thickness. 

Outstanding 
sidewall ventilator is 


this new 
weather- 


feature of 
the 


proot 
porates the 


its housing, 


outside wall cap which incor- 
automatic shutter within 
forming an effective bar- 
The shutter 
the fan is 
fan is 


rier to adverse element 
opens automatically when 


started and closes when the 
stopped 


A bu il-} pull 


to wall 


box adapts this fan 
mnection and does 
away witl insightly pull chain 
formerly Attractive grilles are 
either chrome or white-molded plastic. 
The fans are tw 
8- and 10-inch 
For details on 
Pryne and Co 


=WItcn c¢ 
the 
ised 


available in sizes, 


\er write to 


Pomona, 


fan, 
Calif 


New 100-watt lamp 
A NEW 100-watt lamp bulb which is 
homes, 
and 
the 
Park, 


expected to prove popular in 
hotels, restaurants, 
announced by 


Nela 


apartments, 
clubs, been 
General Electric 
Cleveland 12, Ohio. 

Developed in Electric’s 
laboratories, the new lamp is a large? 
companion of the “50-GA” bulb, “the 
lamp with the built-in shade,” intro- 
than two years ago. It 
one- or two-socket ceil- 


has 


Co. 


General 


duced 
will be used ir 
ing fixtures when the 50-watt lamps 
sufficient 


more 


are incapable of providing 
light. 

Combining and 
ity, the new style of bulb has a bowl 
whose unique shape directs two-thirds 
of the light upward to the ceiling, cre- 
ating a pleasing “indirect” lighting 
effect. The lower portion of the bowl 
is covered with a soft-toned, perma 
nent enamel finish which filters and 
mellows the one-third of the light di- 


attractiveness util 
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rected downward. There are three 
concentric rings in the enamel, and a 
clear spot on the bottom which proves 
to be very decorative. 

The new bulb, designated 100-GA, 
is approximately three and three 
quarters inches in diameter at the 
widest point, and has a maximum 
overall length of six and three-six- 
teenth inches. 

e 


Pocket guide on meters 

A HANDY, 52-page pocket guide for 
the selection and installation of G-E 
watthour and demand meters has been 
announced as available by the Gen 
eral Electric Co., Schenectady 5, N. Y. 

Designated as GET-2376, the book 
let contains simplified selection tables, 
descriptions of the meters, and clear 
cut wiring diagrams of the various 
watthour and demand meters used in 
most systems. 


Wall cutting tool 

A DEVICE which combines a gimlet 
with a circular rip-saw blade is now 
available for speedily sawing any 
shape hole in any direction in hard 
wood, lumber, plywood, plasterboard, 
or plaster walls. The Stickleback 
Drilsaw, available from Tec Imports, 
14404 Addison St., Van Nuys, Calif 


fulfills a long sought need for a key 
hole type saw that drills its own hole 
The Drilsaw is available in four sizes, 
and has a life time handle of ma 
hogany stained and lacquered hard 
wood. 


Plastic conduit 

A FLEXIBLE plastic pipe that offers 
exceptional advantages as a medium 
for enclosing and protecting all types 
of electrical wiring is being marketed 
by Carlon Products Corp., 10225 


Meech Ave., Cleveland 5, Ohio. The 


plastic pipe has high dielectri< 
strength—500 volts per mil—and can 
be installed with a minimum of time 
and expense. 

The manufacturer points out that 
because the Carlon plastic pipe is 
flexible, it can be curved to follow i 
regular surface contours as well as 
structural plans. It can be bent cold 
and stapled to building framework. It 
it supplied in long lengths, up to 400 
feet, and requires only a minimum 
number of fittings. Necessary cor 
nections can be effected rapidly by 
means of molded plastic fitcings with 
out the use of special tools. Also, Ca 
lon tubing is 
weight, weighing only one-ninth as 
much as steel pipe of comparable 
diameter 


extremely light in 


lhe manufacturer reports that the 
tubing is guaranteed against rot, 
rust, and electrolytic corrosion. Its 
resistance to the chemical action of 
corrosive waters and soils makes this 
new pipe especially advantageous for 
underground and underwater instal 
lations. 


Lightolier’s “Caleulites™ 

Five NEW “Calculites,” recessed 
ceiling fixtures designed to offer the 
ultimate in functional contemporary 
lighting, have just been introduced by 
Lightolier, Inc., 11 East 36th St., New 
York, N. Y. Engineered for easy in 
stallation in new or old buildings 
Lightolier’s Calculites are so designed 
as to provide either soft over-all illu 





FAST J oK 


does it again! 


>) 
ss 
“Bre 


LS 


Lever House, New York City Fischbach & Moore, Electrical Contractors 


“FAST-LOK” adjustable bar-hangers are ideal for 
your suspended ceiling installations. Furnished with tie-straps 
— it is time saving and guarantees secure fastening. 


Introducing ATLAS ... the strongest, the most flexible Conduit Beam Clamp 


ever made for the trade 
For further information see your distributor or write us for Catalogue +52. 


tHE FAST*] OK. MANUFACTURING CO. 


Ash Street at Bedford ¢ Bridgeport 5, Conn. 


ELECTRICAL SOUTH for JUNE, 1952 





She Best 


IN KITCHEN VENTILATION 


aN aL 
TRA DE-W1ND 
VENTILATORS 





INTERCHANGEABLE 
DISCHARGE 


On-the-job interchangeability of the 
discharge opening on 


ventilators provides 3 outstanding advan- 


tages. This is a patented 927727777) 


feature which eliminates all extra parts. 


a The unit can be placed in the 
best location irrespective of direction of dis- 
charge. 

@ The installer arranges the direc- 
tion of discharge on the job in a matter of 
minutes. Saves time for him. 


© you only have to specify the 
model...and the dealer can supply it 
without doubling up his stock to be sure 
he has the proper discharge arrangement. 


You can always count on TRADE-WIND 


for performance, quality and convenience. 


The only ventilator that gives you 


@ Centrifugal Blowers 
@ Isolated Motor 

@ Dripless Grille 

@ Easier Installation 


@ interchangeable 
Horizontal and 
Vertical Discharge 

@ Five-year Guarantee 


PRICE OFFERS AN INDUCEMENT 
BUT QUALITY OFFERS A REASON 


TRADE-WIND MOTORFANS, INC. 
LOS ANGELES, CALIF. 
See Your Neorest Representotive 

H. C. Biglin Co., Inc., 177 Harris St.. N.W., 
Atianta 3, Ga 

Arthur S. Jones, 306 Canterbury Hill, San Antonio 
2, Texas (Bexar County only) 

L. R. Ward Co., 2711 Commerce St., Dalias |, and 
1814 Texos Ave., Houston 3 
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mination, pin point specific illumina- 
tion, or any of the stages in between. 
Chief among the advantages of 
Caleulites by Lightolier is their sim- 
plicity of installation. The fixtures are 
pre-wired, require no additional junc- 
tion boxes and are installed by simply 
nailing to ceiling joists and splicing 
circuit wires into the fixture. 
Replastering is simplified by the 
smooth wide flange framing the fix- 
tures and hiding uneven plaster 
around the reflector box. No screws, 
nuts, or bolts protrude from the flange 
which results in a clean ceiling line. 
A fiberglas gasket under the flange 
gives a smooth fit on uneven ceilings, 
prevents light leaks and dust tracks. 


Street lighting guide 

EIGHTY-FOUR pages of guidance in 
the design of street lighting systems 
are presented in the Street Lighting 
Engineering Guide now available 
from the Westinghouse Electric Corp., 
Box 2099, Pittsburgh 30, Pa. 

Starting with such fundamental 
considerations as the purposes of 
street lighting and the quantity of 
light required, the booklet carefully 
builds up to the more involved discus- 
sions on design procedures, roadway 
illumination computations, and electri- 
cal distribution systems. Sample prob- 
lems and their step-by-step solutions 
are given in the computations section 
as an aid to clearer understanding. 

Charts, diagrams, and photographs 
amply illustrate all 
sections on 
and light 
contain 


sections. Two 

photometric appraisals 
distribution classification 
several typical distribution 


and isolux charts. There is a section 
on maintenance suggestions which 
gives data on costs of maintenance as 
well as information on cleaning, re- 
lamping, and inspection. Also in- 
cluded is a glossary of street lighting 
terms. 


Island lights 


A HIGH quality line of weather- 
proof continuous horizontal fluores- 
cent “T” lighting fixtures has just 
been announced by Guardian Light 
Co., 301 Lake St., Oak Park, IIl. 

The line consists of two basic fix- 
tures, of 30 inch width—one 4 feet in 
length and the other 8 feet. They are 
designed to be installed separately or 
with a coupling device, using various 
combinations to form continuous rows 
to meet the requirements of any 
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“If you must know, | chose this line of work 
mainly because you start at the top of the ladder” 
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length service station island. 

The units can be fitted to existing 
poles or can be mounted on tapered 
octagon standards available from the 
Guardian company. They are fur- 
nished complete with slimline fluores- 
cent lamps, completely wired ready 
for installation. The fixtures are 
listed by Underwriters’ Laboratories 
for outdoor use. 

The units have extruded aluminum 
glass frames with airplane type cowl 
latches. The glass is ribbed for proper 
light diffusion. Knockouts are pro- 
vided in bottom plate to permit a va- 
riety of mounting centers, and in 
cover plate for installation of spot or 
flood lampholders. 


* 
Two-lamp cireline fixture 


A NEW TWO-LAMP Circline fluores- 
cent lighting fixture has been an- 
nounced by the lighting division of 
Sylvania Electric Products, Inc., at 
Ipswich, Mass. 

The unit was designed for residen- 
tial applications in kitchens, bed- 
rooms, bathrooms, hallways, and pan- 
tries, as well as for commercial ap 
plications such as waiting rooms and 
small offices. The fixture is available 
immediately from dealers. 

Cataloged as the R-254, the new 
fixture has one &-inch, 22-watt pre- 
heat type standard-start lamp mount- 
ed inside a 12-inch, 32-watt instant- 
start lamp. The two lamps are ar- 
ranged to form concentric circles of 
light. The instant-start lamp pro- 
vides light immediately after the fix- 
ture is switched on. 

The fixture chassis and reflector 
are of hard-baked enamel. A deco- 
rative curved-glass centerpiece is 
fastened to the fixture by a knurled 
thumb nut. 


The new fixture was engineered for 
simple installation. 
in the chassis are 
standard outlet boxes so the unit is 
easily attached with mounting 
screws. Electrical connections are 
simply made with solderless connec 
tions provided with every unit. 


Elongated slots 
spaced to fit 


+ 
Engineering catalog 


THIRTY FAN types in over 300 sizes 
are described in the new complete 
catalog, price sheet, and engineering 
bulletin just issued by and available 
from Chelsea Fan & Blower Co., 639 


ELECTRICAL SOUTH for JUNE, 1952 


South Ave., Plainfield, N. J. 

Included in the bulletin are com- 
plete specifications, dimensions, in- 
stallation diagrams, and _ product 
photographs. Extensive information 
on the proper selection and installa- 
tion of fans for every industrial, com- 
mercial, and residential requirement 
is also included, 

s 


Vertical pull adaptor 


THE UNIVERSAL-LEVER action of 
Levolier switches mounted vertically 
can now be utilized by installing a 
new vertical pull adaptor No. 84 

The adaptor converts the straight 
down pull of  Levolier 
mounted vertically to the usual file 
action horizontal pull of this univer- 
sal lever switch. It is designed espe 
cially for straight down mounting of 


switches 


Levolier switches and can be con 
cealed easily behind the louvers 01 
fluorescent tubes. 

Components of the adaptor include 
a short extension arm which 
over the switch lever and a slotted 
guide arm to maintain proper align- 
ment. It can be installed in seconds. 

For further information, contact 
the McGill Mfg. Co., Inc., Valparaiso, 
Ind. 


snaps 


“Rapid Start” lamps 

DEVELOPMENT of a new type of fluo 
rescent lamp which improves in many 
ways upon the performance of lamps 
now in general use has been at 
nounced by the General Electric Co 
Nela Park, Cleveland 12, Ohio 

The outgrowth of nearly sever 
years of research and testing at the 
Nela Park 
tories, the new lamps start 
and smoothly without the aid of ex 


lamp development labora 
quickly 


ternal starters. 
Named “Rapid 
lamps are to be 
designed ballasts, and are 
only for new lighting systems 


Start,” the new 
ised with especially 
intended 
They 
are being made in the 40-watt size. 
most popular lamp for general light 
ing in commercial, industrial and 
residential installations, and in the 
“standard cool white” Othe 
colors are planned. 

In a “Rapid Start” lighting system 
all lamps controlled by one switch 


color 





GIVES YOU EVERY 
SALES ADVANTAGE 


RIGID AND 
HINGED POLES 
WITH A FULL 
LINE OF 
LUMINAIRES 


Full line of 
enclosed 
Floodlights 
75 te 5000 
Watts Lighting 


New C-! High 
Intensity Run 
way Morker 








HINGED STREET 
LIGHTING POLES 
WO EXPENSIVE 
Write SERVICING 
for EQUIPMENT 


Literature y on 
é STREET LIGHT 





6017 BROADWAY CHICAGO 40, ILL 
Indoor & Outdoor Lighting Equipment for Every Need 
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Monitor 


ADDS YEARS 


MOTOR 
LIFE 


Special Control Cubicle {o control Hy- 
draulic and Pneumatic operation of 
freight elevator pumps. 


A FAMOUS NAME IN 
MOTOR CONTROLS 
SINCE 1888 
Sturdy, dependable MONITOR 
Controls assure years of trouble- 
free operation . . . Why take less 
than the best . Insist on 
MONITOR Controls when order- 
ing from your local wholesaler! 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 


REPRESENTED BY 
ELECTRICAL CONTROL COMPANY 
525 North Kentucky 
Oklahoma City 7, Oklahoma 
8. S. WOODMAN 
1570 Northside Ave. 

Atlanta, Georgia 


L. L. ROUSSEL LYNN ELLIOTT CO. 
312 E. Livingston Pi. 322 M & M Building 
New Orleans, La Houston 2, Texas 











vill light promptly 


lamps will not blink or flicker at any 
time throughout their lives. 
of the absence of starters, a “Rapid 
Start” system will be comparatively 
easy to maintain. The lamps operate 
in series, two on one ballast. 

The “Rapid Start” lamps differ from 
the conventional “preheat” fluorescent 
lamps in two principal respects: They 
employ a complex, triple-coiled cath 
ode. They also employ a water-repe! 
lent coating to insure reliable starting 
inder high-humidity conditions. Th« 
new lamp uses a new ballast which is 
smaller, lighter, cheaper, and quieter. 

e 
Protective sleeves 

THE CHARLESTON Rubber Company, 
Stark Industrial Park, Charleston, 
S. C., has developed special newly 
designed rubber sleeve called “Flex- 
Fit.” High, wide shoulders are buckled 
together across the chest and back and 
give complete protection (up to 20,000 
volts) to linesmen working aloft. 

Pure rubber stock is dipped to form 
the sleeves which, like Charco’s “Flex- 


Saf” rubber gloves, are without stiff 
molded seams and therefore are both 
more flexible and longer-wearing. A 
special leaflet on “Flex-Fit” 
and a catalog of all rubber and safety 
items manufactured by the company 
are available upon request. 


sleev es 


Phase-sequence relay 

A NEW phase-sequence relay has 
been introduced by The Shepard Ele- 
vator Co., of Cincinnati, Ohio. The 
relay offers positive phase protection 
to all types of polyphase rotating ma- 
chinery, which might function im- 
properly or be damaged by the appli- 
cation of reverse phase sequence, 
extremely low voltage, or single-phase 
voltage. 

The Shepard relay is compact and 
substantially constructed for continu- 
ous service. The relay operates on a 
simple principle and there are no del- 
icate parts to get out of adjustment. 
Power consumption is 5 watts per 
phase. 

The relay will operate on either 
2 or 3 phase, alternating current, and 


Within about one 
second after being turned on. The 


Because 


is made for all voltages and freque 
cies ordinarily encountered. For fur- 
ther details write The Shepard Ele- 
vator Co., 5000 Brotherton § Rd.. 
Cincinnati 9, Ohio. 


Gibson open fixtures 

A NEW line of open type comme) 
cial fixtures featuring turret sockets 
has been announced by Gibson Manu 
facturing Co., Atlanta, Ga. 
‘hieftain” 


) 


Desig 
nated the “‘¢ series, they are 
available and 3 lamp 48, 60 an 
96 inch conventional and 48, 72 and 
96 inch slimline. 

There are no welded sections in the: 
new fixture. “Chieftain” fixtures are 
finished to provide the toughest pos 
sible resistance to oxidation in instal- 
lations where extreme humidity or 


other adverse conditions prevail. Each 
section is individually phosphatized 
and finished with two coats of baked 
enamel before being assembled with 
plated screws, and there are no 
welded parts. 

Components include E.T.L. ap- 
proved ballasts, starters and turret 
sockets. The finish is of baked white 
enamel having a reflectance of more 
than 86% with end piece in natural 
satin aluminum. 

Gibson “Chieftain” ‘commercial 
units are adaptable to all types of 
mounting. The end piece may be re- 
moved and the channel coupler added 
to provide an open wireway of any 
length. Knockouts are provided for 
continuous row mounting where open 
wireway is not required. Punchings 
are placed so that perfect alignment 
may be accomplished without addi- 
tional accessories. 

Complete catalog material is avail- 
able upon request. 


Distribution transformers 


NEW DISTRIBUTION transformers 
with high-voltage, tank-wall bushings. 
instead of high-voltage, pocket-type 
bushings, have been announced by the 
General Electric Company’s Distribu- 
tion Transformer Department, of 
Schenectady, N. Y. 

The new transformers have smaller 
dimensions, an improved gasket seal 
for insuring oil tightness, and better 
electrical characteristics than present 
transformers using pocket-type bush- 
ings, according to G-E engineers. 

An insulated screw cap on the bush- 
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ing of the new transformers permits 
linemen to make electrical connections 
without tools. The cap is constructed 
so that it cannot fall off. Arrange- 
ment of the slots in the porcelain al 
lows a conductor to be brought in on 
either side of the bushing. 

The changeover applies to the con- 
ventional Type HS and the unit Type 
HSBA transformers, 5,000 volts and 
below, 100 kva and below. 

Besides new side wall bushing, the 
HSBA transformer has _ valve-type 
lightning arresters which have an ex 
ternal gap. The arrester allows the 
transformer to be applied anywhere 
in the system without regard to 
available short circuit current 


Split-bus panelboard 

BULLDoG ELectric Products Co., 
Detroit, Mich., has announced the in 
troduction of the XD Electri-Cente) 
a circuit breaker panelboard wit} 
split bus bars. The XD Electri-Cente: 
is used for controlling and protecting 
lighting and light duty motor circuits 











In the XD _ Electri-Centers, the 
main bus bars are split so that they 
feed two separate sections or groups 
of Pushmatic circuit breakers. The 
circuit breakers in the upper section 
serve as “main disconnects” and those 
in the lower section as general 
“branch lighting” circuits. The ser- 
vice line cables are connected to the 
bus bars in the upper section. Two 
50-ampere Pushmatic circuit breakers 
in the upper section (connected with 
a two pole tie handle) feed the lower 
bus bars, acting as a main breaker 
for the lighting section. 

This circuit breaker panelboard is 
listed by Underwriters’ Laboratories 
as “Inspected Panelboard” and also 
as “Service Equipment.” The panels 
come in two sizes, 12 or 18 circuits, 
each with either flush or surface 
fronts. The Electri-Centers are rated 
single-phase, three-wire, 120/240 volts, 
ac, with 100-ampere main wire grips. 

A basic device principle is used to 
merchandise these panelboards to 
distributors. The basic device in- 
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cludes box, interior, two 50-ampere 
Pushmatics (wired as main breakers), 
two 15-ampere Pushmatics and a 
front, either flush or surface. Addi 
tional breakers are supplied at the 
time of purchase to suit the custom 
er’s needs. Filler plates are added to 
cover unused spaces. This plan pro 
vides for immediate over-the-counte 
delivery. 

BullDog feels that the XD Electri 
Center will find wide acceptance i 
the residential market. The company 
believes that the panelboard offers 
many advantages over the old switcl 
and fuse combination. 


Fixture mounting straps 

A DEVICE to simplify the installa 
tion of recessed lighting units ha 
been introduced by Pryne and Con 
pany, of Pomona, Calif. 

Designated as Redi-Set mounting 
strap, this device simplifies the insta 


lation of Pry-Lite recessed fixtures 
manufactured by Pryne. The manu- 
facturer claims ‘that one man can in 
stall the Pry-Lite housing using only 
a hammer. After inserting the straps, 
all the workman has to do is tap each 
Redi-Set prong a couple of times and 
the housing is fixed firmly in position. 
Then the workman has both hands 
free to drive the additional screws or 
nails necessary. 

The Redi-Set mounting strap elimi 
nates framing-in and allows the hous 
ing to be positioned exactly, either be- 
fore or after the straps are attached 
to the ceiling joists. 


Cord connector body 

Pass & Seymour, Inc., announces a 
redesign of their P&S 7084 double 
T-slot cord grip connector body. This 
device is built for long life and wiring 
ease. It incorporates such features as 
a sturdy black bakelite body which 
has easy-find slots, an extra thick 
steel armored section, and cord grips 
which are bright zine plated to resist 
corrosion. Its long life contacts are 
accurately positioned and have a 
spring at the base, far removed from 
the arcing point. The tapered wire- 
ways and large binding screws sim- 
plify assembly. 

This device has a % to 9/16 inch 
cord hole and is rated 15 amps., 125 
volts; 10 amps., 250 volts. 








"SUPERSPOT” 


100,000 CANDLEPOWER 
FOR ONLY 300 WATTS 


Brilliant illumination for 
outdoor service. Single spots 
or clusters—with inter- 
changeable mounting acces- 
sories for wall, pipe or 42” 
conduit. Cast aluminum 
throughout. UL approved. 


© 4 | “CUSHION SEAL” 
) LAMP HOLDER 


For extra lamp life with any 
lamp in any weather. Pro- 
vides maximum lamp cooling 
and perfect weathersealing of 
all lamps—long or short— 
PAR-38 or R-40. Cast alu- 
minum throughout. 


ROLLA-TRAY  ISLAND-AREA 
LIGHT LIGHT 


A ‘‘pull- 
around” util- 


Porcelain- 
enamel steel 
ity light with with built-in 
- cast alumi- 


carry-all tool num bonnet 
tray for gen- for 1 to § 
eral car shop lamp _ holders 
use — indoor .. . Exclusive 
or outdoor, design Saves 
Glazed heat- raga ‘oar 
Proof porce- unit Avail- 
lain socket able in red, 
for reflector  bjue, cream, 
floods or heat white, light 
lamps. Cable and dark 
included. green. 


@ Write today for catalog and 
illuminating data, Stonco Electric 
Products Company, 323 Monroe 
Avenue, Kenilworth, N. J. 





A copy of the complete P&S wiring 
device catalog is available by writing 
to Pass & Seymour, Inc., Syracuse 9, 
New York. 

Z 
New service equipment 


SquaRE D CoMPANY has announced 
a new addition to its line of 100-am- 
pere fusible service equipment as an 
economical answer for equipment 
necessary to isolate special low rate 
water heater loads. Many utilities 
have initiated plans requiring a sepa- 
rate feed and may require that the 
circuit be sealed from other portions 
of the entrance equipment. 

With Square D’s new equipment, a 
sealable barrier fits under the stand- 
ard trim and prohibits any change or 
unauthorized circuits being added to 
the low rate loads. Devices are fur- 
nished with parallel range and main 
pullouts for 3-wire, 220 volt circuits 
and either 4, 6, or & plug fuse, 2-wire, 
110 volt circuits. These are in addi- 
tion to the independent and sealed 
3-wire, 220 volt circuits. 

For the conventional application, 
the independent circuit may be re- 
wired into the 60 ampere bus tap and 
the barrier omitted. Similar units, 
with conventional bussing and _ pull- 
outs for range, waterheater and main 
are available with either 4, 6 or 8 plug 


fuse circuits. Other units are equipped 
with 100 ampere main pullout which 
controls range, waterheater and up to 
16 plug fuse circuits. 
For complete details address Square 
D Company, 6060 Rivard Street, De- 
troit 11, Michigan. 
. 
Package attic fan 
THE Bar-Brook AVP-36 package 
unit attic fan has been built expressly 
to meet the needs of today’s homes 
with low roofs, and is designed for 








For the operation of A.C. annuncia- 
tors, 
lays, 
voltage power than can be supplied 
from bell ringing transformers. De- 
signed for 
ranged for 115, 230 or 460. volts 
primary. 


DONGAN ELECTRIC MFG. CO. 
2998 Franklin 


The Dongan Line 
Since Nineteen-Nine 


Dongan 
Signaling 
Transformers 


controls, horns, recorders, re- 
etc., requiring greater low 


intermittent duty. Ar- 


PROMPT 
SHIPMENT 


Detroit 7, Mich. 


7 Send for 
NEW 
CATALOG 











fast, simple, low-cost installation. 
Easily installed from a_stepladder, 
without having to get into the attic, 
this fan requires a minimum of attic 
space. 

The AVP-36 is a big, powerful fan 
mounted on sealed ball bearings. The 
motor is completely wired with a fuse- 
link cut-off switch. This model also 
contains a built-in shutter 

Bar-Brook’s attic fan is factory 
assembled into a compact, single rub 
ber cushioned motor mount, and it has 
an ivory-white baked enamel shutte: 
with aluminum ready cut trim. Driven 
by a 1/3 hp motor, the fan has a cer- 
tified free air delivery rating of 7,500 
cfm, and is UL listed. 

More information concerning this 
attic fan may be obtained by writing 
to Bar-Brook Manufacturing Co., 
Inc., 6135 Linwood Ave., Shreveport, 
La. 

s 
Unit heater 

A CONVECTION type electrical heater, 
employing “fin” construction that 
eliminates the need for fans or blow- 
ers, has been developed by the Paley 
Manufacturing Corp., of Brooklyn, 
N. Y. The new heater, which will be 
merchandised under the name Circle 
Air Heater, is encased in a stream- 
lined gray metal cabinet which can 
be recessed within the wall or 
mounted flush against the wall. 

The metal cabinet housing the 
heater has upper and lower 
which permit the circulation of air 
around the concealed fin type electri- 
cal heating unit. 


louvers 


” 

Plastic tape 

THE ANNOUNCEMENT of a new pla 
tic electrical tape, now ready for dis 
tribution, was made recently by Van 
Cleef Bros.; Inc., a division of Johns 
Manville Corp., 7800 Woodlawn Ave., 
Chicago 19, Tl. 

This tape is particularly adapted to 
heavy duty work, winding 
cables, electrical harnesses, and fo 


heavy 
use with driven taping ma 
chines. It is .010 inches thick, has 
and i 


powetl 


great strength and flexibility, 
resistant to weather, oils, acids, alka 
chemicals. Its 


10,000 


lies, and corrosive 
dielectric strength 
volts, and because of its ability to 


stretch, it conforms well 


averages 


to irregular 
surfaces 

6 

Switehgear book 
A NEW instruction book containing 
cessary information for the in 
stallation, operation, maintenance 
and repair of Allis-( 
eal-lift, metalclad switchgear has been 


Imers’ verti 


released by the company 
The book recommends that the 
switchgear be given a thorough in- 


spection at periodic intervals—at 
least once every year, more frequently 


if local conditions require 
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Ten arawings in the book illustrate 
all points of construction necessary 
for the proper operation, mainte- 
nance, and repair of the switchgear. 

Copies of the instruction book, No. 
18X7692, are available on request 
from Allis-Chalmers Mfg. Co., 938 5 
70th St., Milwaukee, Wis. 

* 
“Naturlite”’ bulletins 

A NEW illustrated price list, now 
ready for distribution, has been an- 
nounced by the Light & Power Utili- 
ties Corp., 1035 Firestone Blvd., 
Memphis, Tenn., manufacturers of 
“Naturlite” fluorescent fixtures. 

a 
1952 Lighting book 

Publication of a completely-revised 
edition of the RLM Standard Specifi- 
cation Book has just been announced 
by the RLM Standards Institute, 
W. Madison St., Chicago 6, Ill. The 
most recent additions and revisions 
featured in this edition cover two offi- 
cially-approved new specifications, im- 
portant revisions and clarifications of 
existing specifications, and new tables 
of typical coefficients of utilization 
and light distribution curves. 

Due to the increased employment 
of high-mounting units for high-bay 
industrial installations, the Institute 
has established two new specifications 
covering such units. The first is RLM 
Standard Specification No. 4 for RLM 
high-mounting porcelain enamel re- 
flectors. The second is RLM Stand- 
ard Specification No. 40 for RLM 
high-mounting aluminum reflectors. 
These two new specifications take the 
place of former standard specifica- 
tions 19 and 20 for concentrating and 
spread-distribution aluminum reflec- 
tors. 
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Corporate profits 

(Continued from page 7 
money received by 
from the sale of their products. By 
far the greatest part of 
consists of and 
which are direct labor costs; and 
of the purchase of materials, which 
are produced by the labor of the 
supplying firms. Other costs and 
include advertising, in- 
interest, taxes, 


corporations 


expense 


wages salaries, 


expenses 
surance, 
forth. 
Net profits are therefore only a 
small residue at the bottom of the 
sales barrel, and sometimes 


and so- 


a com- 
pany’s total costs exceed its total 
sales so that the barrel has no room 
left for profits. Even in years of 
unusually high business activity, 
one-fourth or more of the total 
number of corporations have failed 
to show a profit. 

The relative smallness of profits 
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DISTRIBUTION OF SALES OF 
ALL MANUFACTURING CORPORATIONS 


% 


935-5 


is brought out by the diagram. It 


shows the distr 
all manufacturing 


combined, by ye 
1935. The 
per cent of 
bands or 

various 


sales. 


sales, 
sections 
items as a 


ibution of sales of 


corporations 


“ars beginning with 
entire area equals 100 


and the separate 
represent the 


percentage of 


The data are compiled by the 


Department of Commerce 
for 1951 are 
On the 
and 
others. 
were 


Figures 
partly estimated 
diagram, the section for 


costs expenses dwarfs all the 
In most of the years, costs 
than 90 per 
sales; and in some they were mor 
than 95 per The next 
taxes, which take a large 
and increasing share of income af- 

The two 
make up net profits 


more cent ol! 


cent. band 
shows 
ter expenses. lowest 
bands together 
after taxes. 
In no year were net earnings as 
high as 8 per cent of and 
the prevailing range was from 3 to 
6 per The portion of profits 
paid out in dividends, as indicated 
by the next to last band, 
ally ranged from 2 to 4 per cent of 
though it 


sales, 
cent. 
has usu- 


sales has not been as 
high as 4 per cent since 1936. The 
lowest area shows profits retained 
in the business, amounting as a 
rule to around 3 per cent of 

Our 
prise has been developed by private 


initiative, 


sales 


system of business enter- 


resourcefulness, and in 


genuity, spurred by the hope of 








Rugged, 


GENERAL TYPES TO. 
FIT ALL LOCAL 
REQUIREMENTS 


reliable ground clamps help a lot on 


many wiring jobs — and M&W has the right, 
U.L. Approved type to meet your local specs 
Types include bronze or malleable iron clamps 


to fit 


Y¥,” rod up to 4” pipe. All have top halves 


with slotted bolt to eliminate the need for remov 
ing screws. Special types available for quantity 


users. 


Write for new 1952 Catalog No. 20-B 


Water-Tight Connectors — Non-Woter-Tight Connectors — 
Service Entrance Kits — Service Entrance Caps, Straps and 
Sill Plates — BX and Romex Connectors. 


7 The M.&W. ELECTRIC MFG. CO., Inc. 


EAST 


PALESTINE, 


OHIO 





; 
i 
; 
' 
: 


SCORE 
EVERY 
TIME 


You'll score every time with your 
customers when you sot ole 
Kayline's handy and — ole 
Catalogue No. 52 in a, 
lighting fixtures. Kayline's Ga . 
logue No. 52 has 68 ao * 
charts, diagrams and informative 
illustrations, on modern — 
for fluorescent, incandescent an 
slimline lighting. Kayline fixtures 
come in all styles, generar 
cial, industrial and genom : 
Mail coupon for your copy 1° 
day! 
See Sweet's Architectural 
File—Section eigen roe 
nt Kayline installation 's | 
Ppa oe SE Center Building 
State University of lowa 
lowa City, lowa 


THE KAYLINE COMPANY 
480 EAST 22nd STREET 
CLEVELAND 15, OHIO ‘“ 


: Please send me Kayline’s Catalogue +52.6 
3 e 





making a profit in a competitive 
market. It has brought to us the 
highest standard of living in his- 
tory. Remove the incentive for 
profit, and the system cannot func- 
tion. 

Distribution economics 
(Continued from page 64) 
120/240 volts we had been limited 
to 17.5 kw per transformer at a 
load density of 20 kw per 1000 
ft., at 240/480 volts this maximum 

is increased to 35 kw. 

With 120/208 volt three-phase 
distribution, the maximum load 
per three-phase transformer bank 
is increased slightly 
maximum load per 
with 120/240 volt single-phase 
secondary distribution. For exam- 
ple, with No. 4 conductors at 120 
208 volts, the maximum load per 
three-phase bank is 22 kw at a 
load density of 20 kw per 1000 ft. 
However, the maximum loading 
per each of the three transform- 
ers making up the bank is only 
743 kw. This compares with 17.5 
kw per transformer with 120/240 
volt single-phase secondary dis- 
tribution. 


over the 
transformer 


The voltage and phase of the 
secondary distribution system 
have more effect on the distribu- 
tion transformer size than does a 
wide variation in load density. 

Conclusions. The present sec- 
ondary distribution system is very 
elastic when viewed in terms of 
transformer size and_ spacing. 
Conclusions reached 25 years ago 
with reference to the use of small 
sizes of conductors, such as No. 2, 
3, or 4, have not changed despite 
30° cent higher 
primary, or higher voltage sec- 
ondary distribution. The higher 
secondary voltage has a greater 
effect on transformer size than a 
wide variation in load density. 


copper, voltage 


Meetings with purpose 
(Continued from page 57) 

ley Hardware Company, electrical 

wholesaler, conducting the meeting. 

General Electric will be host at the 

May meeting. 

The Birmingham chapter of 
NECA until two years ago wasn’t 
overly active Its 11 members con- 
fined their operations for the most 
part to the Birmingham metropoli- 
tan area 


In March, 1950, the chapter ap- 
pointed Ernest W. Weir as execu 
and Mr. Weir went 
to work. He and President John 
Crook, of Crook-Dunn Electric Co., 
incorporated the chapter, expanded 
its territory to all of North Ala- 
bama, and doubled membership to 


99 


tive secretary 


Attendance at chapter, district 
and national meetings picked up 
and so did business! Weir estimates 
that Birmingham NECA members 
now do 95 per cent of the major 
contract work in North Alabama. 
And the National Electrical Con- 
tractors Association sat up and 
took notice by electing D. B. Clay- 
ton, of Electric Constructors, Inc., 
Birmingham, as president of the 
national association. 

When Weir took office, he soon 
saw that electrical contractors were 
missing out on too much of the 
selling end of the business. He fig- 
ured that some expert instruction 
in salesmanship and related fields 
would go far in remedying the situ- 
ation. Hence, the new programs. 


Kitchen fans 
(Continued from page 56) 

for selling kitchen fans because the 
wife can be given one to show her 
husband later. She is in a better 
position, with this literature, to get 
friend hubby to agree to the pur- 
chase. Have your name and busi- 
ness address printed on the hand- 
out pieces. 

An investment of a few dollars 
in direct-mail advertising can pa) 
big dividends. Arrange your cus- 
tomer lists in the most likely order 
to buy kitchen fans. A redecorated 
home, for instance, is a very good 
prospect because the owner wants 
to preserve the new decoration 


scheme and keep it from being 
stained and grease spotted. Apart- 
ments are particularly apt to rank 
Their 


space 


high on your prospect list. 
confinement and cramped 
make their inhabitants eager for 
relief in hot weather. Photography 
“bugs” who have darkrooms are a 
good market for wall fans. In your 
direct-mail ask the people to visit 
if possible, arrange 
On the scene 


your store, or, 
to visit their home. 
you can do a good selling job. 

Personal solicitation of your 
old, sure customers is an excellent 


idea. During the hottest time of 
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FARADAY 


WHETHER the “fire” problem is 
minor or major, your primary concern 
is to make sure the system is “fool- 
proof”. Faraday stations, control pan- 
els, complete systems are known 


American Blower Packaged Attic Fan. Three 
sizes, capacities 4300 to 10,000 cfm, free delivery throughout the industry for their de- 


pendability. Protect with the best— 


Faraday. 
Economy is another standout feature of American 


Blower’s Packaged Attic Fan. 


It costs just a few cents a day to operate and requires 
only 10 easy steps to install. Ideal for homes with a low 
bridge attic since it needs only 30” clearance between 


fan blades and roof. 


Why not arrange NOW to sell the complete line of 
American Blower Ventilating Products? You'll make 
easier sales, have more satisfied customers, earn more 
profits and build a better reputation for yourself 
The “electrical nerve network" that keeps big 


Ask the nearest American Blower Branch Office for ; 
or little plants going must be better than 


data. 
average. Years of experience, design, know- 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. how have made Faraday visual and audible 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO signaling devices the outstanding brand. III- 
ustrated Model ATL-700 Vibrating Bell is 
one of the many in-plant units planned for 
better department coordination. Buy Fara- 


Sell quality! day—they're dependable. 


AMERICAN ©} BLOWER || « Guin 


Air Handling Equipment THE EMBLEM 
OF SIGNAL SERVICE SINCE 1875 


FARADAY SIGNALS AND SIGNALING 
SYSTEMS ARE ENGINEERED AND BUILT 
FOR THE HIGHEST STANDARDS IN 
PERFORMANCE AND DEPENDABILITY. 


Utility Sets—Fine as Aeropel Kitchen Fan Model C Ventura HOLTZER-CA8OT FARADAY stantey & Patterson ( 


Division of American Ranraror & Standard Savitarg conrorsnion 








supply or exhaust Exhausts kitchen Attic Fans—Built in 
fansin stores, schools heat, smoke and capacities up to 
etc. Have Aileron smell. Keepskitchens 21,500 cfm for either 
Control for regula fresh. Winner of two — vertical or horizon 
tion of air flow. Ca- Fine Arts Awards for tal operation. Low 
pacities from 517 to beauty and utility in power consumption, 
17,925 cimat'y” SP. the home quiet-operating 











D + AMERICAN BLOWER - 
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the summer, arrange for a man t 
go door-to-door. You can count on 
the discomfort caused by the heat 
to make people receptive to anyone 
who for a very few dollars can give 
them the relief they crave. 
Newspaper 


advertisements and 


spot radio and 
television are also very helpful. Re- 


member, timing is vital. Keep your 


announcements on 


the weather and when the 
mercury 


eye on 
shoots up, be ready to 
place an ad in the local paper or 
have an announcement made on the 
air. Your. biggest the 
weather itself! 


ally is 


Fan selection 
Fan selection is essential to good 
Satisfied 


counted on to 


selling and promotion. 


customers can be 
bring in business by word-of-mouth 
advertising. Furthermore, when 
the customer is pleased with his 
kitchen fan he is more likely to buy 
other equipment later. 

A two to three minute change of 
air is proper in kitchens. The two 
minute air change is preferable in 


small kitchens. Calculate the cubi- 
cal content of the kitchen and di- 
vide by the 
The result will be the capacity of 
the fan needed. Then select a fan 
whose certified rating is close to 


air change selected. 


the calculated cubic feet per min- 
ute. Three hundred cubic feet per 
minute of fan capacity should be 
the minimum. Consider 
these principles and the installation 
problems in selecting one of the 
three types of kitchen fans. 

All kitchen fans should be built 
and installed so that they can be 
If not, they will collect 
srrease and lose their capacity. Ease 
of cleaning is very important. Ceil- 
ing fans should not have more than 
ten feet of duct for this 
They should be arranged for easy 


absolute 


cleaned. 


reason. 


cleaning and have 


ducts. 


grease -tight 
If the ducts are not grease- 
tight the grease will leak and stain 
the wall or ceiling, and these stains 
can only be removed by replacing 
the wall material. Leaking grease 
is also a serious fire hazard. 


The fan should be. reasonably 





A NAME 
GROWING BIG 
—ELECTRICALLY 


NEW ADDRESS—590 MEANS 


STREET N. W.—ATLANTA, GA. 





It should be of 

for long and 
dependable service. Since they may 
be easily reinstalled in a new loca- 


quiet in operation. 
sturdy construction 


tion, the removable types are espe- 
cially attractive to renters. 


Control specialty 
(Continued from page 49) 


A similar control panel in -the 
Professional Building, outstanding 
medical-office structure in down- 
town Waco, likewise serves as an 
excellent example of Mr. Ogletree’s 
design work. Here, in an equip- 
ment room which is a model of effi- 
ciency, the control panel has been 
exhibited to dozens of visitors and 
3ecause all of 
the lines involved are color-coded, 
and all the equipment 
bright colors, it is of 


prospects each year. 


done in 
even more 
value in “customer impressiveness.” 

Net result of this “‘merchandis- 
ing program” has been the fact 
that Arrow Electric Company is 
regularly awarded contracts for 
major electrical installation with- 
out competitive bidding, is often 
called upon to meet control prob- 
lems in other installations in sur- 
rounding and has 
forced to expand its facilities to 
meet the increased demand for its 


cities, been 


services. 

In discussing the firm’s 
expansion into a new building, Mr. 
Ogletree explained that the build- 
ing was planned especially for their 
type of operation, and the electri- 
cians and other employees all had 
an opportunity to make sugestions 
that would increase efficiency. 

A special feature of the new shop 
is the space that permits two or 
three of the company’s service 
trucks to drive along side a special 
the shop. This 

wide and four 


recent 


loading table in 
table is eight feet 
feet high and runs along the cen- 
ter of the shop. 

All of the “demand” items, which 
electricians are likely to need in 
almost any type of installation or 
service work, stacked neatly 
along the top of this table, so that 
they may be readily loaded into the 
bed of pickup-type trucks, parked 
immediately alongside. Any un- 
used parts, when brought back to 


are 


the shop, are merely stacked on the 
tabletop in the proper area. Alpha- 
betical divisions along the table are 
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PTT ae | \GCEILOHEAT 


Jlatlicord -badlicote $0, EASY "§ “Af 
WIRES «i CABLES pecify! 


$0, EASY TO 


SS | Satisfy | 











TW BUILDING Wire 
It's so easy to specify accurately Ceil Heat 


———$< 
We WEATHER ed installations to assure warmth in coldest 
wire 


€s { weather. ‘Proof-of-the-puddin’ was durin 
wermostat CAB ” , 
T ; Seeeeeeneeene ee ee a near zero cold spell when | checked 


pixTURE 50 users—all 50 had warm-cozy homes— h  diciie 


complete satisfaction!" Kingsport Electric Co., 
g. BELL WIRES = Kingsport, Tenn. 


NOW everyone can enjoy better living through Ceil Heat, the 
—<— ae yEXIBLE CORD : ‘ . hey sespee 


revolutionary electrical ceiling cables that provide invisible 


BURGLAR A oie radiant heat—like the healthful rays of the sun. Yes, Ceil Heat, 
& SI ONAL : the new standard for cleaner, more comfortable heat—is 
$$ economical for homes in all price ranges! 
ER CORD 


\ HEAT 


OFFICE 


N SIGN 
MEP IGNITION CABLE , THOUSANDS OF USERS--in Ten. EASY TO ESTIMATE * EASY TO IN- 
\ nessee and adjoining states—homes of STALL—Just staple the cable to ceil 
\ ing base and cover with plaster or 


varying sizes—all say they “wouldn't 
5 wallboard. Quickly installed by a 


swap Ceil Heat for any other com local electrical contractor. Easy-to 
ested an approved fort in the home!” € ompared to con follow instruction manuals furnished 


ventional heating systems, the com —contain simple tables for all cli 


matic conditions to calculate heat 


bined installation and operation of 7 : P 
=for safety ane ; ; losses and cable required. Ceil Heat 


Ceil Heat actually costs less in the 


4, is truly casy to specify, casy to esti 
dependability beyond oy low-power-rate areas—costs very littl mate and casy to install! 
. more in most of the high-power-rate TROUBLE-FREE—Ceil Heat is water 
wKc76 specification © whet 


areas! There's no wasted heat—each proof and non-corrosive—won't blis 
APPROVED WIRES 


» 
arene ‘ Heat is the fastest, cheapest and 


room is individually controlled. Ceil ter paint or paper, or crack plaster 
Nothing to get out of order—no re 


pairs needed if installed according to 


$I DED WIRE simplest way you can build a modern 
HIEL wi ai i 
AND CABLE heating plant into a house. 


simple directions. Five-year guaran 


tec on cable. Acceptable for FHA 
FLEXIBLE CORDS NEW FREEDOM OF DESIGN—Ceil ™0'sage financing 


COAXIAL CABLE All Chester wire and cable features the Heat makes it easier for architects CEIL HEAT 1S THE STANDARD—in 
extra dependability, long service life radiant cciling heat perfected 


TELEVISION and easier working qualities of plastic to design more beautiful, more effici 
LEAD IN CABLE insulation. Their tough, impervious plas- ent homes by utilizing space formerly 
GAS TUBE HIGH tic coats provide maximum immunity 
TENSION CABLE to abrasion, weather, oil and most 


solely by Ceil Heat Division of Homes 
Inc. Sold only through electrical dis 


necded for registers, radiators, pipes, tributors to approved licensed elec 


a y ilar. 1 tallers 
ae tea chemicals. They are smooth, pull furnace, fuel storage, and cellar trical installer 
IGNITION CABLE through conduit with minimum effort - 
and present a fine appearance in ex- Cable, thermostats, staples and all materials tor above instatiations 
. furnished by tot ine distributors HARRIS PATRICK ELECTRIC 
BLASTING WIRE posed locations. SUPPLY CO., Nashville, Tenn; RODEN ELECTRICAL SUPPLY CO 
Knoxville, Tenn.; HAJOCA CORP., Chattanooga, Tenn; SOUTHERN 
TELEPHONE WIRE There’s a Chester single or multi-con- WHOLESALERS, INC., Dalton, Ga.; FRAZIER MACHINERY AND 
SUPPLY CO., Decatur, Ala.; SOUTHERN SUPPLY CO., Jackson 
Twenwastat cant ductor wire or cable for practically Miao 
every imaoor or outdoor requiremen 
BELL AND including many special constructions gether 32: anc rho- te ioe ean hose tart tng ted geleaieatla 
OFFICE WIRE for the electrical, electronic, TV, radio, CEIL HEAT Division, Homes, Inc., Dept. E.S. 6 
TW BUILDING AND telephone and other industries. Why P. ©. Box 10066, Knoxville, Tennessee 
FIXTURE WIRE not write today for full information? 


Tr > lease send me—without ob ation 
S P U 
THE SUN “4 ee 1 


' 
‘ 
1 
' 
complete literature on Ceil Heat i 
CHESTER inte 
CABLE corp jew ' 
R, N ' 
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. 


MAIL TODAY! 4 
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instead of the usual 
partitions, and what might at first 
glance seem a haphazard jumble, 
turns out to be a very well-arranged 
stock instead. 

Beneath the 
Arrow Electric 
tion which has 
effective in cutting down waste of 
time and materials. This is a row 
of 20 large bins, each 26 by 36 
inches by 8 inches deep, set on the 
floor. Left-over 
are stocked here; bits brought in 
from an installation project may be 
readily dropped into place, and 
just as quickly found when needed. 
Wire is neatly classified, with num- 
bers painted on the 1 by 8 inch 
boards which form the sides. Elec- 
tricians are instructed to bring 
back every piece of left-over wire 
more than 2 feet long. 

Another electrically - operated 
overhead door, provides access for 
another truck in the shop area. It 
is here that Arrow Electric Com- 
pany carries out all special fabrica- 
tion and repair work from a com- 
pletely-equipped service bench. A 


painted on, 


another 
innova- 


table is 
Company 
proven extremely 


sections of wire 


drill grinder, blow torch, 
soldering iron, complete electrical 
tools, etc., on the benchtop makes 
it possible to swiftly fabricate any 


press, 


desired type of work, and swing it 
a minimum number of inches into 
the truck fer transportation to the 


job. 


For expediting work on the job, 
Arrow Electric Company has devel- 
oped an ingenious 4-coil wire dis- 
pensing unit. Constructed on a 
light-weight folding 
frame, it consists of 4 large gal- 
vanized iron “pans” in which up to 
200 feet of ordinary types of house 
wiring is spooled. The 
which the wire is coiled, consists 


angle - iron 


“spool” on 


simply of a 2-pound vacuum coffee 
tin, finished in aluminum and 
equipped with 4 handles of !»-inch 
iron strap. 

The frame on which the spools 
revolve, folds up neatly to lie flat 
in the truckbed and stands up 
easel-fashion when in use. In pre- 
paring the unit for use, the elec- 
trician reels off as much wire as 
he needs, then snips it off and re- 
winds it on the spools, by revolving 


the proper handles. Eyelets guide 


the wire on and off the spools. 


Personal freedom 

(Continued from page 51 
factory worker has the equivalent 
of 142 coolies working for him. 
They know that machines 
make jobs in the long run. They 
don’t know that the only way work- 


don’t 


ers can get more real income is t¢ 
produce more with the help of more 
and better machines. 

1. The importance of incentive 
in a free society. They don’t un- 
derstand that it is the selfish desire 
of everyone to improve his own 
condition that causes people to in- 
vent new and better ways of doing 
things and make new and better 
products. 

5. The distribution of income in 
America. They don’t know that 
65°. of all the national income is 
employees in wages and 
Only 4° goes to stock- 
They don’t know that 
after income taxes about 90% of 


paid to 
salaries. 


holders. 


all the income left is in the hands 





Your Customers 


Up-Blost Roof Ventilator 
in 16” to 48” sizes. Au- 
tomatic domoers. Vinylite 
cocted, aluminum blades, 


New "Chi tyle’’ 
up to 40,000 cfm output. ¥ pmey Style 


Attic Fan saves attic 
space. A 3300 <fm 
direct-drive fan in a 
vinylite coated steel 
chimney. Low cost to 
install, automatic 
dampers. 


Write for 3 new catalogs to Loren Cook Co. Sales Dept. Berea, Ohio 


New “Chimney Style” 
will want... Sy Vata 7 key 
Cook INDUSTRIAL FANS 


Pr Cook Duct Fons. 
y \ Direct of belt 
drive. Orifice 16” 





to 48”. Ideal for 
spray booths 
Cook Type S Fans. 
\| Frame 24” to 48”, 
mM Easy to install. 
Glass-insuloted or 
explosion proof. 


Portable Man- 


Cooler. Adjustable 2536 N. 30th St., Milw. 
welded steel frame 
pellor 16” to 48”. 


CONPOURED) 
BRUSHES (* () 


. ORMANCE 
ep |MPROVED MOTOR PERF 

pe ep FEWER, FASTER BRUSH CHANGES | 

sam o> LESS MOTOR “DOWN” TIME 


Ki {iG 
HELWIG co. (EY) paosuers 


10, Wis. 














Reg. U. S. Pot. Off. 


maintenance costs . 
light for the same dollar 


1035 Firestone Bivd., Memphis, Tenn. 


Chas. K. Ramond Co 
1021 Carondelet Bidg. 736 Georgia Ave 


Craig-Owen Co. 


DON’T COMPROMISE ON QUALITY... 
GET OUR PRICES FIRST! 


NATURLITE 


Fluorescent Fixtures 


Deliver maximum efficiency and economy .. . 
Bonderized* at no extra cost More 


*Parker Rustproof Co. Reg. U. S. Pat. Off 


LIGHT & POWER UTILITIES CORPORATION 
667 Madison Ave., New York 21, W. Y. 
Southern Representatives 


W. A. Wakeman 
P. 0. Box 759 


“Handbook 
“Handbook 


low original and 


your copies. 


C. B. Bastin 
126 Thomas Road 


Handbooks of Adequate Wiring 


Two valuable booklets avail- 


able with 
of Residential 
of Farmstead 
marizing the latest authorative information on adc- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 


ELECTRICAL SOUTH 


Electrical South. 


Design” and 
Design” sum- 


Wiring 
Wiring 


806 Peachtree St., N. E. 


New Orleans 12, La. Chattanooga, Tenn. Shreveport, La Decatur, Ga Atlanta oo. Ga. 
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’ ee VMOU lll dl 
No compromise with quality! 
| PERFECTAIRE 


KITCHEN FANS 


G.E. motors with ; * 


———o | 


oil reservoir. 
Wired for immedi- 
ate installation 
with collar ad- 
justment for all 


wall thicknesses 


| "°"h 


including brick. 
#500 (8” fan) : - — 
#800 (10” fan) a 


MSS 


sections for multi-housing projects—sleeve 
or assembly for roughing work and 
nd motor assembly for finishing when 
itory, warehousing space and labor 

nbling complete units 


Available in 
e 


XG 


SG 


wo a Fs aed 
SS 
N 


\ 


PERFECT Cig 
- Manufacturing Corp. 


Hicksville, L. 1. New York 


LL 


WIRING DEVICES - LIGHTING EQUIPMENT - VENTILATING FANS 








: 
DIXISTEEL 


HOT-DIP GALVANIZED 
GROUND RODS | 
The finishing touch 


5” h 
“aX 
8 
to a first-class job 


THE MARK of a good electrical job well 
done isa D1x1STEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, ¥”x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 











Atlantic Steel Company 


TEF 





ATLANTA, GEORGIA 
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underwriters acceptance 
dependable service 


with 


design and workmanship 
choice of materials 


*Universally recognized as a definite mark of quality 
Underwriters’ Laboratories, Inc. label of acceptance 
applies to all applicable products manufactured under 
the LEVOLIER trade-mark. Even these rigid require- 
ments are exceeded by two to three times with McGill 
as manufacturing standards of perfection are set at 
this level. 
on McGill product superiority. 


Endurance tests prove that you can rely 


Available from your electrical wholesoler 


No. 4100 Series Industrial 
Socket is rated at 660 
watts 250 volts. Uses the 
proven Levolier mechan- 
ism with such features as 
heavier screw shell, cap 
and casing lock and 
double wall thickness to 
withstand pull. Eliminates 
costly replacement in rug- 
ig industrial service. 

¥,” and pendant 
cap, brushed brass finish. 
Write for Catalog No. 49. 


Industrial Socket 
660 Watt 
250 Volt 


No. 41 @ 21 
6A “T" 125V 3A r 125V 


Underwriters’ Laboratories Inc., Inspected 


specialties 


se 


McGill Manufacturing Co., inc., 650 N. Campbell St., Valparaiso, Ind. 


87 








enone gt 


UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be 
from 8-A copperweld to 595” A.C.S.R. 
armour rods, 


ADAPTABLE TO A WIDE RANGE OF USES 








KRUEGER & HUDEPOHL 
Solderless Terminal Lugs and Connectors 


VINE AT THIRO-ES * CINCINNATI 2; OHIO 








— 


NON-METALLIC — BX. 
& GROUND WIRE 


RACING EK LANNE 


SERVICE ENTRANCE CAP 
SEERA ERNE 


Sold Thru 
Your Local Wholesaler 





of people who have incomes of less 
than $100 per week. Because they 
don’t know these facts they believe 
someone who says he can ‘make 
them rich by taking it away from 
the rich people. 

Going back to the origin of the 
American Republic, Mr. Vennard 
pointed out clearly the fact that the 
Declaration of Independence rests 
upon a foundation of Christian be- 
lief. He reminded his listeners that 
the first sentence of the Declaration 
of Independence declares a belief in 
God, who created all men equal. It 
declares that men were endowed by 
their Creator with certain unalien- 
able rights which do not come from 
the government but come from the 
Creator. He pointed out that the 
Declaration of Independence says 
the only reason for government is 
to make sure that these unalienable 
rights are not violated. 

Mr. Vennard’s conclusion was 
that the drift to Socialism will con- 
tinue until the businessmen in the 
United States take up their respon- 
sibility to communicate simple eco- 
nomic facts to their employees. He 
cited some “before and after” re- 
sults to show that when economic 
facts are presented to employees in 
small conference groups, the em- 
ployees do understand the facts. 











One of the largest southern wholesalers 
desires to secure sales manager for the 
electrical department. This offers not 
only good remuneration but excellent 
chance for advancement with the op 
portunity of becoming a member of the 
executive’ committee that controls the 
business. Only a man with excellent 
previous experience will be considered. 
Box 666, Electrical South, 806 Peach- 


tree St., N. E., Atlanta 5, Ga. 

















ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS. 
Southern Representative 
Hopper & McCoy 


454 Marietta St., N. W. 
Atlanta 3, Georgia 








JEWELRY SALESMEN WANTED 


To handie complete line of Jewelry, 
Silverware, Gifts, Novelties, and 
Appliances for large wholesale 
jewelry firm established since 1885. 
Choice Southern Territory avail- 
able. Write stating personal status 
and experience. 
Direct your reply to 

Jack J. WEISS 
c/O LEONARD Krower & SON, INc 

O. Box 330 
New Orleans 9, La. 


Under the direction of a skilled 
conference leader, employee discus- 
sion results in an amazing improve- 
ment in understanding. 

He closed with a plea that busi- 
ness undertake this job of public 
education in economic understand- 
ing in order to preserve the 
greatest experiment in a free so- 
ciety the world has even seen—the 
i ee Ms 

The meeting which Mr. Vennard 
addressed was a joint session of 
the wholesale, utility, and manufac- 
turer branches of the Electrical 
Association of New Orleans. Vice- 
president J. R. Guidroz presided in 
the absence of President Barnes. 
Jimmy N. Roos, another vice-presi- 
dent of the association, introduced 
the speaker. 








A WELL-KNOWN electrical manu 
facturer has an opening for a man 
with successful sales experience be- 
tween 30 and 40, preferably with elec- 
trical engineering degree, and experi- 
ence in lighting sales, but not essen- 
tial. 
Company’s product is widely known 
and well established in the territory 
involved and “net” earnings several 
months during 1951 were in excess of 
$1,000.00. 
Campensation includes minimum guar 
antee and commission with all ex 
penses paid out of headquarters plus 
car allowance 
Please send information regarding ed 
ucation, past experience, present em 
ployment, together with a recent photo 
to Box 662, Electrical South, 806 
Peachtree St., N.E., Atlanta 5, Ga 
employees know of this ad, and you 
may be sure that al information given ws 
held in strictest confidence until 
ave discussed the matter with you. 








Electrical Contracting & Merchandising 
Business for Sale 0d income, good 
Established since 1924 
Owner has made his, wants to retire 
Price v t miss this. Electrical 
South, Bo 965 0 Yeachtree Street, 


N.E 


opportunity. 











STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 


AKE | 
ote. saute FLUORESCENT "ERG. co. 
5 NW 22nd Lane, Miami, Fic. 














SALES POSITION AVAILABLE 


Experienced lighting fixture salesman wanted, one 
for Georgia, Florida, Carolinas, and one for Alabama, 
Mississippi, Tennessee. Established lines, fluor- 
escent and incandescent. Drawing account and ex- 
penses for qualified man. Please give complete de- 
tails regarding self and past sales experience in 
first letter. Address Box 663, ¢/o Electrical South, 
806 Peachtree St., N.E., Atlanta 5, Ga 











ELECTRICAL SOUTH for JUNE, 1952 




















. “Here in Memphis 
Jobbers and Dealers tell me that 


iking WINDOW FANS 


Bring them 


Write For The Unique 
Viking Sales Plan 


Viking Window Fan 
pig aon lire that really 
sells fans. FREE for only 
3 Vadnits. 
Unique Viking Vadnit 
Redeemable for $3 to- 
wards liberal local co-op 
advertising. You get one 
Viking ADvertising UNIT for 
each fan you _ 
motion Kit 
poertions all the sales tools 
needed to pile up record 
profits. 


\ kin 


AIR CONDITIONING CORP. 
v.. Walworth, Cleveland 2, O. 


home or apartment 


outsell the 2 or 3 model 


1860 Union Ave 


It's a single model 
fan that’s ideal for any 4 or 5 room 


You stock only 
one model, which reduces your invest 
ment and you still have a fan that can 


JOSEPH SCRUGGS, Scruggs Electric Co, 
, Memphis, Tenn. 


“Distributors and dealers all over my 
territory tell me Viking Fans assure 
them of satisfied customers, who 
bring in their relatives and friends, 
says O. N. “COTTON” FUSSELL, 
Friendly Viking Representative 


“MY DEALERS TELL ME VIKING FANS’ HIGH QUALITY 
and LOW PRICE MAKE AND KEEP NEW CUSTOMERS.”’ 


My dealers are confirmed Viking men because Viking Fe 
construction, dandy performance and low price 
sell 


quality 

make them easier to 
Once a customer hos been sold, you can 
trouble-free performance to keep him satisfied 


satisfied customers stay with you.” 


count on Viking's 


and remember this 


H. S. WRIGHT, Riechmon-Crosby Co., 


223 So. Front St., Memphis 1, Tenn 


Here’s The Story Memphis Dealers Are Telling 


Dollar for investment dollar, you cant 
beat Viking fans 


I'm not surprised at Viking 
fan popularity, 
the fact of no installation 
headaches, and big air 
scooping blades that keep 
a customers whole house 
comfortable at low speeds 
with no noise 
R. R. FULBRIGHT, 

Jenkins, Inc., 


1321 Poplar, Memphis, Tenn 


considering 


lines 


HUMIDIFIERS 





PACKAGE 
BLOWERS 
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100.00 IN WONDERFU 
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ADS LIKE THIS! = 


Will run i 
un in newspapers from coast 





to coast 





yes, right in your own 


territory 
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Give Our 


OFFICIAL 


DEMOCRATIC and REPUBLICAN 


CONVENTION 
PROGRAMS 







| Something Different! 
Unusual! 





The HALLICRAFTERS Co. 


44 
O01 W. Sth Ave, Chicago 24, Ill 


Dept. P, 


PI 
lease rush free advance copy of th 
e 


OFFICIAL 
CONVENTION PROGRAM and full details * 
° 





POPULAR MODELS TABLE AIR CIRCULATOR—It's a Table— QUIET MODELS 
10-, 12- and 16-inch sizes, distinctively it's a Fon! D tive, f r ‘i i—for 12- and 16-inch sizes, for homes, 
designed for universal appeal. Beauti- year-round comfort in offices, homes, offices, hospitals, theatres, etc. Attrac- 
ful, high-lustre, Blue-Gray finish. waiting rooms, etc. In genuine Walnut, tive, lustrous Dark Green finish. 
Mahogany or Blond Oak finishes. 





DE LUXE 20-INCH WINDOW-TYPE VENTI- 

“Leaders” in appearance...in quality ...in performance LATOR—for quiet and adequate ventilation 
---in all-around appeal .. . these profit-building Son cont ea mais aa ‘aes 
prestige-creating models offer you the ideal set-up blades and fittings. 
for a banner year in fan sales! 

The market for the “Four Leaders” is unsurpassed! 
Homes, offices, stores, doctors’ and dentists’ offices, 
beauty parlors, hospitals, theatres, etc... . all 
are excellent prospects for quick sales. 

Feature “Four Leaders” in your windows...on your 
counters...in all your promotions...look forward 
to the “tops” in profit opportunities. 





MANUFACTURING CO. 


FINDERNE PLANT— SOMERVILLE, N. J. . TO HELP You SE LL! 


Electrical Division of THE SINGER MANUFACTURING COMPANY Ask ter fall “Gitnile ch cme dy- 
District Offices hamic new promotional cam- 
roe . ter aare cates : mnie : ‘ paign epi cooperative powspaper 
f ‘ : advertising, trade-paper ads, 
Other Diehl fans you can sell with profit! unique displays, pur 


Pedestal Fans, Air Circulators, Attic Ventilators, Ventilating ™. literature, etc....all designed to 
and Exhaust Fans—a size and type for every need! , help you make 1952 the best fan 


v ee 
WELL BALANCED WAREHOUSE STOCKS CARRIED IN: ation aes ah tea 
ATLANTA, GA and ORLANDO, FLA ? 
180 Whitehall Street, S.W. 60-A West Robinson Avenue 





* 
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A06. 0 $. PAT. ore 





Week-Ender Case 


Rich simulated alligator case fitted 
with a complete assortment of’ 11 
famous Patricia Stevens Beauty 
Aids — plus a priceless makeu 
guide, “The Way t 


SM 
THUS! KV 
BUTOR RST AND ABLE 


JOHN R. HURLEY 
President 
Id 
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r ner le % 
Thor to Give M og eset | 
= ° 
Cosmetic Kit 
= y 

With Washers 
Thor Corporation, maker of 
home appliance s launched 
what it calls an “unrelated” tie-in 


campaign to 1) washing ma- 
chine ps 


monstrat f 

» a home permanent wave kit 

alued at $2.25 to a woman who [i 

<j OUYs a washer will go a cosmetic 
* aca 








{ul , nut 
on & Ye uret eo numer ¢ 
wimanse® ss up ene '0 


ELECTRICAL SOUTH for JUNE, 1952 





it again! 


SPRING BEAUTY PROMOTION 
SCORES HEAVILY IN SALES FOR 
THOR FRANCHISE DEALERS! 





[Lilt Kit Offered to Th 
Women Who Watch or A 
Thor Demonstration Washer SalesDriv 


Cuicaco, March 25 - Thor Carp i for Pror 
kicks off a new $400,000 promo- : a 


=: what they’re saying— 


an unusual 
o housewives 
Actually, the o 
Thor will 4 
during the demonstration and secured 
the names of hundreds of prospects.” 
B. F. Goodrich Store 
Cleveland, Tennessee 


> ? Spring 
Starting 60 Se aaarrow 


National Ad 


“We have just been given a complete 

presentation for the ‘Springtime in 
Paris’ Promotion. It's terrific!” 

Northeastern Distributors 

oston, Massachusetts 


demonstratior 


o any pureh 
her, the com 


Mi d “The Spring Beauty Promotion has 
eek-ender 





“It is our firm belief that you have the 
finest campaign, completely covered at 
all levels, we've seen--and we are very 
enthusiastic about it.” 
Carolina Sales Corporation 
Greenville, North Carolina 


“We started our promotion April Ist. 
We. of course, expected good results, 
but as it turned out —the results were 
astounding ! Approximately 3,000 peo 
ple came into our store during days of 
April 4th and 5th. We sold six washers 


there is no conn 
an attention gett 
j 


taken off like a scalded duck in this 
area Kierulff & Company 
Maywood, California 


“This Promotion is a knockout and I 
am sure our gang will be enthusiastic 


about it.” Commonwealth Sales Corp. 


Richmond, Va. 


“The most terrific promotion we have 

ever seen in the appliance industry. 
Successful in every way!” 

B. F. Goodrich 

Akron, Ohio 


Want Information on Thor Dealer Franchise ? 
Visit us at Space 508-B during the Furniture Market! 


, Chicago 50, Illinois 


omemaker, 
asband and eh 


get 
pro 
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More Sales...More Profits and 


More Satisfied Customers 


the complete Package Unit 


Rancher Fan 


America’s most popular Fan for homes with 
low-pitched roofs! 
A complete unit (available with automatic 
ceiling shutters and aluminum moulding). 
Rubber-cushion mounted for quiet perform- 
ance... sealed ball bearings need no oiling. 





Simple and easy to install. 
Four sizes, 24”—30”—36” and 42”. Write 
for specification sheet No. 630. 








Lau Panel Units 


Residential, Commercial and Industrial 


Featuring exclusive LAU self-aligning pillow 
blocks and Durex bronze bearings, which hold 
shaft rigidly . . . prevent vibration. Five blade 
sizes, 24” —30”—36”—42” and 48” per- 
mitting great flexibility of installation and 
superior performance. LAU Panel Units are built 
for efficiency and long, trouble-free service. 
Write for specification sheet No. 629. 


s 
a? 


: Z 
——X 
All LAU Fans comply with Commercial Standards Vr, N << > a y 
CS 178-51. All are fully warranted, UL approved VY 8 yo _ 
and carry Certified Ratings by PFMA. \ A \ 33 | J ge 
= fag Hei, 


THE LAU BLOWER fee) | PANY * 2019 Home Ave., Dayton 7, Ohio 


See Your Jobber or Distributor or write us Now for details! 
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(Additional items will be found on pages 39, 41 and 97) 


2010—Water Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war- 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 

2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; also includes 
instructions for installation of wall model heaters. 

2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 

2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Tllustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 

2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans 
Literature on drills, telegraphic equinment, and motors 
is also availahle from the Signal Electric Mfg. Co., 
Menominee, Mich. 








2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the Americar 
Electrical Heater Company, 6110 Case Ave., Detroit 2, 
Mich. 

2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 

2056--Electric heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blivd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 

2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 

2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., descriting the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
Name Title 
Company 
Address 


City & State 





June. 1952 


Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 





2010 2012 2014 2018 2022 
2024 2030 2034 2038 #2040 
2056 «2058 2064 2066 2070 
2072 2090 2106 
2108 2114 2118 
2122 2136 2142 
2144 2152 2156 
2158 2162 
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FOR 20° BELOW ZERO 
Chill Chest provides fast-freezing 
range from normal operating tem- 
perature Zero to 20° below Zero. 
The adjustable control is in tamper- 
proof location behind the easily re- 
moved, automatic signal-light panel. 


Join the Growing Family of 
‘Successful, independent 
Chill Chest Freezer Dealers 


Revco provides every help to make your Chill 
Chest venture into the Food-Freezer Market a 
successful one. Nationally advertised, your Chill 
Chest Distributor will help you do a good local- 
level merchandising job. Act Now...Write for 
fame of Distributor near youl 


REVCO, INC. 


96 


a > 


FOR FAST, QUICK FREEZING 
Chill Chest superiority in construction 
of freezer walls assures the highest 
efficency in the uniform conductivity 
of frigid cold temperatures through- 
out the inner food compartment for 
fast, quick freezing and safe stor- 
age of frozen fresh foods. 


FOR PRACTICAL BEAUTY 
Chill Chest by Revco means smartly 
styled, home-approved design in 
Food Freezers. Counter-balanced, 
full-opening lids with automatic in- 
terior lighting provide greater con- 
venience and accessibility. 


FOR SAFE, FOOD STORAGE 


Chill Chest has high-density Fibre- 
glas, non-settling insulation, an en- 
gineering advancement which per- 
mits more safe, storage space inside 
for frozen foods. Frost Free Seal 
Zone surrounding food compartment 
opening provides perfect lid seal... 
helps keep cold temperatures in. 





DEERFIELD, 
ELECTRICAL SOUTH for JUNE, 1952 


CHILL CHEST 
15 CU. FT. CAPACITY 
ONE of THREE GREAT FREEZERS 


MICH, 





2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing ’ detailed information on the Hunter 
Zephair Fans, for home and industry. 


2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles" Ave., New Orleans,. La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 


2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Reversible Window, 
Exhaust fans. Single and double inlet blowers. Ventilat- 
ing Division - Schwitzer -Cummins Co., 1125 Mass. Ave., 
Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2112—Oil Heaters. Colorful 4 page catalog, entitled 
“Nescontro] Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, IIl. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
t., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
placement Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Illinois. 

2118—Electric Fans. Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., offers an attractive. 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 

2122—-Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 

2124—Evanporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia, offers a greatly enlarged line of Air Coolers fo 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of coo] air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models. ranging from 1500 CFM fan-type 
coolers to 12,500 CFM industrial sizes, including 11 win- 
dow-mounting units. Write for further information. 
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2136-HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St., Chicago 38, I’. 


2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. ae" to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 


2142—-Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, a g by State Stove & Mfg. Co., 509— 
25th Ave., Nashville, Tenn., are contained in a new 
two-color pose en sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2152—Shutters and Dampers. Air Conditioning Prod- 


ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11-page illustrated catalog No. 44 
describing their line of shutters and dampers. 


2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 


2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Mode] 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 


£158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dealership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now ARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN- 
TEES WORLD-WIDE RADIO RECEPTION. These exclu- 
sive products may now be available for your territory, so 
write today. The Hallicrafters Complny, Chicago 24, 
Mlinois. 


2160—Electric Hot Water Heaters. A new catalog de- 
scribing Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 


2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 

2164-—“TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Me 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts. and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re 
sistance.” 
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INVENTORY 
CLEARANCE 


— “wld. Ni 


30 Sb Arne FANS 


FOR VERTICAL MOUNTING 


AT GREATLY REDUCED PRICES 


SAVE A $ SEE OTHER SIDE FOR oerALS > 





Use this handy 
postage-paid 
return card 

to place your 


order NOW! Miami Cabinet Division 


Rum. The Philip Carey Mfg. Company 
as Middletown, Ohio 





OR ee ee 





ay 

ATIC FAN AP 

complete ! 
Only. : 

36" 

ATTIC FAN ¢ 


complete ! 
Only.. 











Prices quoted (all taxes included) 
F-0.B, Middletown, Ohio SPECIFICATIONS 
aus 2% 10 days, net 30 days. MC-30-4 and MC-36-4 for vertical mounting 


MOTOR: induction type, no radio or tele- 
vision interference. Bearings are bronze, oil BLADE | MOTOR AIR VELOCITY . APPROX. 

impregnated. size | HP OEPTN C.F.M. s SHIPPING WT. 
come + nated 115 volts, 60 cycle, single 
phase; A. 30” Ye ° , 14” 6,000 125 Ibs. 
FINISH: Baked enamel. 














36” Ye a Mu" 9,000 140 Ibs. 



































ORDERS FILLED PROMPTLY AS LONG AS SUPPLY LASTS! FILL IN THIS CARD AND MAIL TODAY 





If not rated 


The Philip Carey Mfg. Company in Dun and 
pee Oh 7 Bradstreet 
Please ship Miami-Carey attic fans as follows: please include 


MIAMI CABINET DIVISION 





QUANTITY . QUANTITY credit 

30 information 
or check 
with your 
order! 



































i ae 
Through DESIGN, CONSTRUCTION, PERFORMANCE, GUARANTEES 





FOR FACTS AND FIGURES MAIL THIS COUPON 


PENNSYLVANIA RANGE BOILER CO. 
Philadelphia 46, Pa. 
QUALITY PRODUCTS SINCE 1881 
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ELECTRIC WATER HEATERS 


are accounting for both 
Increased Profits and 
Customer Good Will 


You’ve got “something easy to sell and 
nothing to service’ when you feature the 
PENNSYLVANIA line of Automatic 
Electric Water Heaters! From extra heavy 
galvanized storage tank to high gloss baked 
enamel finish, there has been no compromise 
with quality anywhere. New table-top models 
in 3 sizes and round models in 5 sizes satisfy 
every taste and requirement. 


STANDARD 
AND DE LUXE MODELS 


Both table-top and round models are fur- 
nished in two grades. They are substantially 
the same in construction and finish, but 
all de luxe heaters are equipped with 
MAGNEDUR (Anodic Magnesium Rod) 
which protects tank against corrosion and 
warrants our guarantee of a full TEN 
YEARS. Standard models guaranteed one 
year. Round and table-top electric and gas 
models in full range of sizes. 


er Co-, Dept. ES-6 
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oa Range Philo 46, Po. 
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24th ond Ett : 
full details © 
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The Pennsylvania or Brad 


ie State ___——— 


Zone 


——————— 








ALEXANDER E. DUNCAN 


Chairman of the Board and Founder 
Commercial Credit Company 
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hn YEARS AGO, when I founded ComMeErcIAt 
Crepit Company, a small group of people joined 
with me in providing our original capital of 

300 THOUSAND DOLLARS. 


The original Commerciat CrepirT stock 
prospectus contained the words ‘THE FIELD OF 
OPERATIONS IS PRACTICALLY UNLIMITED.”’ 

Yes, we started with confidence in our ability to 
succeed, but I know that none of us in our original 
group foresaw ComMErcIAL Crepit ComPANy as it is 
today, for none of us could foresee the miracle of 
America’s industrial growth in the last 40 years. 


None of us could foresee, for example, how the 
pioneers in the appliance, radio and television busi- 
nesses and their successors would develop them into 
giant industries that would change the living pattern 
of Americans. 


On the occasion of our 40th Anniversary, I 
want to say “THANK YOU" to you men who build 
appliances, radios and televisions, to your distributors 


elping America 


buy what 


at wants 





throughout America, and to your retailers in every 
city and town. Your cooperation and your confidence 
have helped write the CommMerciat Crepit story of 
success. We cherish most highly the thousands of past 
and present customers and friends ComMerctaL CrepIT 
Company has had among you. 


I also want to pay tribute to the men and 
women of ComMerciAL Crepit—our original group 
of five, three of whom are still with the Company, 
and to the thousands who with their hands and 
hearts and minds have and are still carrying on for 
ComMERCIAL CrepiT today. 


Ours is a service business and as such is largely 
dependent for success on the intelligence of our 
employes and the enthusiasm they show in serving 
ComMMERCIAL CreEDIT customers. That we have grown 
substantially and soundly is ample proof that 
CommMerciAL Crepit men and women have done and 
are doing their jobs well. 


In 1951 gross receivables acquired by the 
Finance Companies of ComMMERcIAL CREDIT were 
$2,783,942,471; earned premiums of its Insurance 
Companies were $39,464,036; and net sales of its 
Manufacturing Companies were $99,115,875. These 
operations were carried on through some 12,800 
employes located in more than 350 offices throughout, * 
the United States and Canada. 


ee ae 


an 


Because our experience has shown the American 
consumer to be an honest, dependable business risk,. | 
we pledge the continuing use of ComMerciAL CrepIt 
funds and facilities to HELPING AMERICA BUY 
WHAT IT WANTS. 


FORTIETH | 
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INDUSTRY NEWS 


BRIEFS — 


GOVERNMENT 


REGULATIONS 





Inventories ample 
for current needs 

RETAIL STORES have ample stocks 
of civilian-type durable goods on 
hand to meet current demands, 
according to a report made by Wal- 
ter J. Currie, assistant administra- 
tor for civilian requirements, of the 
National Production Authority. 

The report, based on recent sur- 
veys conducted by the Office of Ci- 
vilian Requirements, revealed that 
the supply situation is comparable 
to that which existed prior to 
Korea. 

Furthermore, it showed that in 
many instances, inventories of tele- 
vision sets and furniture and some 
major appliances, such as refrig- 
erators, washing machines, clothes 
dryers and electric ranges, were in 
excessive supply in relation to cur- 
rent level of sales. The retailers 
indicated fairly good inventories 
of gas ranges, freezers and air con- 
ditioners. 

There were some cases of diffi- 
culty in obtaining certain durable 
items, mostly local in character. 

Public buying remains cautious, 
although it was somewhat better 
during the first quarter of this year 


as compared with the final quarter 


of 1951, the report stated. 
However, the report pointed out, 

several factors in the economic pic- 

ture could change this situation. 


On the favorable side of the 
ledger are adequate stocks of con- 
sumer durable goods at the whole- 
sale and retail levels and increased 
allotments of controlled materials 
for the third quarter of 1952. In 
addition, the restrained buying by 
the public and the semi-saturation 
of the consumer market resulting 
from the high level of purchasing 
during the postwar years tend to 
maintain the current levels of ade- 
quate inventories. 

On the other hand, retail inven- 
tories could level off or decline as 
the result of any one of several fac- 
tors, such as a release of the tre- 
mendous buying which is 
continuing to build up as a result of 
the armament program, heavy ex- 
penditures for plant expansion, the 
climb of personal savings to new 
high levels, and removal of restric- 
tions on buying. A 
work production of 
steel, possible loss of some copper 


power 


installment 
stoppage in 


imports, or continued shortages of 
certain chemicals used in the manu- 
facture of civilian-type products 
could also reduce inventories, NPA 


said, 


OPS news and 
price orders 
THE OFFICE of Price Stabiliza- 


tion is reported as favoring a 


price order that will bring the en- 











ESTIMATED TOTAL SALES 


4: tlions of Dollars 


RETAIL RADIO-HCUSEHOLD APPLIANCE DEALERS 


Millions of Dollars 





MONTHLY AVERAGE 

















Retail sales— 


Sales of retail radio and 
appliance dealers were 
estimated at 202 mil- 
lion dollars during 
March, 1952, by the 
U.S. Office of Business 
Economies, a decrease 
of 8 million dollars 
from February, 1952. 
The March, 1952, sales 











were 61 million dollars 
less than sales reported 








for March, 1951. 


tire radio and TV trade under a 
single order. Such an order would 
apply to retailers, wholesalers, and 
manufacturers. 

* * * 

Amendment 11 to Supplementary 
Regulation 29, of the General Ceil- 
ing Price Regulation, was issued in 
May, and permits retailers to boost 
GCPR ceilings automatically when 
their suppliers’ prices rise, instead 
of waiting for OPS approval. Pre- 
viously, OPS had to amend SR 29 
each time a new suppliers’ ceiling 
price regulation was issued. Sec- 
tion 2 of SR 29 still applies, how- 
ever, and a reseller can recalculate 
a ceiling price for a particular com- 
modity under SR 29 only if resell- 
er’s ceiling prices for that commod- 
ity are established by GCPR. 

Amendment 11, however, does 
GCPR price 
boosts when the change at the sup- 


not permit retail 
plier level is one resulting from a 
change in a manufacturer’s excise 
tax. 

All indications, now, point to a 
renewal of price controls for at 
least one year or less. Despite con- 
siderable opposition to the controls 
from many groups, the Senate 
Banking Committee recently voted 
to extend them until March 1, 1953. 
The committee included in its vote 
a policy statement calling for the 
ending of price and wage controls 
as quickly as possible. The commit- 
tee also voted to prevent retailers 
from using the Capehart amend- 
ment. If this vote is upheld by the 
full Senate and House, it will 
nullify the Court ruling which said 
any seller can use the Capehart 
amendment. 


Conditions eall for 
better selling 


Two of the most phenomenal eco- 
nomic occurrences in the _ post- 
war period were cited by E. A 
Tracey, vice-president in charge of 
Division of 


129) 


the Air Conditioning 


(Please turn to page 
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automatic - electric 


FLOOR FURNACES 


BETTER SALES FOR 
YOU... BETTER 
HEATING FOR YOUR 
CUSTOMERS! 


Now—a new dependable electric floor heater 

to solve your construction problems. Just cut Model Number _ FF-333 FF- as FF-338 

the hole in the floor, insert the furnace, wire it Kilowatts 3 A 8 

up and turn it on. This simple procedure will Floor Opening 14/4"x24"/4 4%4" 30/4" 201/,' 'x301/4" 

save you time and money whether you build Overall Grille 16"x26" 16"x32" 22''x32" 

one or one hundred houses. Depth 20 20 20 
Sales Representatives on ot 10.002 16.670 26.672 

L. 0. LEDFORD SALES AGENCY utput per Fw. ' ' 


311 ee Avenue Rossvile, Georgia Ampere Rating 12.6 21.7 34.7 


J. tu wx Factory Sales Agent * 
375 Whitehall ‘Street, Kttente, Georgia Approximate 


GEORGE H, “ANDERSON COMPANY Shipping Wt. 35 Ibs. 50 Ibs. 100 Ibs. 
P. ©. Box 2235 . Memphis, Tennessee 230 Volts A.C. Only 


W. L. JACKSON MANUFACTURING COMPANY 


1222 East 40th Street 
CHATTANOOGA, TENNESSEE 
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Nales managers in skirts 


Wives of salesmen, in on promotion plans, 


help maintain high level of sales volume 


® By THE TIME selling season ar- 
rives—and for room air condition- 
ers, that is late May or early June 
in Texas—-we hope that in all our 
dealer organizations, all wives of 
all salesmen will know just about as 
much about the program and the 
product as salesmen do. 

That will be one of the basic 
ideas of our dealer selling cam- 
paign on room air conditioners for 
the season of 1952. Our dealers 
will be shown why it will be profit- 
able to bring every salesman’s 
wife into the campaign, and why it 
is almost essential to do just that. 

A little later on in this discussion 
the psychology behind that idea 
will be analyzed for its benefits to 


The Lone Star Wholesalers has just 
recently acquired the Vornado line of 
reom air conditioners. The company 
has had seven years of experience as 
distributors of major appliances. 
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the dealer, and from the dealer’s 
viewpoint. 

But first, 1 believe I should set 
forth briefly, the facts that will 
produce a picture of our position in 
the field of distribution of room air 
conditioners, a field which we con- 
sider limited in opportunity only by 
the dealer’s diligence, aggression, 
and selling ability. 


We are new to the room condi- 


tioner field, this being our first 
year to handle the nationally adver- 
tised unit produced by a recognized 
manufacturer. And although we 
are not pioneers, neither are we 
rank beginners in the distribution 
of major appliances. The firm and 
its personnel has substantial expe- 
rience in merchandising and we be- 
lieve merchandising principles 
tried and proven by dealers, in 
other major lines, can be applied to 
room conditioners. 


by J. R. Thomas 


Sales Manager 
Lone Star Wholesalers 
Dallas, Texas 


Our territory consists of 65 
counties in Central, East and North 
Texas. This is slightly more than a 
fourth of the counties in Texas, but 
considerably less than a fourth of 
the state’s area. Nevertheless, it is 
an excellent territory for dealers. 
In this territory, air conditioning 
in business buildings, hotels and 
eating establishments, has made 
extensive gains in the past few 
years. 

Last summer was unusually long 
and hot, so, with air conditioning 
being the rule rather than the ex- 
ception on the commercial level, 
dealers should find their market 
receptive from the outset. 

The product our dealers will sell 
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When sales meetings on special 
promotions, such as Mr. Thomas 
is conducting at the left, include 
the salesmen’s wives, the results 
are consistently better. 


bears a dependable and nationally 
recognized name. Yet it will be 
new to the territory, so it will be 
emphasized to dealers that they 
must exert every promotional and 
selling skill at their command. 


Let wives in on plans 

That is one reason it will be 
beneficial to dealers to have wives 
of salesmen understand the various 
phases of the promotional and sell- 
ing campaign, and know the prod- 
uct. Even if the product were well 
established in the territory, it 
would still be good policy for deal- 
ers to let wives in on their plan- 
ning. 

By this, I don’t mean the sales- 
men should merely relay to their 
wives, reports of what is going on 
at the store. What I mean is that 
the dealer should insist, in a diplo- 
matic sort of way, that salesmen 
bring their wives to sales meetings, 
thus convincing them that they are 
important to the successful appli- 
cation of organization effort. 

There are several reasons, first 
among them, perhaps, being the 
domestic consideration. 

If a salesman’s wife goes along 
to a series of sales meetings she 
will, for one thing, have a clearer 
understanding of her husband’s 
profit possibilities, and the time he 
must invest to realize the maximum 
from those possibilities. Probably 
more important, she will under- 
stan why it will be necessary for 
friend husband to devote a good 
many of his evening hours during 
season to selling. 

That will put her in a sympa- 
thetic state of mind, and a dealer 


and his salesmen can increase pro- 
duction of sales if there is a sym- 
pathetic, co-operative attitude in 


all salesmen’s wives. If a wife 
doesn’t understand what it’s all 
about and harbors mounting re- 


sentment against night work, the 


ELECTRICAL SOUTH for JUNE, 1952 


salesman is disturbed and, to a de- 
gree depending upon the individ- 
ual, handicapped. A condition like 
that in a few homes of salesmen 
can demoralize a dealer’s organiza- 
tion. 

Another reason is rather obvi- 
ous. Women are chronic visitors, 
across the fence, in the grocery 
store, at their parties. They always 
have an ear tuned in on the grape 
vine. Few of them, if any, would 
overlook an opportunity to bring 
home the names of prospects. If 
these wives of salesmen have a 
good knowledge of the product and 
prices, they can separate the pros- 
pects from the suspects. And with 
product knowledge they can even 
drive some conversational wedges 
of product performance at the ap- 
propriate times and places. 

There is another reason. The 
wife takes more interest in the in- 





Nothing sells a room cooler anit 

like an actual trial demonstration 

in the prospect’s home, but two or 

three days’ trial should be the 
limit. 


dividual performance of her sales- 
man. This creates healthy compe- 
tition within the organization, with 
each wife urging each salesman on. 
If a wife knows quotas and possi- 
bilities and objectives, it is her in- 
stinct to watch the performance of 
her salesman-husband and compare 
it with performance of other sales- 
men. If her spirit is that of the 
normal young wife, her man will 


not be low man if she can pre- 
vent it. 

With that kind of spirit in a 
dealer’s organization, the dealer 
actually has a sales manager fot 
every salesman. With a wife’s in- 
terest kindled, and kept alive by at- 
tendance at all sales and organiza- 
tion meetings, that’s the job she 
works up to—sales manager. She 
becomes the manager of only one 
salesman, but as far as she is con- 
cerned, he is the whole organiza 
tion. 

In our program, dealers will be 
encouraged and urged to do the ob- 
vious thing—appoint each 
man’s wife a sales manager. This 
will be done with some ceremony 
and with some dignity, so that it 
will definitely carry the implication 
of responsibility, and bring the 
women right into the middle of the 
organization. Our dealers recognize 
the value of this attitude, and that 
to keep skirted sales managers ac- 
tive and effective, they must regu- 


sales 


larly attend sales meetings. 

We have put this plan into oper- 
ation in our organization, with our 
seven salesmen, and it works. If 1 
have a sales meeting and neglect 
to invite my wife, she resents it, 
feels that she has been slighted and 
tells me so quite frankly. 

Dealer-inspired sales meetings in 
which 
course, be held as often as the 


wives participate can, of 


dealer chooses. They are encour- 
aged, because our men cannot make 
the rounds of approximately 100 
dealers very often. 

3ut dealers and salesmen will get 
all the help our men can possibly 
give. We have several requirements 
of our salesmen. They must spend 
at least one day a month with each 
dealer and normally should see a 
dealer at least once every two 
weeks. And we require that all 
salesmen conduct at least two night 
meetings each week. We generally 
designate the points for such meet- 
ings, because some dealers require 
more help than others. And one of 
the seven salesmen, a_ specialty 
man, will devote himself almost en- 
tirely to helping dealer organiza- 
tions where the need is greatest. 


Home demonstrations effective 

Our dealers will attach extreme 

significance to home demonstrations 
(Please turn to page 131) 
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The window fan story 


Experience indicates demonstration 


to be the dealer’s best 


@ THE VERSATILE window fan is 
too often treated as the “step-child” 
of exhaust ventilating equipment. 
Dealers, builders, 
wholesalers, and salesmen who 
think this way are losing out on a 
real chance for remarkable profits. 

Properly promoted, window fans 
are a natural leader, especially 
when summer comes and the de- 
mand for relief from the heat 
brings into the market the person 
who is in no position to buy more 
expensive appliances 


contractors, 


If the prospect's home is not 
suited for an attic fan—if it is a 
small house or an apartment, for 
example—the window fan should be 
recommended. The selling points 
are plain and clear-cut. 

The window fan is low-priced. 
It costs a few cents a day to 
operate. 
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sales tool 


Because it is easily installed, the 
homeowner can do the job himself 
by just following a few simple in- 
structions. 

Does a window fan do the job the 
customer wants done? For venti- 
lating a single large room it is 
ideal. And tests show that when 
the necessary adjustments are made 
in providing air intake, the window 
fan efficiently night cools up to four 
and five rooms, the space to be 
found in the average small house or 
apartment. 

By exhausting the warm air 
which has been built up by the sun 
beating on the roof and walls dur- 
ing the day, and then letting in the 
cooler night air to take its place, 
the window fan gives many of the 
benefits of the bigger, more expen- 
sive attic fan—and at a fraction 
of the cost. 


It is portable and can be easily 
moved. There is no need to hesi- 
tate on buying if the customer is 
thinking of moving some day. He 
can take the window fan with him 
to his new home. 

The window fan is adjustable to 
various window sizes. It can be 
moved from one room to another if 
so desired. Equipped with brackets 
and spacers, it is designed to slip 
into any standard window frame. 

It is quiet in operation because 
of the slow-moving blade which en- 
gineers have developed. 

These facts, experience shows, 
are very useful in selling window 
fans. Whether you set up a window 
display at your place of business, or 
an inside-the-store demonstrator, 
or use handout pieces or direct-mail 
advertising, or place newspaper and 
radio spot announcements, these 
facts should be the backbone of 
your sales effort. 


On-the-spot demonstration 

You don’t have to be a super- 
salesman to demonstrate and sell 
window fans. This is especialiy true 
if you work with the weather. The 
weather, in fact, is your biggest and 
best ally. Demand for ventilating 
equipment is seasonal. When people 
want relief from the heat, they 
want it in a hurry. Be set for the 
demand when it builds up. 

The experience of Gerald Schwarz, 
of Cleveland, Ohio, demonstrates 
what can be done when the cus- 
tomer is shown how a window fan 
can give him the comfort he craves 
during the hot summer months. 
One day when he was at his local 
drug store, he noticed how hot the 
store was. He asked the druggist 
why he did not have a window fan. 
The druggist did not know any- 
thing about such fans. 

Schwarz, who had been working 
as an engineer with a fan manu- 
facturer, drove to the factory, bor- 
rowed a fan, and returned to the 
drug store. He set it up and after a 
10-minute demonstration sold it on 
the spot. 

He sold 35 units this way in three 
weeks to storekeepers in the neigh- 
borhood. Several of the proprietors 
even bought second window fans 
for their homes. “Don’t talk a lot,” 
says Schwarz. “Just set up a fan 
and let it run for a few minutes.” 
Over the summer by putting two 

(Please turn to page 132) 
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Team up with the weather 
to sell more dryers 


® TIMING special sales promotion 
to “match the weather” to maxi- 
mum advantage is the most impor- 
tant point in boosting sales volume 
on clothes dryers, according to H. 
George Driemeyer, of Biederman’s, 
St. Louis, Mo. 

Mr. Driemeyer surprised the en- 
tire St. Louis industry recently 
when during a three-day promo- 
tion, the store sold no less than 77 
dryers, and actually exhausted the 
entire stock available in the city, 

The store has enjoyed a mild 
amount of success in following up 
the owners of automatic washers as 
prospects for dryers, usually call- 
ing back one month after a new 
washer has been installed, and re- 
peating calls at regular intervals. 

It required “something extra,” 
however, to create the sort of vol- 
ume desired. Therefore, Mr. Drie- 
meyer, a veteran of more than a 
decade of appliance retailing, began 
studying the problem from the 
“customer’s angle” and as a result, 
came up with an unusual three-day 
promotion which brought hundreds 
of prospects into the store. 

The secret of the promotion was 
that it was during the dreariest 
part of the winter, when it was a 
certainty that every housewife in 
the city would be having serious 
trouble in drying her wash. Thus, 
the weatherman was brought into 
the promotion, and Biederman’s 
checked carefully to determine that 
St. Louis’ skies would be at their 
murkiest, with the least possible 
amount of sunshine, during the 
week of the promotion. 
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Meanwhile, a leading St.° Louis 
appliance distributor provided an 
expert woman demonstrator, who 
spent one week prior to the promo- 
tion in training all of Biederman’s 
salespeople to operate the electric 
dryer, in order to bring out its 
most important sales points, and in 
helping them to make their sales 
presentations in an intelligent, en- 
tertaining manner. 


Distributor assistance 

By the end of a week, every ap- 
pliance salesman was a practicing 
expert on the use of the dryer. Mr. 
Driemeyer was surprised to find 
that there were many misconcep- 
tions in his own sales staff as to the 
operating cost of the dryer, the 
length of time it required to turn 
out snow-white fluffy clothes ready 
for ironing, etc. 

The promotion was launched with 
a colorful newspaper advertisement 
which invited St. Louis housewives 
to solve their clothes-drying prob- 
lem once and for all, and to attend 
a demonstration of automatic elec- 
tric dryers, which would be held for 
three days at the store. Half a 
dozen dryers were set up through- 
out the store, in actual operation, 
so. that demonstrations 
could be carried on simultaneously. 

The steady stream of women who 
responded first met the distribu- 
tor’s home economist, who gave 
each an introduction to the dryer. 
Groups of three or four prospects 
were then given more complete 
demonstrations by individual sales- 
men. 


several 


To put an extra lure into the pro 
motion, a free plastic clothes damp- 
ening bag was offered to every 
woman visiting the store for the 
demonstration, 
whether she signed up for an auto 
matic clothes dryer or not. 

With the attraction that resulted 
from 


regardless of 


having the demonstrations 
going on right behind the all-glass 
front of the store, and with the 
interest aroused through the offer 
of the plastic 
Biederman’s 


dampening bag, 
promotion was re 
markably successful. 

“We did not expect anything like 
the response we achieved,” Mr 
Driemeyer said. “So many women 
came in and were so thoroughly 
sold on the convenience and eye- 
appeal of the electric dryer model 
offered, that we sold 47 dryers the 
first day, and at the end of the third 
day, we had sold every model in ou! 
own stock, all that the distributor 
could supply, and others picked up 
from random sources.” 

All of these sales, the veteran 
appliance retailer pointed out, were 
developed on the basis of a short, 
informative demonstration, and an 
opportunity for the prospects to 
operate the machines themselves 
An ample stock of wet garments 
was on hand to demonstrate the fea 
tures of the machines. 

Mr. Driemeyer’s staff will follow 
up every one of the 77 women sold 
during this promotion, requesting 
each to provide the names of 
friends and relatives who are likely 
prospects. 
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Costs-of-doing-business survey 


Sixth national annual cost study 


for the appliance and radio-television trade 


® THE NARDA DEALERS partici- 
pating in the Association’s 1951 
Cost - of - Doing- Business Survey 
probably deserve an “above-aver- 
age” rating. If that designation 
is valid, then it is to be fairly 
assumed that the appliance-radio 
trade in general found the year 
1951 to be a special kind of 
wracking-wheel with a deplorably 
large number of ingeniously-con- 
trived torture devices. And to say 
that many of the dealers were in 
high dudgeon over the prevailing 
conditions is to resort to classical 
understatement. 

Accompanying the regular cost- 
of-doing-business survey schedule 
was a special questionnaire which 
was filled in by a vast majority 
of the reporting dealers. From 
this we obtain a clear picture of 
their expectations for 1952 sales 
and profits by comparison with 
1951; a listing of their main oper- 
ating problems in 1951 and ex- 
pected obstacles to progress in 
1952; and indications as to the 
lines of merchandise they believe 
will sell best in 1952. 


1952 sales expectations 
Sales increases were expected 
by 45% of the reporting dealers 
and the average gain over 1951 
was indicated as 15%. 
Sales decreases were expected 
by 40% of the reporting dealers 
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and the average decline from 1951 
was indicated as 13%. 

Fifteen per cent of the dealers 
expected no change in sales as 
between 1951 and 1952. 


1952 profit expectations 

Profit increases were expected 
by 29°. of the reporting dealers, 
who saw an average gain of 18% 
over 1951. 

Profit declines from 1951 were 
expected by 27% of the reporting 
dealers, and the average drop was 
indicated as 17‘. 

Forty-four per cent of the deal- 
ers expected no change in profits 
as between 1951 and 1952. 


Operating problems in 1951 

“Dat ole debbil” price cutting 
was the number one offender in 
the dealers’ 1951 nightmare. Next 
in line was the problem of exces- 
sive trade-in allowances. These 
two together drew more mentions 
than all other mentioned obtacles 
combined. 

Going down the rest of the list, 
in order of frequency of mention, 
we find: shortage of good sales- 
men, insufficient discounts by 
manufacturers, consumer sales re- 
sistance, overstocking of mer- 
chandise, Regulation W and _ its 
effects, high installation and ser- 
vice costs, difficulty in disposing 
of trade-ins, and fake advertising. 


by Richard E. Snyder 


Consulting Economist 


Obstacles seen for 1952 

Viewing their operating situa- 
tion as they expect it to be in 1952, 
the reporting dealers put price 
cutting at the top of the list of 
the crosses they expect to bear. 
As in the case of 1951, the next 
heaviest burden is expected to be 
that of trade-in allowances, and 
the third most fearsome obstacle 
to face is that of lower consumer 
demand. 

Following is a list of the other 
problems dealers will face in 1952, 
in order of frequency of mention: 
shortage of good salesmen, high 
operating costs, insufficient dis- 
counts to the dealers, Regulation 
W, market saturation in refriger- 
ators, high service costs, difficulty 
of disposing of trade-ins, and high 
taxes. 

The reporting dealers provided | 
information which suggest that 
television will be at the top of 
the sales heap in 1952, followed 
closely by washers, with refriger- 
ators in third place. Other items 
will line-up as follows, according 
to frequency of mention: ranges, 
dryers, radios, freezers, ironers, 
and air conditioning. 

The problem of price cutting 
and trade-ins seem so rife and so 
serious, according to the findings 
of this survey, that they challenge 
the most critical study and intel- 
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ligent action of the entire indus- 
try. Very important, too, is the 
need for developing an organized 
program to train an adequate 
supply of good salesmen in this 
field. 


1951 sales experience 

Only four out of every ten 
NARDA dealers participating in 
the Association’s sixth annual 
costs - of - doing - business survey 
showed an increase in dollar sales 
volume in 1951, by comparison 
with 1950. (This contrasts with 
the 8 out of 10 in 1950 who 
showed a sales gain over 1949.) 

However, there were enough 
large gains within. the 
minority group in 1951 to prevent 
the aggregate total from 
showing a sharp decline from 
1950. In fact, total dollar sales 
accounted for by the seventy per 
cent of all participating dealers 
who submitted comparative sales 
figures for both 1951 and 1950 
showed a decline of only 2¢- in 
the latest year. This was a favor- 
able showing by comparison with 
the 11% sales decline reported 
by the Department of Commerce 
as applicable to all U. S.' appli- 
ance-radio dealers. 

In 1950 the NARDA dealers 
showed a sales gain of 23% over 
1949 compared to an increase of 
25° for all U. S. appliance-radio 


sales 


sales 


ELECTRICAL SOUTH for JUNE, 1952 


Survey Highlights 
Dollar Sales in 1951 dropped 2% from 1950 
Net operating profit ratio skidded to 2.9 in 1951 from 6.0 


in 1950 


Cost-of-goods-sold ratio declined to 68.8 in 1951 from 69.2 


in 1950 


Gross margin showed a slight rise 


Total operating cost ratio rose sharply to 28.2 in 1951 from 


24.8 in 1950 


Television took first place in the sales standing 


Washing machine sales displaced refrigerators for second 


place 


Service costs set a new high 


Dealers cited price cutting, excessive trade-in allowances, 
and shortage of good salesmen as major obstacles in 1951 


Special breakdowns of operating ratios bv store sales volume 
and by geographical divisions are shown in this survey for 


the first time since 1949 





dealers. Thus, whereas this result 
(for 1950) revealed the NARDA 
dealer performance as being sub- 
stantially in line with the U. S. 
average for this trade, the 1951 
result of a 2° drop for the 
NARDA dealers against a drop of 
11% for all U. S. dealers indicates 
that the 1951 NARDA survey par- 
ticipants’ performance is not to 
be construed as “average,” but 
rather as something better. 
When we consider, in the light 
of this, the fact that our “above 
NARDA group of deal- 
ers suffered a decline of 39° in 
dollar profits in 1951, we come 
face to face with the startling de- 
duction that real woe may have 
been the lot of the “average” 
appliance-radio dealer last year. 


average” 


Television in firat place 

Not surprising is the fact that 
television sales topped all other 
in the 1951 product sales break- 
down for the NARDA survey 
participants. The video total 
amounted to 27.5% of all reported 
Next in line came washing 
machines (always second to re- 
friverators heretofore) with 
19.4% of the total. while refriger- 
ators dropped to third place, tak- 
ing 17.9% of the total 
compared to 28.3% in 1950. 

Ranges held on to fourth place 
in the sales ranking, but the per- 


sales. 


sales, 


centage for this line dropped to 
10.1 from 12.4 in 1950. Radivs, 
again in fifth place, accounted 
for only 2.8% of the aggregate 
sales, the smallest share taken by 
this line in the six-year period 
covered by the NARDA surveys. 
Freezer sales were 2.5° of the 
total for 1951 compared to 4.7% 
in the previous year. 

Vacuum cleaners accounted for 
only 0.9% of total sales in 1951, 
the smallest percentage shown for 
this line in six years. Dryer sales 
were segregated in the 1951 sur- 
vey for the first time and showed 
a 2.7% share of the total. Air 
conditioning sales were broken 
out of the total for the first time 
in the 1951 survey and accounted 
for 0.7%. See Table 1 for details. 

The ratio of trade-ins to the 
physical unit sales of refriger- 
ators, washing machines, and 
ranges in 1951 showed the fifth 
consecutive rise since 1946. In 
refrigerators there 
jump of 14 percentage 
points as between 1950 and 1951. 
The vacuum cleaner trade-in ratio 
dropped to 28% in 1951 from 36% 
in 1950. The television trade-in 
ratio, first computed in the survey 
report for 1950, showed an in- 
crease to 15% in 1951 from 13% 
See Table 2 


the case of 
was a 


the previous year. 
for details 
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Turnover slows down 

The inventory turnover rate 
shown by the NARDA deals par- 
ticipating in the 1951 survey was 
3.3 times, compared to the 1950 
rate of 4.3 times, and 3.8 tor 1949. 
Dealers who reported the value 
of their inventories as of the be- 
ginning and the end of 1951 
showed an average increase of 
only 6% in inventory holdings at 
the close of the year by compari- 
son with the year’s starting figure. 
This small rise contrasts sharply 
with the fact that at the end of 
1950 the average inventory was 
49% higher than at the start of 
that year. 

It is just possible that the sad 
experience of 1950 contributed 
strongly to a general effort 
throughout 1951 looking toward 
the achievement of a better bal- 
anced inventory condition. In 
last year’s NARDA Costs-of-Do- 
ing-Business Survey report it was 
pointed out that wide swings in 
inventory positions (within the 
short period of a year) can mean 
the ruination of many businesses. 

The costs of correcting mis- 
judgments as to stock needs are 
so high as to represent a heavy 
cross for any given dealer, or 
dealers, to bear. Any dealer in 
this trade, or any other trade, who 
is at the mercy of manufacturers 
or distributors lack 
of ability to appraise the real 
needs of the market results in the 
careless overloading of the dealer 
would get more real joy out of 
life by merely taking up the in- 
beach- 


whose own 


nocuous occupation of a 
comber. 

One of the main reasons for 
random price cutting by dealers 
is their own lack of factual armor 
with which to protect themselves 
against the overreaching of such 
manufacturers and distributors. 
By reason of the fact that many 
manufacturers and_ distributors 
make little or no continuing effort 
to analyze ‘the existing market 
situation, it behooves dealers and 
their trade organizations to se- 
cure for themselves sound eco- 
nomic appraisals of their indi- 
vidual markets—thereby making 
it possible for them to ward off 
the disastrous effects 
overstocking. 

The factual evidence of the ap- 


of grois 
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plication of native caution by the 
dealers during 1951—which re- 
sulted in the previously men- 
tioned “better balanced” inven- 
tory condition—could, if coupled 
to actual economic market an- 
alysis, put the dealers in a sound 
position to hold their own in to- 
day’s changing market patterns. 


Sales per square foot 
A majority of the NARDA sur- 
vey participants gave data show- 
ing the amount of floor space 
devoted to the selling of merchan- 
dise in their stores. When the 
aggregate floor area figure is 
thrown against the sales total for 
these same dealers, a rough mea- 
sure of relative retail selling effi- 
ciency is obtained in 
average annual dollar sales per 
square foot of selling space. In 
1951 this measurement amounted 
to $81.59 compared to $74.69 in 

1950 and $73.20 for 1949. 


terms of 


1951 profit results 


cent of all the 
dealers reporting in the 1951 sur- 
vey furnished comparative dollar 
sales and profit figures for both 
1951 and 1950. As previously in- 
dicated, this group of dealers 
showed a 2% drop in sales from 


Seventy per 


1950. At the same time they suft- 
fered a 39% decline in dollar 
profits. 

Eighty-five per cent of all the 
dealers participating in the 1951 
survey showed some dollar profit. 
In 1950, dollar profit was shown 
by 92° of all the dealers par- 
ticipating in the survey for that 
year. 

Many of the dealers who real- 
ized some profit in 1951 were so 
close to the no-profit line that a 
slight shove would have put them 
in the red. 

The 1951 net profit ratio to net 
sales for all reporting dealers was 
2.9°, compared to 6.0% in 1950, 
5.2% in 1949, 4.6% in 1948, 6.8% 
in 1947, and 8.5% in 1946. The 
reasons for the 1951 profit ratio 
being shaved-down by more than 
50°, in comparison with 1950 are 
indicated in the following section 
which discusses the operating 


cost ratios 


Operating ratios for 1951 

Table 3 presents a detailed pic- 
ture of the reporting NARDA 
dealers’ operating cost structure 
for the year 1951, with compara- 
tive figures for previous years. 

In 1951 these dealers experi- 


enced a total operating cost rise 


Table 1. Appliance Sales Breakdown By Product Type 





Appliance 


Total 
Television 
Washing Machines 
Refrigerators 
anges 
Radios 
Freezers 
Vacuum Cleaners 
Other Sales 
Dryers 
Air Conditioning 
Other Major Appliances 
All Small Appliances 


1951 
100.0 1 


Percent of Total Sales 


1950 1949 1948 1947 
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Table 2. Trade-in Per Cent to Physical Unit Sale 
of Five Key Items 





Appliance 


Refrigerators 
Washing Machines 
Ranges 

Vacuum Cleaners 
Television 


% of Sales 
Accompanied by Trade-Ins 


1951 1950 1949 1948 1947 


56 42 35 18 1! 
52 19 41 27 19 
40 36 26 16 9 
28 36 31 22 26 
15 13 
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Table 3. National Operating Cost and Profit Ratios, 1951, 1950, 1949, 1948, 1947 





National Averages 
1950 1949 1948 
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“Includes revenue from service 


NS: Not segregated in 1947 and 1946 survey schedules. 
**Includes cost of service parts and supplies 


December 31, 1951. Includes cost 

of merchandise in addition to cost 

of service parts 

1948 | In 1951 the 
~ 100.0 ratio for the reporting NARDA 
70.2 dealers amounted to 68.8‘. of net 


Table 3a. Gross Margin After Exclusion of 
Service Elements 
1951 


100.0 
70.3 


29.7 


Item 
Net Sales (Mdse. Only) 
Cost of Goods Sold (Mdse. Only) 


Gross Margin on Mdse. Only 


and supplies 


1949 
100.0 
68.8 
31.2 


1950 
100.0 
69.7 
30.3 


cost-of-goods-sold 


29.8 


Gross Margin Before Exclusion of 
Service (From Table 3) 


of $3.40 for every $100 of net 
sales by comparison with 1950. 
In the face of this, a 40-cent in- 
crease in gross margin—brought 
about by a comparable lowering 
in cost of goods sold—was of 
small effect as a preventive 
against the net profit ratio tail- 
spin (from 6.0 in 1950 to 2.9 in 
1951). It is interesting to com- 
pare this development with what 
happened in the two preceding 
years. 

In 1950 the NARDA dealers 
who reported in that year’s survey 
achieved an increase in their net 
profit ratio, by comparison with 
1949, through a reduction in the 
total operating cost ratio that was 
sufficient to more than offset a 
rise in the cost-of-goods-sold ratio. 
This was the reverse of the 1949 
development in which a drop in 
the cost-of-goods-sold ratio ne- 
gated the effect of a rise in the 
total operating cost ratio, thus 
bringing about a net profit gain 
over 1948. 


ELECTRICAL SOUTH for JUNE, 1952 


31.2 


30.8 32.8 31.3 


So, in 1951, the result was 
neither fish nor fowl, partaking 
of one of the characteristics of 
the 1950 and one of the 1949 pat- 
tern, and showing a net profit 
trend contrary to both. 

In Table 3 the 1951 national 
operating cost and profit ratios 
are set forth along with compar- 
able figures for previous years. 
Following is a discussion of the 
main findings relating to the indi- 
vidual elements included in this 
tabulation. 

Net Sales. (In the NARDA sur- 
veys, net sales combines sales of 
merchandise and revenue from 
service. In 1951, revenue from 
service comprised 8.6% of the 
combined total compared to 7.4% 
in 1950 and 8.4% in 1949). All 
operating cost elements are ex- 
pressed in per cent of net sales, 
the latter having the value of 100. 

Cost of Goods Sold. (Inventory 
at cost as of January 1, 1951, plus 
all purchases at cost during 1950, 


minus inventory at cost as of 


sales, or $68.80 of every $100 of 
In 1950 this ratio was 69.2, 
the highest ever shown in the six 
years of the NARDA surveys, and 
the 1951 ratio of 68.8 was second 

ily to this peak, by barely top 
ping the 1948 ratio of 68.7. 

Gross Margin. (The difference 
between net sales and 
goods sold; sometimes 
“gross profit.”) The 
margin was 31.2% of net 
The 1950 gross margin of 30.8 was 
the lowest for the six years start- 
ing with 1946 and the 1951 figure 
(31.2) was next lowest. 

Table 3a shows gross margins 
applicable to merchandise only, 
that is, after exclusion of service 
revenue from net sales and 
of service parts and supplies from 
cost of goods sold. “Merchandise 
only” gross margins are con- 
sistently lower than the gross 
margins which include the service 
factors. In 1951, the merchandise 
gross margin was 29.7, the lowest 
on record for the five year period 
for which this computation was 
made. 

Total Operating Costs. (The 
sum of the operating cost ratios 
for the individual cost elements 
listed in the survey schedule.) 


sales. 


cost of 
called 
1951 gross 


sales. 


cost 
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Table 4. The Dealer Size Groups 





Store Sales Volume Classification 


More 
Than 
$250M 


Less $75M $150M 
Than to to 
$75M $150M $250M 
100.0 100.0 

70.3 67.9 

29.7 32.1 

26.5 30.6 


National 
Summary 
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68.8 
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1. Net Sales 
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3. Gross Margin (Line 1 minus Line 2) 
4. Total Operating Costs 
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Special Gross Margin Analysis 


100.0 100.0 
70.3 70.8 


Net Sales of Merchandise Only 
Total Cost of Merchandise Only 


2 


BS 
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Gross Margin on Merchandise Only 


29.7 29.2 





The 1951 total operating 
ratio of 28.2% of net sales, or 
$28.20 for every $100 of sales, was 
the highest ever recorded in a 
NARDA survey. It represented 
a jump of $3.40 per $100 of sales, 
over the ratio of $24.80 for 1950. 
The latter ratio was the lowest 
on the NARDA record up to that 
year. Following is an analysis 
of the individual cost elements 
included in the total cost ratio. 
Administrative Costs. (The sum 
of items numbered 1 through 6 
immediately below.) The admin- 
istrative cost ratio for 1951 was 
20.4% of net sales, a record high 
for the 6-year NARDA surveys 
period. The 1950 ratio of 16.9 re- 
mains as the lowest for this ele- 
ment over the past six years. All 
of the individual cost factors in- 
cluded under “administrative” 
costs showed increases over 1950. 
(1) Owners’ and/or Managers’ 
Salaries. This expense accounted 
for 4.1% of net sales in 1951, 
jumping from 3.6 in 1950. Inas- 
much as some operators draw 
against profits instead of paying 
themselves. salaries, this ratio 
does not fully account for pro- 
prietors’ receipts nor does it give 


cost 
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a clue to the bypassing of with- 
drawals in favor of working cap- 
ital accumulations. A low salary 
ratio for an individual operator 
might be attributable to a pro- 
gram designed to build up a cash 
reserve. 

(2) Office Salaries. Payments 
for this purpose required $1.60 
for each $100 of net sales in 1951 
compared to $1.50 in 1950. 

(3) Salesmen’s Pay. (Includes 
salaries, commissions, draws, over- 
rides, bonuses, prizes and ex- 
penses.) This ratio rose to 5.6% 
of net sales in 1951 from, 4.8 in 
1950. The 1951 ratio exceeded the 
previous high of 5.5 which applied 
jointly to 1949 and 1948. 

(4) Service Men’s Wages and 
Expenses. A sharp gain over 1950 
and a new high for this ratio was 
set in 1951 when it reached 5.7% 
of net sales. It is hardly to be 
doubted that the rise of $1.20 per 
$100 of net.sales over 1950 is 
largely attributable to television 
servicing. 

(5) Vehicle Expense. (Includes 
wages, delivery equipment main- 
tenance, and equipment deprecia- 
tion.) Expenses for this service 
accounted for $1.80 of every $100 
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of net sales in 1951 compared to 
$1.40 in 1950. The 1951 figure 
represented the largest ratio for 
this element of expense reported 
in the four survys which included 
it in the report schedule. 

(6) Other Administrative Ex- 
pense. (Includes all office sup- 
plies, collection costs, travel, en- 
tertainment, etc.) In 1951 this 
showed a ratio of 1.6% 
compared to 1.1% 


expense 
to net sales 
in 1950. 

Occupancy Expense. 
rent, heat, light, janitor service, 
etc., and, in the case of building 
owners, also such items as prop- 
erty taxes and insurance, repairs, 
mortgage interest, and deprecia- 
tion.) The 1951 occupancy 
amounted to 2.5% of net 
or $2.50 out of every $100 of sales. 
This represented a drop of 10 
cents from the 1950 figure, and 
was the lowest ratio for this ele- 
ment recorded over the 6-year 
period covered by the NARDA 
surveys. 

Advertising Expense. 
newspaper and other periodical 
advertising, direct mail, _ bill- 
boards, radio, and window trim- 
ming expenditures.) This expense 


(Covers 


cost 


sales, 


(Includes 
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Table 5. Operating Ratios by Geographical Divisions 





National 
Summary 


1. Net Sales 100.0 
2. Cost of Goods Sold 68.8 
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3. Gross Margin (Line 1 minus Line 2) 
4. Total Operating Costs 
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A. Administrative 


(1) Owners and/or Mgrs. Salaries 
(2) Office Salaries 
(3) Salesmen’s Pay 
(4) Service Men’s Wages & Exp. 
(5) Vehicle Expenses 
(6) Other Administrative Exp. 

B. Occupancy Expense 
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C. Advertising Expense 
D. Bad Debt Losses 
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Special Gross Margin Analysis 


Net Sales of Merchandise Only 100.0 100.0 100.0 100.0 
Total Cost of Merchandise Only 70.3 70.6 71.0 70.0 


= 
£ 
> 


Gross Margin on Merchandise Only 


29.7 29.4 


w 
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29.0 30.0 





Central 





I. New England and Middle Atlantic Il. 
II. South Atlantic, East South Central, West South IV. 


Key to Regions: 





commanded 2.7% of net sales per 
$100 in 1951 compared to 2.2% 
in 1950 and was the highest cost 
for advertising ever reported in 
a NARDA survey. It marked the 
halt to a downtrend that began 
with 1949 and probably reflects 
attempts by dealers to stem the 
slide-off in sales. 

It has already been pointed out 
that the reporting NARDA deal- 
ers showed a smaller decline in 
sales than was true of all dealers 
nationally. Perhaps the larger 
outlay for advertising was a ma- 
jor factor in this showing. 

Bad Debt Losses. (Receivables 
classed as uncollectible and/or 
reserves set up to cover losses.) 
This ratio dropped to 0.1% of net 
sales in 1951 from 0.3 in 1950 
and was the lowest ever recorded 
for this factor in a NARDA sur- 
vey. This result, however, is ob- 
viously due to a statistical quirk 
caused by the fact that nearly 
50° of the reporting dealers 
failed to make any entry at all 
in the space provided for this 
expense item on the survey ques- 
tionnaire form. 

Many dealers apparently have 
not yet learned that failure to set 
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East North Central and West North Central 
Mountain and Pacific 





aside reserves against bad debts 
causes an understatement of total 
operating expenses and a concom- 
itant overstatement of profits. Un- 
necessary overpayment of income 
taxes is one penalty that is paid 
for such an omission. 

All Other Expenses. (All taxes, 
except on owned real estate which 
is covered under Occupancy Ex- 
pense, insurance on stock and fix- 
tures, and all other expenses not 
otherwise designated in the sur- 
vey schedule.) The 1951 expense 
for this category amounted to 
2.6% of net sales compared to 
2.8% in 1950. The 1951 survey 
schedule broke out taxes, except 
on owned real estate, from this 
expense group for the first time, 
and it was found that such taxes 
accounted for 1.0% of net sales. 
In other words, such taxes 
amounted to 38.5% of the “All 
other” expense total. 

Net Operating Profit. (Ob- 
tained by deducting the total oper- 
ating expense ratio from 
margin.) As previously indicated, 
the net profit ratio in 1951 was 
2.9% of net sales, down more than 
50% from the 1950 ratio, and the 
lowest ever shown in a NARDA 


gross 


survey. This represents a margin 
of safety so narrow as to warrant 
the most critical concern of the 
entire electrical goods industry. 


Texas dealers hold 
one-day sales clinie 


Two HUNDRED Texas dealers met on 
May 28, in Fort Worth, to discuss 
methods of strengthening their bus- 
iness operations. 

Speakers at the one-day Texas Ap- 
pliance and Television Dealers Clinic 
included Harry Kelley, general sales 
manager, Frigidaire Division, Genera] 
Motors; Fred D. Ogilby, vice-presi 
dent in charge of television, Philco 
Corp.; H. B. Price, Jr., vice-president, 
National Appliance and Radio-TV 
Dealers Association; Mort Farr, presi- 
dent of the National Appliance and 
Radio-TV Dealers Association, and 
A. W. Bernsohn, NARDA managing 
director. 

General chairman of the clinic was 
Vergal Bourland, of Fort Worth. Co- 
chairmen were Sam Hagy, Good 
Housekeeping Shop, Dallas; and Gene 
Crow, B & C Furniture Company, 
Grand Prairie. Other committee mem- 
bers included Jack Burge and Roy 
Tarwater, Fort Worth; A. C. Me- 
Gown, W. J. Inman, Jack Blackburn, 
and A. C. Aechtermacht, all of Dallas; 
Hayden Johnson, Arlington; and 
Roger Dickey, Grand Prairie. 
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Complete record 


by Robert A. Latimer 


Sales helps in the record department at Modern 

Hardware & Appliance Co., Temple, Texas, in- 

clude this “sit-down” record counter, in front 

of which are five modernistic red leather and 

chromium stools; revolving display units; open 

self-service bins; countertop record player; and 
two blonde hardwood listening booths. 


department 


can increase your over-all volume 


® A VOLUME OF more than $30,000 
per year in phonograph record and 
accessory sales has convinced Rob- 
ert Stavinoha, head of Modern 
Hardware & Appliance Co., Temple, 
Texas, that “record retailing is well 
within the hardware appliance deal- 
er’s scope.” 

The Stavinoha store is located in 
a comparatively small Texas com- 
munity of 20,000 population, but 
sells to an excellent trade territory 
consisting of more than a dozen 
fairly populous towns in the same 
county. 

Now the largest and best stocked 
record shop for more than 50 miles 
in any direction, Modern Hardware 
& Appliance Company’s manage- 
ment is convinced that a large part 
of its $280,000-per-year volume 
stems directly from the attraction 
of the record stock. 
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Record customers need other appliances in your store 


“There is scarcely a department 
in the store which has not bene- 
fitted,” Mr. Stavinoha indicated. 
“Record customers need appliances, 
paint, hardware, toys, and sporting 
goods, too.” 

The Texas hardware dealer ac- 
tually stumbled into the record 
business, surprisingly. Opening up 
six years ago with a prominent 
downtown corner location, Mr. 
Stavinoha had grown up in the 
hardware business in the employ 
of his father, who operates an 
equally large retail hardware busi- 
ness in the same city. 

Returning from military service 
to start out on his own, Mr. Stavi- 
noha was convinced that there was 
a bright future in radio retailing, 
inasmuch as few people had been 
able to obtain a radio during the 
war years. Consequently, he de- 


voted an 18-foot counter at the 
left-rear of the original store to 
portable-radio display. 

“We were surprised to find that 
most of the demand was for radios 
which combined record players,” 
Mr. Stavinoha said. “We soon found 
that we had to carry a lot of com- 
binations, in order to meet this de- 
mand, and this led us into stocking 
records. The trend toward recorded 
music was very much on the up- 
take, and as a result our record 
stock kept growing of itself— 
merely to satisfy the requests of 
customers coming in.” 

By the end of the first year, the 
radio department had undergone a 
subtle transformation into a record 
department. It required two girls 
to handle the traffic at the end of 
the first year, and while radio sales 
dwindled away, record sales sky- 
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rocketed so rapidly that there were 
no regrets. 
“The record department was the F 
main factor in our decision to ex- . . 
pand,” Mr. Stavinoha said. “About Bornice and. Botiy 
a year after we opened, the oppor- 
tunity came to acquire an adjacent at 


shop building. We took this over, | 

cut archway entrances into the new i The Record Shop 

space, and devoted some 45x23 feet of 

of space to records, radios, and 

radio-phonographs. Modern Hardware & Appliances 
“Although our sales at that time 

did not warrant so large a space, INVITE YOU TO COME AND HEAR 


we felt that with proper promotion, 


record volume could be greatly in- The Columbia 


creased.” . 
Since that time, Modern Hard- Long Playing Microgreove Records 
ware & Appliance Company has most amazing development in five decades of recorded music 
capitalized on an _  eye-appealing 
newspaper advertising program 
which has involved many stunts. 
Utilizing both co-operative ad- 
vertising with manufacturers, and 
budgeting as much as 4 per cent 


? 3 


Long-Playing Record gives you up te 45 
of music, your faverite Masterworks complete on these 
new nonbreckable records. Think ef hearing the Bethoven 
Brahms Fourth, er the Greig Pieno Concerto complete on 
record! These and dozens of other great Masterworks ore avail- 
on LP records. 


of gross volume to his own ads, Mr "Eddy To detent a been - ae — 
Stavinoha presents phonograph rec- “Rhemba with Cagat"; “Dorothy Shey Sings"; and “Dinah Shore 
ord advertising in local newspapers Songs", and so forth, 
practically every day in the year. We have in stock now the Columbia Player Attach pecially 
Ranging all the way from small ak We oe ae a page cig pan ye gs 
one-column, l-inch ads, up to equipment you already have. 
half pages, the program is designed Cisso.fe Bb cen as es enn @& yen Geb. . , Go we catia be thee 
to appeal to any and all ages, and you these new records, and for you to heer them! 
has become the major promotional 
operation of the store. 
Typical of the company’s promo- 
tions is one of the early ideas which 
showed so much success in record One of the company’s early promotional ideas that is still being used is to 
promotion that it han toon seain- -« _Tomsgualint_ ests Reoronn extn panels a cettomene, Phas sveuse ove 
tained ever since. This has been to department and its staff are sometimes run in ads. 


(1 








“personalize” relations between cus- 
tomers and sales people. 

With from three to five girls on 
duty in the record shop at all times, 
Modern Hardware & Appliance 
Company encourages customers to 
know them by their first names, and 
first names are played up heavily 
in newspaper promotion. 

For example, when any new de- 
velopment comes along, such ag 
long-play records, white-space ad- 
vertising appears which is remi- 
niscent of formally engraved invi- 
tations. The ad may state, “Bernice 
and Betty at the record shop of 
Modern Hardware & Appliances in- 
vite you to come in and hear long- 
Personnel in the record shop is exclusively feminine, with three full-time playing microgroove records.” 

employees and two part-time who fill in from other departments. The “Bernice and Betty” paint 
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is incorporated in almost every ad, 
and frequently, photographs of the 
record department are run to iden- 
tify Bernice and Betty to the 
public. 

Specialty ads are run from month 
to month on “wunerful children’s 
records,” as one ad stated, on re- 
ligious, classical, “jive,” and_ hill- 
billy offerings. 

The big record shop now incor- 
porates some 42 labels in its inven- 
tory, amounting to more than 12,- 
000 records. Almost all of the dis- 
play cases, counters, and equipment 
were designed by Mr. Stavinoha 
and custom-built by local cabinet 
makers. 

One of the most unusual features 
is the “sit-down” record counter, 
resembling a soda fountain, along 
which are five modernistic red 
leather and chromium 
that the customer who is making 
up an album, or has several records 
to order, may relax comfortably. 

Revolving display units, similar 
to those which show nails or small 
parts in the nearby hardware de- 
partments, make it easy to find 
45 rpm records. Open, self-service 
bins also make it simple for the 
customer to serve herself, even 
with the most expensive albums. 

In addition to a countertop rec- 
ord player and a single listening 
booth, which was thought to be 
adequate at the beginning, Mr. 
Stavinoha has been forced to build 
two blonde hardwood listening 
booths at the left of the record 
shop to accommodate the traffic. 

As volume grew, more and more 
funds were budgeted to advertis- 
ing. Within three years, the record 
shop had more than doubled the 
most optimistic estimate of sales 
possibilities which Mr. Stavinoha 
had made. The original radio de- 
partment is now a small sideline 
in connection with record sales. 

“We sell as much dollar volume 
in phonograph records during one 
month as we do in radios during 
an entire year,” he said, “which is 
quite a change from the situation 
as we originally saw it.” 

Personnel in the record shop is 
exclusively feminine, with three 
full-time employees, all carefully 
trained by Mr. Stavinoha, as well 
as two “reliefs” who are employees 
of other departments. 


stools, so 
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This archway entrance in the back of the store leads into the record, radio, 

and radio-phonograph department, which occupies 45 by 23 feet of space. 

Most of the display cases, counters, and equipment were designed by Robert 

Stavinoha, head of Modern Hardware & Appliance, and custom-built by 
local cabinet-makers. 





Rural Who’sWho... 





Your range users 


can boost electric cooking 


@ IN NO SALES field is the old 
proverb of “keeping up with the 
Joneses” more important than in 
selling the farmer, according to 
S. C. Whittle, owner of Whittle Ap- 
pliance Co., in Ada, Okla. 

An excellent student of applied 
psychology, Mr. Whittle has set 
something of a record in the sale 
of electric ranges in Pontotoc 
County, a farming area. Until Mr. 
Whittle came along with electric 
range promotion, the county was 
given primarily to cheap 
natural gas and to butane-propane 
cooking. 

Ada is located near some of 
Oklahoma's richest oil fields, whose 
by-product of natural gas is ac- 
cessible to a large percentage of 
farmers in the trading area. Thus, 
it was almost traditional for the 
solvent farmers of the area to run 
a line to the nearest gas main, or 
to buy low-priced bottle gas for 
cooking and heating operations. 

Nevertheless, convinced that the 


over 


conveniences of electric cooking 
appealed to most of the farmwives 
in a 50-mile radius of Ada, Mr. 
Whittle is currently averaging the 
sale of 75 to 90 electric ranges per 
year—all sold out in the farm 
market. 

All of the firm’s five regular out- 
side salesmen, a woman home 
economist, and Mr. Whittle himself, 
are out in the territory daily, call- 
ing on farms already equipped with 
gas-burning ranges, or liquefied 
petroleum types. 

Each salesman makes approxi- 
mately twice as many calls on farm- 
ers as on city dwellers, per electric 
range sold. Mr. Whittle explains 
this by the fact that “farmers are 
harder to sell.” 

Continuous demonstration in the 
store, whereby the home economist 
and a hand-picked group of farm- 
wives get together and cook a 
roast, fry a chicken, or turn out a 
pie, is one of Whittle Appliance 

(Please turn to page 132) 
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Mews from Nanda 





News for this department is furnished by the 


National Appliance-Radio-TV Dealers Association 





Lifting of credit 
eontrols helpful 


THE LIFTING of the Federal Reserve 
Board’s Regulation W consumer credit 
controls from appliances and _ tele- 
vision should have a favorable psy- 
chological effect on dealers and con- 
sumers alike, reports Mort Farr, 
president of the National Appliance & 
Radio-TV Dealers Association. It will 
also bring about many basic changes 
in these business fields, he said, in- 
cluding: 

(1) The banker will resume his 
traditional role of a stable, balancing 
influence recommending down pay- 
ments and credit terme in keeping 
with the needs of the individual com- 
munity and changing conditions of 
the time. 

(2) More expensive items will be 
sold as a result of relief from large 
down-payment requirements. 

(3) Excessive trade-in allowances 
will’ be given less frequently and 
trade-in values will have an opportu- 
nity to become more stabilized. 

(4) Financing will be more diversi- 
fied, with greater variations in down 
payments and in terms, and greater 
imagination shown in the presentation 
of buying appeals than we had in the 
past. 

(5) We can look forward to a large 
number of “no down payment” ads and 
it will be a wise precaution for dealers 
and local organizations to shop these 
advertisers to check the legitimacy of 
these offers in order to protect the 
public against misleading advertising, 
and dealers against unfair competi- 
tion. 


UHF service needs 
explained by Hansen 


“THE ULTRA high frequency tele- 
vision signal can be controlled and put 
to useful work providing servicemen 
are properly trained, adequate test 
and proper installation equipment is 
used, and we get rid of the idea UHF 
is completely unpredictable,” accord- 
ing to Russell C. Hansen, manager, 
Contract Section, Motorola Service 
Department. 

Mr. Hansen was the principal 
speaker at a meeting of TV men who 


have played the principal role in 
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bringing about professional, quality 
television service standards without 
the need for municipal legislation. 

Mr. Hansen described the similarity 
of the UHF television signal to light, 
explaining that, where intervening 
objects shielded the receiving antenna 
from the broadcast signal, reflected 
signals could frequently be used to 
bring about satisfactory reception. He 
also discussed and demonstrated the 
design of UHF antennas, low-loss 
transmission line, and his company’s 
new UHF tuner. 

Reviewing the problems of service 
management, he said, “Television ser- 
vicing can and should be a sister to the 
merchandising program, not subor- 
dinate to it, but the serviceman, 
whether a member of the retailer’s 
staff or that of a contractor, must 
first have his professional status rec- 
ognized and respected. Service must 
be handled profitably, but with all 
profits fair and just ones, and good 
business principles must be used 
throughout his operation.” 

Three evidences of a good service 
organization, he said, are (1) ad- 
equate, good-quality test equipment; 
(2) a well-chosen parts and tube in- 
ventory geared to the volume of ser- 
vice the organization handles, and (3) 
maintenance of training of all mem- 
of the service department so 
that new knowledge about the indus- 
try is brought to them as soon as it 
is available. 


bers 


Fringe area sales 
key to future volume 


“MAKE EVERY fringe area television 
installation with skill and care,” A. 
W. Bernsohn, managing director of 
the National Appliance and Radio-TV 
Dealers Association, advises appli- 
ance-radio-TV dealers, “for each sale 
made today is seed from which may 
spring hundreds of sales when large- 
seale television reaches these markets. 

“Don’t create a disappointed cus- 
tomer by selling him a set without 
making sure that he secures an in- 
stallation of sufficient quality to come 
up to, and, if possible, surpass his ex- 
pectations. The relatively few sales 
you can make today,” Mr. Bernsohn 
counseled, “are unimportant compared 
to the volume that will come when you 


station. These sales 
should be considered primarily reputa- 
tion-builders for your firms.” 


have a local 


He outlined the importance of vigui- 
ance in keeping advertising claims 
and other public statements of mem- 
bers of the industry in the new tele 
vision areas accurate with the cooper 
tion of all the elements of the chan 
nels of distribution and advertising, 
the Better Business Bureau, and the 
local and national law enforcement 
agencies. 

“The signal in these areas is often 
weak and far from consistent,” he 
said. “Therefore, erect tall 
where they have secure footing and 
direct-line reception from the trans- 
mitter. Mount boosters at the antenna 
to avoid excess signal-to-noise ratio, 
feeding the power to them through 
your lead-in wires. Use the ladder- 
type line for sending the signal to the 
receiver. Mount the antennas with 
exactness, using automatic rotators if 
signal comes to your area from differ- 
ent directions. Nurse that signal to 
maximum strength and clarity so that 
it can pre-sell viewers on the full tele- 
vision service that will come to the 
fringe regions later. 


towers 


“Equally important are the safety 
factors involved in these installations. 
Consider the CAA regulations and, 
for extremely tall towers, arrange to 
have illumination near the top. Guy 
the towers with strong airplane cable, 
capable of resisting the strongest 
winds in your region, at 12 or 15-foot 
intervals and on at least three sides. 
Be sure to mount each guy wire and 
the tower base securely in a way that 
doesn’t weaken the property on which 
it is mounted, and use only corrosion 
proof and rust-proof turnbuckles and 
other hardware.” 


Charleston to have 
NARDA Chapter soon 


PLANS are under way for the for- 
mation of a NARDA Chapter in 
Charleston, W. Va. A. R. Dilley, part- 
ner in South Radio & TV Sales, South 
Charleston, has assumed the tempo- 
rary chairmanship. Serving with him 
are Ralph Haynes, Haynes Co., and 
R. S. Baer, Galperin Music Company. 
Harold Frankel, Frankel’s Appli 
ances, in Huntington, a member of 
the national association’s Board of 
Directors, is acting as West Virginia's 
state chairman. 





The Mid-Year Meeting of 
the National Appliance and 
Radio-TV Dealers Association 
will be held in Chicago, on 
June 22-24, timed to coincide 
with the International Home 
Furnishings Market, June 16- 























Yames aud Faces 





Appointment of Richard R. Burk- 
holder as electric range advertising 
supervisor for the Westinghouse 
Electric Appliance Division, Mans- 
field, Ohio, was announced by J. R. 
Clemens, advertising manager. Mr. 
Burkholder will work on the prepara- 


Rn. R. Burkholder 


tion of all advertising and related 
materials for the Westinghouse line 
of electric ranges. 

He began his career with Westing- 
house in March, 1949, and prior to 
his present appointment, he was in 
charge of developing advertising and 
promotion of the company’s refriger- 
ator trade-in program, 


Ben G. Sanderson, general sales 
manager of Deepfreeze, has  an- 
nounced the appointment of George 
A. Schlosser, Jr.. as a Deepfreeze 


Geo. A. Schlosser 


district manager with headquarters 
at Kansas City, Mo. Mr. Schlosser 
will supervise all Deepfreeze outlets 
in the Kansas City area and handle 
distributor-dealer relations as well as 
all promotion for the entire Deep- 
freeze line. 

Before joining Deepfreeze, Mr. 
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Schlosser was sales counselor and 
later sales manager of General Elec- 
tric Supply Corp., of Kansas City. Mr. 
Schlosser’s experience in the electri- 
cal appliance field dates back to 1935. 


H. Everett Smith has been ap- 
pointed president of The Wilcox-Gay 
Corporation and Garod Radio Corpo- 
ration, of Charlotte, Mich., and Brook- 
lyn, N. Y., according to an announce- 
ment from Leonard Ashbach, chair- 
man of the board of both companies. 
Mr. Smith resigned from his position 
as a senior vice-president of the Ma- 
rine Midland Trust Company of New 
York to accept the new post. 

Mr. Smith occupies the position 
formerly held by Mr. Ashbach who 
continues in the capacity of the 
chairman of the board of directors 
and chief executive officer of the com- 
panies. Prior to his new appointment, 
Mr. Smith served as a direetor of the 
Wilcox-Gay Corp., in which capacity 
he will continue 


J. M. (Jack) Purdum has been pro- 
moted to the post of advertising man- 
ager at the Perfection Stove Com- 
pany, Cleveland, Ohio. He came t 
Perfection as assistant advertising 
manager in 1945, to spur the com 


J. M. Purdum 


pany’s post-war advertising and sales 
promotional plans. 

Mr. Purdum served the P. A. Geier 
Company as assistant sales promo- 
tion manager before coming with 
Perfection, and has had many years’ 
experience in the advertising anid 
sales. fields. 


Ray Hoefler, field sales manager for 
Zenith Radio Corp., has announced 
the appointment of two regional sales 
managers. 


Mathew F. Barnes has been ap- 


pointed regiona: sales manager im 
the Southwest, which includes Dallas 
as the headquarters city, Amarillo, 
Houston, Lubbock, San Antonio, and 
Shreveport. William R. Campbell has 
been appointed to the Midwest, and 
his territory includes Kansas City. 
Mo., as the headquarters city, Fort 
Smith, Little Rock, Oklahoma City. 
Springfield, and Wichita. 

Mr. Barnes was formerly district 
manager at Zenith Radio Distributing 
Corp., Zenith’s wholly-owned sales 
subsidiary in Chicago; Mr. Campbel 
leaves the Columbian Electrical Co.., 
Zenith distributor in Kansas City 


G. S. Peterson, formerly district 
manager for the General Electric 
Company's Receiver Department, ir 
Chicago, has been appointed district 
manager in Dallas, Texas, according 
to Arthur A. Brandt, general sales 
manager. 

Mr. Peterson will maintain offices 
in Dallas and will be responsible for 
the sale of radio and television receiv- 
ers to General Electric Supply Corp.. 
in Dallas, Houston, Lubbock, and Ok- 
lahoma City. Mr. Peterson has beer 
with General Electric since 1930 


Jack D. Sparks has been named 
sales promotion and advertising man 
ager for Whirlpool Corp., it was an 
nounced recently by John M. Crouse, 


Jack D. Sparks 


sales manager. For the past year 
Mr. Sparks has been on a special as 
signment in the Defense Contracts 
Division. He was advertising man 
ager up to that time. 

Donald H. Davidson, who has beer 
acting advertising manager, will re 
assume his duties as sales promotior 
manager, Dryer and Ironer Division, 
a position which he left open to take 
over responsibility for advertising 
during Mr. Sparks’ assignment to the 
defense contracts division. 


F. L. Sacha, manager Gibson Sales, 
announced the appointment of J. S. 
Christensen as divisional salesman- 
ager for the Kansas, Missouri, Okla- 
homa, Arkansas area. 
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Wews Koundup 





Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Small population 
no sales obstacle 

SOMETHING of a record was es- 
tablished recently by Wade Rich- 
ardson, of Rugby, Va., Gibson-Thor 
dealer for Mitchell-Powers Hard- 
ware Co., Bristol, Va.-Tenn., when 
he attracted 547 people to his 1952 
spring electric appliance demon- 
stration in the Rugby, Va., school 
house. According to the 1950 cen- 
sus, Rugby has a population of 19! 

Mr. Richardson found many will- 
ing helpers in putting on his spring 
appliance demonstration. School 
children helped by pasting up ban- 
ners and decorations for the school- 
room, Appalachian Electric Power 
Company personnel handled the 
cooking demonstration, and Stuart 
Reid, Mitchell-Powers advertising 


and promotion manager, assisted in 
the special promotion. 

Effective results of the demon- 
stration were indicated by sales in 
the 10 day period following it, 
which included 1 home freezer, 6 
ranges, 6 refrigerators, and 
washers. 


New wholesale firm 
established in Miami 

A NEW WHOLESALE appliance dis- 
tributing business is being estab- 
lished in Miami by R. W. Fordyce, 
formerly general sales manager of 
Bendix Radio, Television and 
Broadcast Receiver Division of 
Bendix Aviation Corp. Mr. For- 
dyce will handle the Bendix tele- 
vision and radio lines for the entire 


Seme 547 people attended the spring electric appliance demonstration of 

Wade Richardson, Gibson-Thor dealer of Rugby, Va. Mr. Richardson 

thought this was a very satisfactory attendance since the 1950 population 
, of Rugby is only 19! 
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southern Florida area. 

The new distributing firm will 
conduct a complete operation at 
the Miami headquarters, including 
warehousing, sales, parts and ser- 
vice. In addition it will operate a 
chain of three branches located in 
Orlando, Tampa, and St. Peters- 
burg 


Gibson announces 
room eooler unit 

THE GROWING list of manufac- 
turers in the room air conditioning 
field has been joined by Gibson Re- 
frigerator Co., of Greenville, Mich 
J. L. Johnson, vice-president in 


charge of sales, has just announced 
that after exhaustive tests in its 
own laboratories and in the field, 
the new Gibson room air condition 
ers will be placed on the market 
within a few weeks. 

Production for 1952 will be con 
centrated on the %4 horsepower 
window models, the size that now 
accounts for more than two-thirds 
of the room air conditioner market 
The price of the Gibson unit has 
not been announced. 

The Gibson unit will do a six 
way job, according to the manufa 
turers. It will cool air, remove ex 
cess moisture, filter the air, circu 
late air, inject fresh air, and ex 
haust stale air. 

The unit is housed in a welded 
steel cabinet, finished in beige. The 
‘4; hp unit is considered satisfac 
tory for rooms up to 400 square 
feet in area. Fresh air intake and 
stale air removal are individually 
controlled. Two cooler vents at the 
top of the unit diffuse the air up 
ward in any direction selected. The 
unit comes with a complete in- 
stallation kit, and a thermostatic 
control is available as an accessory 

Gibson plans for the new unit 
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call for distribution through the 
company’s major appliance distrib- 
utors. 


GE major appliance 
headquarters moved 

HEADQUARTERS for the General 
Electric electric sink 
and cabinet department has been 
moved to Louisville, Ky., Harold T. 
Hulett, department general man- 
ager, announced recently. 

This department will be the third 
of the major appliance division’s 
five product departments to set up 
headquarters at Louisville where 
the company is building an “Appli- 
ance Park” at which manufacture 
of all major appliances will be con- 
centrated. 

The manufacture of major ap- 
pliances will continue at existing 
plants scattered throughout the 
country until production facilities 
become available at Appliance Park. 
The existing plants then will be 
taken over by other G-E divisions. 

Division headquarters were 
moved to Louisville from Bridge- 
port last October. The headquar- 
ters for the range and water heater 


Company’s 


and room cooler departments were 
set there later. Headquarters for 
the household refrigerator and 
home laundry equipment depart- 
ments fill be moved to Louisville 
from Bridgeport later in the year. 


Sharp succeeds Nance 
as Hotpoint president 

JOHN C. SHARP was elected presi- 
dent, general manager, and a di- 
rector of Hotpoint, Inc., by a board 
of directors’ action recently. He 
succeeds James J. Nance, who re- 
signed to become president of 
Packard Motor Co. Mr. Sharp, who 
has been with Hotpoint for 23 
years, was vice-president and chief 
engineer. He also served on the 
company’s management 
committee. 

A native of Ohio, he was gradu- 
ated from Ohio State University, 
Having previously attended the 
U. S. Naval Academy. Before join- 
ing Hotpoint he had started his 
business career in sales engineer- 
ing with Standard Oil Co., in 
Chicago. 

Mr. Sharp has attracted industry 


executive 
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TV SHOW MERCHANDISED TO DEALERS—tThe Dallas Power and Light 
Company merchandised its semi-weekly TV Cooking Demonstration Show 
to 340 Dallas appliance dealers at a recent dinner meeting. Through the 


co-operation of WFAA-TV and 


Taylor-Norsworthy advertising agency, a 


closed circuit of eight TV instruments was arranged around the large ball- 

room in which the meeting was held. A TV show was actually produced on 

a central stage and broadcast over the eight monitor sets. The audience 

could see the stage and the two cameras in action and at the same time 
view the results on a screen. 


John C. Sharp 


attention for studies he has di- 
rected on high frequency heating 
as well as several national citations 
for major appliance designs de- 
veloped under his direction. 


BBB’s would revise 
trade-in provisions 


THE ASSOCIATION of Better Busi- 
ness Bureaus told the Federal 
Reserve Board in a recent state- 
ment that if Regulation W is to be 
retained at all, its trade-in provi- 
sions should be drastically revised. 
This can be done only by Congress. 

The statement said: “A careful 


check shows the recent amendment, 
permitting trade-ins to be credited 
against the required down payment 
for listed articles, has lent itself 
to much thinly disguised manipu- 
lation, sharp practice and open de- 
fiance of the law. There is no 
known nor announced yardstick to 
measure the good faith of these 
trade-ins, much less any practical 
means of applying it. 

“It is common knowledge that all 
too many registrants, willing to cut 
assign to dust-covered, 
long unused, obviously misused and 
sometimes utterly worthless com- 
modities a grossly inflated ‘value’ 


corners, 


against or in lieu of the requisite 
down payment. This not only in- 
sults public intelligence but may be 
contributing to the very infiation 
the regulation is designed to curb.” 

The ABBB also commented on 
what it considers the relatively few 
court actions against violators 
which “lead to some doubt the gov- 
ernment itself is prepared or 
equipped to bring deliberate and 
even repeat offenders to account.” 
Although advertising itself is not 
covered by the regulation, BBBs 
have been asked by responsible 
business to challenge advertising 
offers which, if consummated, 
would violate its provisions. The 
FRB replied that, without legisla- 
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Good news 
summer profit picture... 


EwiTH (Wualily brings 
you the portable with 


UILT-IN! 


Model J402 


DEMONSTRATE THESE SALES-MAKING BENEFITS! 


® Convenient "Top-Side” Tuning @ Wavemagnet* Antenna 

@ Shielded Speaker Design @ Instantaneous Operation 

@ Smart "Pick-Me-Up” Handle @ Easy Battery Change 

@ Zenith-Built Alnico Speaker ® Works on AC, DC, or Battery 
R-291 REG. U. S. PAT. OFF 


ZENITH RADIO CORPORATION = Chicago 39, Illinois 
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‘HOLIDAY 
Pprtable. 


with exclusive sales-clinching 
Zenith styling and features... 


Summertime—and the se//ing is easy when you let your customers 
know about this super-powered new Zenith portable. A real 
beauty in Maroon, Ebony or Grey plastic. One look at its sleek, 
streamlined styling, one listen to its mellow “console tone” . . . 
and that “prospect” becomes a buyer! It's custom-tailored to the 
needs of your many customers who'll be heading for beaches, 
Picnics, vacations and want to take Zenith’s luxury listening with 
them. Compact, lightweight, easy to carry, see how it pulls crowds 
into your store. See how its many exclusive, sales-compelling 
features—like the “top-side” tuning and “pick-me-up” handle— 
sky-rocket your summer volume. Zenith’s new “Holiday” is your 
ticket to bigger big ticket profits! 


won cums RADIO 
ond TELEVISION 


66 oat RTS 








tive authority, it is powerless to 
change what it also considers the 
present over-liberal trade-in provi- 
sions of the regulation. 


Bret Neece heads 
Landers, Frary & Clark 

ANNOUNCEMENT of the election 
of Richard L. White as chairman 
of the board of directors of Land- 
ers, Frary & Clark, and of Bret C 
Neece as president of the company, 
along with other personnel changes, 
were made recently. Albert S. 
Bross will be the new vice presi- 
dent in charge of sales, succeeding 
Mr. Neece. 

Mr. Neece, the new president, 
first became associated with Land- 
ers, Frary & Clark in 1923 as a 
salesman. In 1924, he was brought 
to New Britain as a divisional as- 
sistant sales manager. He was ap- 
pointed genera] sales manager in 
1938 and elected a vice president 
at that time. He has been particu- 
larly active in industry associa- 
tions. At the present he is a mem- 
ber of the board of governors of 
the National Electrical Manufac- 
turers Assoc. He is a former 
chairman of the Major appliance 
division of NEMA and a former 


NEW LINES SIGNED UP—William 
L. Roberts, right, president of W. 
L. Roberts, Inc., a new Memphis 
appliance distributorship, signs up 
with CBS-Columbia, Inc., repre- 
sented by W. T. Winter, southern 
sales manager, for the CBS tele- 
vision franchise. Other lines Rob- 
erts will handle include Duchess. 
L&H, and Superflame. 
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Bret C. Neece 


president of the Vacuum Cleaner 
Manufacturers Assoc. 

Mr. Bross, the new vice president 
in charge of sales, has been assis- 
tant to Mr. Neece for many years. 
He joined the sales force of Land- 
ers, Frary & Clark in 1936, and 
shortly thereafter was transferred 
to New Britain. He became assis- 
tant to Mr. Neece in 1940. 


Georgia distributor 
expands operations 

RAPIDLY INCREASING business in 
the Waycross, Ga., area, has led 
the Ray Distributing Company to 
establish a branch warehouse there, 
according to Fred A. Ray. Guy 
Brown, a former Major in the U. S. 
Army, will be in charge of the 
Waycross branch. 

The Ray Distributing Co., with 
headquarters at 2517 Bull St., Sa- 
vannah, Ga., inventories a number 
of well-known radio and home ap- 
pliance lines, including Motorola 
television, home and auto radios; 
Ben-Hur home freezers: Laundry 
Queen washers; Evans oil heaters; 
Mitchell room air conditioners; 
Westinghouse and Dominion small 
appliances, including fans; Bar- 
Brook, Welch, and Nu-Aire fans; 
as well as a complete line of TV 
installation equipment and = an- 
tennas. 


representatives 
have been added to the staff. Wil- 
liam Meyer, Jr., has assumed ter- 
ritorial sales responsibility at the 
newly established Waycross branch, 


Two new sales 


while Albert Garmany has _ been 
assigned 23 counties in Georgia 
and South Carolina served by the 
Savannah warehouse. 


Richard L. White 


Albert 8S. Bross 


New distributor 
appointments 

The appointment of The Shield 
Co., Ine., Fort Worth, Texas, as 
distributor for the Perfection Stove 
Co., Cleveland, Ohio, was announced 
recently. The Shield Co. will dis- 
tribute Perfection products in Fort 
Worth, Central, West and South- 
west Texas. 

The Shield Company is headed 
by W. W. Slaughter as president 
Other officers are E. C. Miller, vice- 
president and general manager: 
Richard Owens, secretary-trea- 
surer; and C. V. Cotton, sales 
manager. 

a * * 

Rollie J. 

dent in 


Sherwood, vice-presi- 
charge of sales for the 
Hallicrafters Co., has announced 
the appointment of The Frank 
Lyon Co., of Shreveport, La., as 
distributors for Hallicrafters home 
radio and television. 

Thurman Witt, vice-president 
and general manager of the Frank 
Lyon Co., will supervise Hallicraft- 
ers distribution. The firm also dis- 
tributes International Harvester 
refrigerators, Estate ranges, and 
Coleman heaters 


“ * + 


Three new southern distributors 
have been appointed by Arvin In- 
dustries, Inc., Columbus, Ind., ac- 
cording to an announcement by 
Raymond P. Spellman, sales man- 
ager. 

Adams Sales Co., Inc., 424 E 
Commerce St., San Antonio, Texas, 
will handle Arvin radio and televi- 
sion distribution in San Antonio 
and adjoining counties in south cen- 
tral Texas. M. H. Adams is presi- 
dent of the organization, and Carl- 
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ton Hogue is radio and TV sales 
manager. 

Appliances, Inc., 501 Stewart St., 
S. W., Atlanta, Ga., has been 
granted the franchise for the state 
of Georgia. William H. Martin is 
president of Appliances, Inc., and 
Howard Brown is sales manager. 

Earle Rogers Co., 12th and Main 
Sts., Wheeling, W. Va., will distrib- 
ute Arvin products in Wheeling and 
surrounding communities. D. Earle 
Rogers is president of the concern, 
and H. William Rogers is secretary 
and sales manager. 


* 


Williams and Shelton, Inc., 801 
So. Tryon St., Charlotte, N. C., has 
been appointed a radio and TV 
distributor for Arvin Industries, 
Inc. The new distributor will cover 
all of South Carolina and the cen- 
tral and western sections of North 
Carolina for Arvin. 

The company is arranging for 
warehouse facilities at three points 
in its territety, in addition to the 
headquarters at Charlotte. Charles 
A. Williams, Jr., is president of 
Williams and Shelton. Other offi- 
Louer Williams, vice- 
Donald C. Smith, 
yeneral sales manager. 


cers are J. 


president, and 


PRIZE WINNING WINDOW — J. 
H. Fisher, of Pound and Moore Co., 
Charlotte, N. C., won first prize of 
$500 in the nationwide wire and 
tape recorder window display con- 
test conducted by Webster-Chicago 
Corp., of Chicago. An impression- 
istic silhouette shadow box focuses 
attention on the Webcor recorder. 
Tapes lead from the microphone to 
a series of illustrated cards sug- 
gesting some of the chief uses for 
tape and wire recorders. 
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STEEL TOWERS and MASTS 
Tubing - Roof Mounts - Guy Rings 


PRODUCTS 


for T-V and ELECTRONICS 
| ° 


Model 115 — 
Krank Up Mast 


27° telescoping crank up mast 
complete with oll hardware 
Cranks to any positive position 
from 10° to 27’. Made of sturdy 
2", 1%" and 1% 
installed 


tubing. Easily 





Model 125 — 
Krank Up Mast 


47’ telescoping crank up mast 
complete with all hardware 
Same os Model 115 in construc- 
tion. Will telescope to any posi 
tive position from 20’ to 47 
Weight 45 Ibs. 

A locking device on both of the 
above models removes all the 
strain from the coble 


Models 120 to 150 
Kwick-Up Telescoping Mast — 


Thousands ore using this sturdy, __— 


well built, and excellent appear- 
ing mast 
This qu g economical 
mast is ovailoble in 20, 30, 40 
and 50 foot lengths, which takes 
care of most installation prob- 
lems 

Mast is constructed of the finest 
1015 and 1020 carbon cold rolled 
electric welded steel tubing This 
s of the 
de quality. Mast is 
zine plated with an 


heavy weight tubing 

furniture gr 

extra chrom- 

ate coating. This process will give 

SIX TIMES the rust resistance of 

ordinary zinc plating, os proved 
salt spray tests! 





Masts are equipped with all 
hardware and are shipped in 
cartons to keep them in ao more 
salable condition. 


a 
ROOF MOUNTS 


A sturdily constructed Roof Mount with 


~ 4-way swivel. Fully adaptable to any 


type of mounting. Will toke up to 2% 
inch tubing 


ALSO 
MODEL S, Rotary 4-way T-V mast base mount 
MODEL P, 2-way swivel T-V mast base mount 
RUGGEDLY CONSTRUCTED MOUNTS - LOW PRICED 


* 
JOBBERS and DISTRIBUTORS 
WRITE FOR PRICES AND LITERATURE 


+ 
JONTZ MANUFACTURING CO. 
1101 E. McKINLEY AVE. 
MISHAWAKA, INDIANA 





STEEL TOWERS and MASTS 
Tubing - Roof Mounts - Guy Rings 


PRODUCTS 


for T-V and ELECTROMES 


Model 200 Self-Supporting 
‘SUPER’ Kwick-Climb Tower 


Here it is, by popu 


the tower thot the discrin 


ar demand 
nating 
buyer has been waiting for 
Fifty foot self-supporting, tested 
to withstand loads to 80 m.p.h 
The twelve men shown in this 
actual photograph represent o 
combined weight of 2018 Ibs 

1 200 is 50 foot ot 

nd. No lost tower fc 

setting bottom 
concrete. Each tower 
with foundation wv tings for 
setting in ao cube of concrete 
The safety factor in this tower 
is so greot that it was readily 
accepted by one of the world’s 
largest liability insurance com 
ponies, when installed accord 
ing to our specifications 
Tower constructed of high qual 
ity 1-116" dia. tubing with o 
15 gauge wall, in 10 ft. lengths 
Additional sections may be odd 
ed up to 150 feet, using guys 
every 20 feet 
Why not get the best! Get the 
“SUPER” KWICK-CLIMB for more 
safety and greater economy 


Model 100 — 
Kwick Climb Tower 


This light weight tubular steel 
tower comes in 10’ sections with 
slip joints that require no bolt 
ing. Safe and easy to climb. Top 
section has sleeves for up to 2'« 
most. Bose adaptable to any 
pitch roof. Additional sections 
may be added to 100 feet. 30 
tower complete with base weighs 
80 Ibs. Additional sections 22 
Ibs. each 





Steel Tubing 


Available in 10 and 20 foot 
lengths. Swedged tubing is 
available in 10 foot lengths 
All high grade tubing 


Tubing is zine plated with 
an added chromate coating 
for extremely high weather 
resistonce 


* 
JOBBERS and DISTRIBUTORS 
WRITE FOR PRICES AND LITERATURE 


JONTZ MANUFACTURING CO. 
1101 E. McKINLEY AVE. 
MISHAWAKA, INDIANA 


Southeastern Rep.: A. H. Patton, 710 Walton Bidg., Atianta, Ga. 








Produc Parade 





Automatic electric range 


THE NEW Mopet L-403 Perfection 
electric range, manufactured by Per- 
fection Stove Co., 7609 Platt Ave., 
Cleveland 4, Ohio, features a divided 
top, four fast-heating Chromalox 
surface units, and an auto-lift deep- 
well cooker which brings its heating 
element with it to the surface for ex- 
tra surface cooking. 

Automatic controls start and stop 
cooking processes as determined by 
the setting of the clock controls. 


The oven is lined with white por- 
celain, and has removable racks and 
rack guides for easy cleaning. A 
“Tele-Vue” window in the oven 
door enables the cook to check on the 
dishes cooking inside. 

A reversible rack that can be used 
as a trivet when roasting is provided 
with the smokeless broiler pan. The 
broiler is conveniently placed, ad- 
justable for high- or low-speed broil- 
ing. 

An extra-large, waist-high food- 
warming drawer with a_ stat-con- 
trolled, 1000-watt fast-heating unit is 
an added feature. Beneath both the 
warming drawer and oven are roomy 
storage drawers for utensil storage. 


TV isolation box 


MULTIPLE TV receivers in apart- 
ment houses, hotels, stores, institu- 
tions, and communities outside the 
normal TV service area operate from 
master antennae with negligible load- 
ing of the line when connected through 
non-powered isolation boxes manufac- 
tured by Technical Appliance Corp., 
Sherburne, N. Y. 

Designed for interior use, a hous- 
ing molded of Bakelite phenolic plas- 
tic-contains a resistor network for a 
minimum 30-decibel isolation between 
receivers. A feed-through feature al- 
lows soldering of coaxial cable in the 
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box so that signals are fed through to 
the next distribution point. 

A resistance pad isolates the TV 
receiver from the coaxial line. About 
the size of a standard wall outlet box, 
the Bakelite phenolic plastic housing 
is attractive and durable. Screw ter- 
minals are provided for connecting a 
300-ohm twin lead to the receiver. 

Built into the couplers are all com- 
binations of the three values of atten- 
uation required to maintain uniform 
signal level and to prevent overload- 
ing the TV set. 


ao 
Deluxe freezer series 


THE NEW DELUXE series in the 1952 
Chill Chest food freezer line by Revco, 
Inc., Deerfield, Mich., includes the 8-, 
15-, and 23-cubic-foot models. 

Model FF-152 provides for storage 
of 525 pounds of frozen foods at home. 
This model and the 23-cubic-foot Chill 
Chest have separate sections for fast 
freezing up to 73-pound loads in the 


“15” and up to 130-pound loads in 
the “23.” 

Signal-light system is an innova- 
tion in this year’s models. Tempera- 
ture range of 0 to 20 degrees below 0 
is featured in the faster-freezing food 
compartment construction of the Chill 
Chest line. 

Counter-balanced lids, convenient 
food baskets, automatic lid lights, and 
frost-free Seal Zone are also fea- 
tured. 

e 


Self-supporting TV tower 

A SELF-SUPPORTING, fifty foot TV 
tower is now available. The Super 
Kwick-Climb Tower, model 200, is 
manufactured by Jontz Manufactur- 
ing Co., of Mishawaka, Ind. 

The ten foot sections of this new 
tower are constructed of 11/16 inch 
diameter tubing with a 15 gauge wall. 
The joints are 1% inch tubing witha 


14 gauge wall, and the total weight 
of the fifty foot tower is 200 pounds. 
The tubing used was tested to with- 
stand wind loads up to 80 miles per 
hour. 

The tower may be erected either 
in one piece, or by sections. Due to 
separate foundation mountings, the 
tower may be moved to a different 
location without any loss of its length, 
and additional sections may be added 
up to 150 feet. 

All of the sections are bolted to- 
gether with self-locking % inch rivets. 

The spline of these rivets allows 
the threaded section of the rivet to be 
inserted with no damage, and when 
secured in place, it makes each joint 
solid, with absolutely no give that 
would in time allow the hole to stretch 
as the tower moves in the wind. 

There is absolute safety with no 
guy wires in this newly developed 
climb tower. More information can 
be obtained from the Jontz Manufac- 
turing Co., 1101 E. McKinley Ave., 
Mishawaka, Ind. 

* 


Evaporative coolers 


FIVE NEW down discharge evapora- 
tive air coolers have been announced 
by Essick Mfg. Co., 1950 Santa Fe 
Ave., Los Angeles 21, Calif., as addi- 
tions to their 1952 line. These coolers 
supplement their line which consists 
of 20 other models of blower, fan- 
type, and window-mounting coolers. 

The down discharge coolers, rang- 
ing from 3700 cfm to 6600 cfm capac- 
ity, are constructed in such a manner 
that the cool air discharges through 
the bottom of the coolers, permitting a 
simple installation on roofs. 

The new coolers may be installed 
without exterior ductwork, which is 
sometimes unsightly, thereby elimi- 
nating at least one elbow and one 
joint of duct in all installations. Be- 
sides improved appearance, the shorter 
run of duct for installation is of im- 
portance in this day of metal short- 
ages. 

The new down discharge units in- 
corporate the same Essick patented 
features as in their conventional mod- 
els, including “No-Clog Sta-Fresh” 
filters, ‘“Grip-Lock” filter holders, 
“Free-Flo” externally adjusting water 
troughs, and “Uni-Weld” construc- 
tion. 

* 


TV service guide 


THE SECOND edition of General 
Electric’s television receiver service 
guide is now available to distributors, 
dealers, and servicemen. With the 
first edition sold out within two 
months of its publication, additional 
information has been added to the 
80-page publication which will in- 
crease its value in the field. 

The original 17-by-11-inch size, the 
fingerprint- and dirt-resistant paper, 
and the binding, which allows the 
book to open flat, are features re- 
tained in the second edition. 
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Like the first, this new television 
service guide contains accurate in- 
formation on 102 General Electric 
chassis, schematic diagrams with cir- 
cuit symbol numbers, tube locations, 
top and bottom view, and cabling 
diagrams of each model. It also sup- 
plies information on 10 RF tuners 
used in those chassis. 

The picture section, identifying 
every post-war General Electric tele- 
vision set, including the 24-inch, the 
resistor and ceramic and molded mica 
capacitor color code charts have been 
retained as valuable features of the 
publication. 

As further information, two new 
charts have been added. One gives 
the channel frequencies and antenna 
dimensions for all VHF channels. 
The other gives I-F operating fre- 
quencies for all General Electric tele- 
vision receiver models. 

In addition, a new section has been 
added to the second edition, covering 
the company’s line of phono-acces- 
This section contains complete 
specifications and prices for all 
speakers, tone arms, cartridges, pre- 
amplifiers, styli, and replacement styli 
for varible reluctance cartridges. 

The new edition of the TV Re- 
ceiver Service Guide has been priced 
at $1.00, and is available from the 
General Electric Co., Electronics 
Park, Syracuse, N. Y. 


sories. 


* 
Redesigned home freezers 


A COMPLETELY redesigned line of 
Quicfréz home freezers that includes 
models in the 4, 8.6, 13, 16.3 and 20 
cubic foot capacity range has been 
announced by the Sanitary Refriger- 
ator Co. Styling throughout the new 
line follows modern functional trends 
with strong emphasis on maximum 
capacity in a minimum amount of 
floor space. 

Pace-setter for the “52” Quicfréz 
freezer line is the Model Q20B, a 20 
cubic foot chest-type freezer with a 
17.8 cubic foot storage compartment 
and a 2.2 cubic foot fast-freeze com- 
partment. Twin, counterbalanced lids 
for the Q20B have an automatic flood 
light in each lid section, and a built- 
in tamper-proof lock for each latch. 

Maximum storage flexibility is ob- 
tained through the inclusion of two 
baskets, two separators, and two di- 
viders. Cabinet is of all-steel, wrap- 
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around type with rounded corners in- 
side and out. Insulation is of a new 
high-tensity type. 

Refrigerant coils are located on all 
four sides of the chest plus the bot- 
tom of the fast-freeze compartment. 

Specifications and literature for 
the Quicfréz line of home freezers 
are available from the Sanitary Re- 
frigerator Co., Fond du Lac, Wis. 


o 
Portable heater 


THE MopeL PJ-13 portable electric 
heater for small rooms, manufactured 
by Electromode Corp., 45 Crouch St., 


Rochester 3, N. Y., is now back on the 
market. 

The redesigned heater has the same 
features as before, including the cast 
aluminum heating element, power 
cut-off switch, and fan for circulating 
heat or cool air, but has a new look 
and several additional advantages. 

Model PJ-13 has a silver-grey ham- 
mertone finish, bakelite carrying han- 
dle, rubber feet, chrome nameplate, 
6-foot heavy-duty cord and plug, and 
a new scientifically designed grille 
with louvers pitched to spread the 
fan-forced warmed air out into the 
room at floor level. 

The appliance was scheduled to be 
available in quantity on or about 
April 1. 

o 


Conventionaire TV model 


ARVIN, Columbus, Ind., is meeting 
the expected rush for television sets 
occasioned by nationwide interest in 
the 1952 conventions and political 
campaigns with a brand new addition 
te its current line. 

It is the Arvin “Conventionaire,” a 
mahogany console with 21-inch pic 
ture screen and the company’s ex 
clusive “dual power” 26-tube custom 
chassis. 

The new set brings to 17 the num- 
ber of models in the current Arvin 
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when you sell 


State 


WATER HEATERS 


When your customer sees all THREE State Water 





heater in America to sel! 


Heater models — the Standard, the Low Boy, the Table 
Top When your customer hears ali NINE points 
which make State as fine as any water heaters at any 
price When you show that low State price tag 
Mister, you've made a water heater sale! 

No matter what line you stock or pian to stock, it 
will pay you to investigate State water heaters and 
the NINE points which make State the easiest water 
Your letter will bring 


catalogue and the full State Story 


STATE STOVE & MANUFACTURING CO. 
509 25th Avenue N. 


Nashville, Tennessee 











line. These include 14 models intro- 
duced last fall and the two additiona! 
17-inch sets recently announced. 

The new model, designated as the 
5218CM, is dramatically styled in the 
modern American spirit. The hand- 
rubbed cabinet is executed from se- 
lected hardwoods and imported ma- 
hogany veneers. 

A striking decorative touch is the 
introduction of a metallic grill cloth 
of pale green and gold. The grill 
striping is mahogany in tone to har- 
monize with the cabinet finish. Ar- 
vin’s two-dial control system has been 
designed into the new model with the 
dials of lucite plastic. The new set is 
39% inches high, 25% inches wide, 
and 21% inches deep. 

The “no-glare” black, rectangular 
metal picture tube affords a full 21- 
nch image. The viewing face is of 
frosted glass to eliminate reflection 
and the internal viewing surfaces are 
tightly sealed against dust. Reflection 
from room lighting is eliminated 
through use of a tilted safety glass. 


w 
Range and refrigerator line 


THE NEW LINE of electric ranges 
and refrigerators manufactured by 
Westinghouse electric appliance divi- 
sion, Mansfield, Ohio, features four 
Frost Free automatic defrosting re- 
frigerators, including a low-cost 7 '2- 
cubic-foot model, and extension of de- 
luxe electric range features to me- 
lium- and low-cost models. Both 
ranges and refrigerators have been 
restyled. 

Refrigerators will feature a new 
nner-door storage arrangement for 


inaximum storage use of this door 
space. In addition to the Frost Free 
refrigerators, four conventional 
models are available including a new 
11-foot refrigerator-freezer with full- 
width freeze chest. 

The new low-priced 7'2-cubic-foot, 
Frost Free model makes completely 
automatic defrosting available to most 
income groups. This model meets the 
refrigeration requirements of newly 
married couples, light housekeepers, 
and small-apartment residents. 

There are five additional ranges, 
featuring smart styling and deluxe 
cooking conveniences. The Super 
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Corox surface unit tha: gets red hot 
in 30 seconds for fast-start cooking 
operations highlights the line and has 
been extended to four models, includ 
ing the low-priced Commodore range 

Other deluxe features continued in 
the new line include the Two-Level 
speed cooker for either deep-well o1 
surface cooking, the Miracle Sealed 
Oven with a Fiberglas heat-guard 
seal around the throat of the oven 
for perfect heat distribution, and 
Color Glance surface controls with 
changing colors to show each selected 
heat. 

& 


Stainless steel coffeemaker 


A NEW MODEL 246 Nicro all-stain 
less-steel coffee brewer, for two to 
six cups of coffee, has been announced 
recently by Nicro Steel Products Co., 
a division of Cory Corp., 221 N. La 
Salle St., Chicago 1, Hl. 

The Nicro model is handsomely 
styled in gleaming stainless steel and 


comes complete with the “Flavor In 
surance” al] stainless steel, clothless 
filter, a stainless steel decanter cover, 
a plastic safety stand, and a co‘fee 
measure. 

Stainless steel upper and lowe) 
bowls are guaranteed for life against 
rusting, chipping, pitting, breaking. 
staining, or discoloring. 


Kitchen fan line 


THE BeERNs Air King line of built 
in kitchen fans for 1952. now being 
shown to the trade, emphasizes mod 
ern styling along with many new engi 
neering features which provide easie1 
installation, simplified maintenance, 
and improved performance. 

An outstanding number in the line 
is a model for ceiling or side-wall 
mounting, which measures only 3% 
inches deep, over-all, and has an ad- 
justable frame that fits between 16 
inch studs or center joists for easy 
installation anywhere in the kitchen 


The unit also incorporates a blower- : 


type blade which maintains high air 
exhaust volume in long ducts. The 
use of this new type blade enables 
the fan to exhaust more air, even un- 
der the most difficult conditions, and 
yet operate so quietly as to be prac 
tically unnoticeable. The blower-type 
blade also prevents motor burnouts 
ordinarily caused when ducts clog. 


The chrome or white enamel grill 
can be removed merely by unscrewing 
a handy center knob—no tools are re- 
quired. The outside zine cast frame 
1S guaranteed never to warp or rust 
4 complete three speed switch is also 
available. 

The fully automatic and pull chain 
kitchen fans also have the same grill 
and construction features as the ceil- 
ing model. The fully automatic fan 
is wall-switch controlled, eliminating 
any rods or chains. 

The motor in both models is 
mounted on one bracket with motor 
and blade completely removable by 
loosening just two screws 

Folders describing al! three models, 
as well as any additional information, 
are available direct from Berns Mfg 
Corp., 3050 No. Rockwell! St., Chicago 
18, Ill. 

* 


Casement window fan 

A FAN primarily intended for use in 
casement windows has recently been 
put on the market by Schwitzer-Cum- 
mins Co., of Indianapolis, Ind. The 
Fresh-Air Maker, Model C-25, is 
actually two powerful twin fans de- 
signed in steel or aluminum, to be 
used effectively in either casement or 
sash windows, or as a large portable 
fan. 

It has many unusual features. It is 
equipped with a large handle on top 
of the cabinet which makes it easv to 
carry and mount in windows. It is 
completely guarded by a_ strong, 
efficient screen for both front and 
back safety, and has rubber feet on 
the base of the cabinet that will not 
mar furniture. This new Fresh-Air 
Maker fan is adaptable for both home 
and business use, and requires no 
tools for its easy installation. 

Model 25 is a three speed, re 
versible fan measuring 27 inches by 
14% inches by 7™% inches. It is pow- 
ered by two 1/40-hp, 120-volt motors, 
and its air delivery is rated at 2560 
cfm at its high speed. 

Further information about this new 
casement model fan can be obtained 
by writing Schwitzer-Cummins Co., 
1125 Massachusetts Ave., Indian 
apolis 7, Ind 

& 


Compact home freezer 

A NEW six cubic foot Crosley 
Shelvador home freezer, model SDF-6, 
which will meet growing public de 
mand for a compact unit for smaller 
homes. apartments, house trailers, 
and other places where space is at a 
premium, has been announced by the 
Crosley Division, Aveo Manufactur- 
ing Corp., 1329 Arlington St., Cin 
cinnati 25, Ohio. 

The new freezer incorporates the 
popular “Soft-Glo” styling of the 
larger Shelvador freezers, and has a 
push-bar latch, built-in lock, adiust- 
able temperature control, and a 
counterbalanced, easy opening lid. The 
flat top edge of the food compartment 
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makes a handy shelf for loading and 
rearranging food. 

The unit is approximately 30 inches 
long, 27-inches wide, excluding hard- 
ware, and 39 inches high. It is capa- 
ble of storing 210 pounds of food. The 
cabinet is welded wrap-around, all 
steel, treated for rust resistance. The 
baked white enamel outer finish is as 
easy to clean as a dish. 

Crosley Shelvador freezers now are 
available in six, eight, 14 and 20 
cubic foot sizes. The Crosley food 
freezer policy, covering food spoilage 
due to outside power interruption or 
mechanical failure, is optional with 
all freezers. 


Reversible window fan 


THE Bar-Brook Manufacturing 
Co., Inc., of Shreveport, La., has on 
the market a newly developed two- 
speed electrically reversible 20-inch 
window fan. The fan, Model RW-202, 
features an enclosed capacitor-type 
motor and is fitted snugly into win- 
dows by easily-adjustable wings 
which expand from 27 to 37 inches 
wide. Wings, tightened by four ad- 
justable nuts, prevent cracked or 
marred window sills. The fan blows 
in or out at the flip of a switch; there 
is no mechanical rearranging neces- 
sary. The “finger-proof” cover grille 
gives positive safety. 

The fan which has a rating of 2700 
CFM at 940 rpm is 25 inches high, 
5% inches in depth, and has a 1/12 
hp motor. It is smartly styled in 
ivory-white baked enamel. Although 
the fan is listed as a 20-inch fan, the 
actual orifice opening is 21 inches. 


& 
Discharge fans 

THE Murray Company of Texas is 
offering a vertical discharge fan, 
available also as a complete package 
unit with shutter. Murray’s “‘flat-as- 
a-flounder” design allows residential 
installation in the increasing popular 
lowest pitched roofs. The fan itself is 
framed of one-inch seamless formed 
tubing housed in heavy gauge steel 
with perfectly formed, streamlined 
orifice. It is installed completely un- 
attached, riding vibration-and-noise- 
free, in a nest of foam rubber. 

This model is available in five sizes 
24 inches to 48 inches and powers % 
to % hp. A beautiful 2-color photo- 
graphically illustfated folder giving 
complete, easy 12-step installation in 
structions is available upon request. 

For multiple storied dwellings, in- 
dustrial, large-space, and commercial 
use, the Murray horizontal discharge 
attic and industrial fan is available 
in five sizes 25 inches to 48 inches 
with % hp to % hp motors. This 
model has the same rugged construe 
tion and scientific engineering effi- 
ciency as the vertical discharge unit. 
An attractive installation instruction 
folder on this fan is also available 

An exclusive feature in all Murray 
ventilating fans is life-time-sealed, 
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patented, prelubricated ball bearings 
which require no oil and _ provide 
“whisper quiet operation.” Extra 
deep-pitch and statically and dynami- 
‘ally balanced blades provide maxi- 
mum no-draft, ventilating comfort. 


The appliance front 
(Continued from page 104) 


the Mitchell Manufacturing Com- 
pany, Chicago, in his plea for more 
and better salesmanship in the ma- 
jor appliances field. 

The phenomena were the 1950 
spending spree which led many 
dealers to overstock, and the 1951 
savings spree which left these 
stocks to gather dust on dealers’ 
shelves. Tracey termed the 1951 
occurrence “the most stunning eco- 
nomic phenomenon since 1929,” in 
his speech made on a circuit tour 
among more than 300 Mitchell deal- 
ers and distributors. 

This followed the 1950 spending 
orgy brought about by the Korean 
war. Preparations for expected 
shortages caused wild spending 
which shot prices up. 

“Quite evident was the urge to 
save that lay underneath all this 
Probably the very excesses of 1950 
buying strengthened the urge,” he 
surmised. At the beginning of 
1951, the saving started and by the 
end of the year, savings excluding 
insurance premiums, “were six and 
a half billion dollars more than 
they had been during the previous 
vear,”’ Tracey pointed out. 

In less than a year, a sellers’ 
market had changed to a buyers’ 
market. “We all know that people 
buy for a large number of reasons, 
but what we have lost sight of is 
that the major reason people buy 
is because they are sold, and there 
has been far too little of that sell- 
ing,” he charged. 

One of the mistakes made during 
this period was that of failure to 
check up on the wants of the buy- 
ing public. Sales of refrigerators, 
TV sets, radios, ranges and vacuum 
cleaners declined approximately 30 
per cent. A thirty per cent rise was 
noted in sales of air conditioners, 
dishwashers, clothes dryers, and 
home freezers. This occurred while 
dealers and distributors were ap- 
plying their major efforts toward 
the things which the public had 
shown a remarkable reluctance to 
buy, Tracey pointed out. 





This ad is one of a series telling indus 
trial and commercial Management the 
story of Coolair Breeze Conditioning 


}-—______—- 108’ ——_—_ 


Between 
These Two 


is the solution to your plant 


and office cooling problems! 


If your ideas of adequate plant and 
office cooling are spending a lot of money 
on equipment and installation—forget 
them! With Coolair Breeze Condition 
ing, you can have comfortable working 
areas—no imatter where you are—n 
matter how hot the weather! First cost 
is low. Installation at a minimum 
Operation and upkeep negligible N« 
water required! 


The Coolair Line is Complete — fron 
window fans to the 9° giant shown 
above. Spring-mounted units for mouse 
quiet operation where required. Your 
Coolair representative will be glad t 
plan the installation with the capacity 
to provide you with cooling breezes 
where and when you want them 


Low-Cost Cooling? You'll be surprised 
how little Coolair Breeze Conditioning 
costs! Write TODAY for complete in 
formation and the name of your loca 
Coolair representative. American Cool 
air Corporation, Jacksonville 3, Fla 


are RT peti a 
Breeze Conditioning 


The complete line of Coolair 
Breeze Conditioning Fans includes 
movuse- quiet, spring-mounted mod- 

els for cooling apartments, homes, b 
offices, schools, churches, etc 
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Bell Electric— 
Wall outle: package 

THE NEW COUNTER display package 
for its No-Shok duplex electric wall 
outlet is now being distributed by Bell 
Electric Co. The outlet itself forms a 
base for an upright display. An in- 
genious, yet simple die-cut, arrange- 
ment exposes the two self-closing out- 
lets and the plaster ears. 

Copy surrounding the die-cut calls 
attention to the safety cap spring- 


action. Vivid red and blue panels at- 
tract the eye to other selling points. 

The two-level package is designed 
so that muitiple units can be stacked 
for compact display. Copy on the back 
of the package shows why No-Shok 
makes it impossible for anyone, chil- 
dren in particular, to become injured 
by inserting hairpins or other metal 
objects into electrical outlets. 

For additional information, 
to Bell Electric Co., 1844 W. 
Chicago 8, Il. 


write 
21st St., 


Dee pfreeze— 
Monthly promotion kits 

USING the experience of successful 
Deepfreeze dealers over a number of 
years, the Deepfreeze Appliance Divi- 
sion of Motor Products Corporation, 
has brought out a month-by-month ad- 
vertising and promotion program de- 
signed, in particular, for local use. 

The monthly promotion plan in- 
cludes complete descriptions of the 
full Deepfreeze line of home freezers, 
refrigerators, electric ranges, and 
water heaters as well as a resume of 
national advertising run by the manu- 
facturer. The plan points out to deal- 
ers the varied selling and promotional 
aids that are available from Deep- 
freeze and a full explanation of how 
these aids can be used to best advan- 
tage, either singly or in conjunction 
with others. 

The best help to the dealer in the 
Deepfreeze plan is a month-by-month 
promotion program which he can 
stage in his own community. The pro- 


gram runs through December 1952, 
and is made up in a series of monthly 
kits. Each kit is packed with promo- 
tion ideas based upon a theme which 
varies from month to month. 

Each month, a promotion kit is for- 
warded to the dealer and each month 
a give-away item is featured to in- 
crease floor traffic. The newspaper ad- 
vertisements feature either the Deep- 
freeze home freezer or refrigerator, 
and there is always a tie-in reference 
to other Deepfreeze products not 
featured. 

The whole month-by-month promo- 
tion plan is keyed to timely events 
throughout the year, and the gifts or 
premiums are keyed in a similar man- 
ner. In the September kit, the ad- 
vertisement features a “back to 
school” theme and the advantages of 
home freezers in feeding the children. 
The gift is a pencil box for children 
who call upon the dealer accompanied 
by their parent. 


Kisco— 
New fan display 

A NEW ALL-STEEL fan display stand 
on which 3 window fans and 8 floor 
type air circulators can be displayed 
and demonstrated in a space of only 
three feet square has just been made 
available to dealers throughout the 
country by Kisco Company, Inc., 2400- 
40 DeKalb St., St. Louis, Mo. The dis- 
play stand is furnished without cost to 
Dealers who purchase 18 Kisco Win- 
dow Fans or Floor Model Air Circula- 
tors. 

The display stand is also available 
as a part of a special “Get-Acquainted 
Package” offered to dealers through 
their wholesalers by Kisco. The pack- 
age, which includes 11 of the most 
popular Kisco units, is furnished with 
$36.50 of free display and advertising 
material which will enable the dealer 
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to build a store-wide fan promotion. 
The promotional material consists 
of the all-steel display stand, a dis- 
play kit consisting of four 9 x 27- 
inch 4-color window streamers, a com- 
bination counter card and literature 
holder, and two five year guarantee 
tack-ons, all brilliantly finished in the 
new patented Day-Glo paint. Also 
included in the package are the Kisco 
Animated Hula Girl and Daisy Top 
displays, Neolite display, national ad- 
vertising display card and a generous 
supply of literature with free Kisco 
sales manuals for sales personnel. 


Sales Managers 

(Continued from page 108) 
of the room air conditioner. For it 
is our belief that of the total num- 
ber of room units put on demonstra- 
tion, 65 per cent will remain in the 
home, sold. 

The co-operative policy of some 
of the power companies in our ter- 
ritory is a stimulant for home dem- 
onstrations. Where it is necessary, 
some companies will run a 220 line 
to a residence just to make a dem- 
onstration possible. 

If a dealér does not have a good 
list of prospects where a room con- 
ditioner can be placed for demon- 
stration, our salesman will help the 
dealer get started, by leading a cold 
canvass. 

With a demonstrator once in- 
stalled, dealers are advised not to 
leave the conditioner more than 
two or three days. If left longer, 
the unit will be regarded as a fix- 
ture. And it would be an advanta- 
geous coincidence if there is high 
and unpleasant temperature the 
day the dealer calls to pick up the 
demonstrator. 


Dealers will get the customary” 


advertising and promotional assis- 
tance. Newspaper advertising will 
be on a co-operative basis. Litera- 
ture will be available to dealers for 
mailing. We may go into radio ad- 
vertising before the season ends, 
possibly into television. Certainly, 
if any dealer chooses to promote 
through television, he will get fac- 
tory and distributor help. 


Service policies 
At this early date, factory and 
distributor service policies have 
not been definitely determined. 
However, it is practically certain 
that the customers of dealers in our 
territory will get 24-hour service 

in event of major failures. 
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By that I mean that in our plant 
we will maintain an adequate sup- 
ply of refrigeration sections for 
this unit, so that an entire section 
may be dispatched to a dealer for 
replacement, if and when that is 
necessary. Any other repair or 
adjustment can be made by the 
dealer’s service man. But when 
there is need for a new compressor, 
or a recharge of the gas chamber, 
the unit will be tested and recondi- 
tioned, or discarded, at the factory. 

Preparations by dealers for the 
selling season on room air condi- 
tioners began more than two 
months in advance of that season, 
with four meetings held through- 
out the territory, in Waco, Tyler, 
Fort Worth and Dallas. 

These meetings were attended by 
dealers only, so that each group 
was limited to about 25. Here the 
dealers acquainted with 
the 1952 unit. Product schooling 
was the principal function of the 
meetings, with special attention de- 
voted to the exclusive features of 
the unit. 


became 


From that point on it was to be 
indoctrination of product know!l- 
edge, up to the start of the selling 
season. As we go into the selling 
season our sales staff will, of course, 
be busier than ever, lending help to 
dealers and their salesmen. 

We believe the factory product 
and program is as attractive as any 
franchise for our dealers; and by 
the time selling season is here our 
own promotion and training will 
have given dealers the most effec- 
tive preparation available. 

Therefore, dealer organizations 
should be in position to cash in on 
the profit possibilities of this mar- 
ket. It is the most inviting market 
from a dealer standpoint, with the 
most appealing product from a con- 
sumer viewpoint, in a decade. 

Especiall’ is that true in our ter- 
ritory, where room air conditioners 
are “a natural.” Competition will 
be keen, but behind each of our 
dealer organizations, remember, 
will be those sales managers in 
skirts, each one of them a consis- 
tent stimulant to sales effort. 








in attic 


ventilation the right way is 


WIND ® WAY 


Designed to fit any type building easily, so that time, 
effort and installation costs are cut down to a mini- 
mum. WIND-WAY sets on the floor of the attic or trim 
of the well hole, is NEVER fastened in any way, yet 
moves MORE AIR quietly with asbolutely NO NOISE 
or vibration. WIND-WAY sells “on sight” to people 
who recognize it as a simple, foolproof, superior fan. 


Write for descriptive 
bulletin No. 9150 


FAN AND VENTILATOR CO. 
531 St. Joseph St., New Orleans 12, Le. 








Your range users 
(Continued from page 118) 


Company’s chief methods of selling 
the farmer. 

A “Who’s Who” posted on the 
store wall has also proven valuable. 
Under the plan, Mr. Whittle has 
converted a plain white wall on one 
side of the store into a gallery of 
electric range users. 

Posted on small white cards, in 
vertical columns, are the names of 
farm families in Pontotoc County 
who are enthusiastic boosters for 
electric cooking. The system also 
extends to refrigerator users. 

“Almost any farmer-prospect who 
is brought into the showroom 
notices the gallery of names, walks 
over to the wall, and reads over the 
list to see if any of his friends are 
included,” Mr. Whittle said. 

“Most farmers have a respect for 
other farmers who have made a suc- 
cess of a particular type of agri- 
cultural production, cattle-raising, 
etc. When they find that such a 
farmer is using an electric range, 





“WRIST ACTION” CORD SET 
Wireless swivel 
turns, bends, 

spins — eliminates all 
cord weer, 95% 

ef all cord 
troubles. Exclu- 
sive, patented de- 
sign. A_ proven 
seller. Attractive 
display card free. 


RANGE CONNECTORS me 


Finest quality cord and recepta- 

cles, including new flush range 

Underwriter's Ap- 

le 50 amperes. 

Eliminates costly electrical work 
in connecting ranges. 


your jobber or write direct 
for full details and prices. 


DAVIS Mfg. Company 


PLANO |, ILLINOIS 


Southeast Rep ae Rep 
H. K. Dewees Co M Huie Co 
Walton Bidg.,Atlanta,Ga Thomas bag’ Datlas, Tex 
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there is a noticeable change in the 
prospect’s attitude. 

“We have sold many of our farm- 
market appliances primarily be- 
cause one farmer’s use of an elec- 
tric range or refrigerator was all 
that it required to convince an- 
other.” 

The Oklahoma dealer has found 
the No. 1 hurdle in selling electric 
ranges to farm families is price. 
The cost of wiring the home, with 
a three-wire system, is generally 
regarded as prohibitive by the 
average farmer. 

By pointing out that the instal- 
lation of heavy-duty wiring makes 
possible the addition of other elec- 
trical equipment in a house, includ- 
ing electric water heaters, electri- 
cally powered cream _ separators, 
and other machines, many farmers 
have been convinced. 

The Ada dealer makes a real 
celebration out of every electric 
range installation. A few days 
after it has gone in, and a prelimi- 
nary check made by the service- 
man, the home economist calls at 
the farmhouse, equipped with cook- 
books, assortments of recipes, and 
an operating manual, all of which 
are presented to the housewife. 

The home economist then turns 
on the range, puts it through its 
paces, and demonstrates features 
which the farmwife may not have 
noticed during the original demon- 
stration. The farmwife is always 
encouraged to invite a few of her 
neighbors in for this demonstra- 
tion, and the prospect leads which 
are developed in this way often 
mean additional range sales. 


Window fan story 
(Continued from page 108) 


fans in his car and going after 
promising leads, Schwarz sold $14,- 
000 worth of equipment. 


Organizing the sales effort 
campaign 
should be based on several ideas. 
There is no reason why an ener- 
getic dealer or sales manager can- 
not sandwich such a promotion in 
with his other promotional activi- 
ties and carry them on at the same 
time. 

3eyond doubt the most satis- 
factory way of selling window fans 
is by demonstration. Whether pros- 
secured through can- 


A successful — sales 


pects are 


vassing, newspaper advertising, 
direct mail, telephone solicitations, 
or radio and television, you can sell 
them more easily by showing them 
a unit installed in their own home 
or store. Not only will the demon- 
stration be effective, but you will 
be able to talk more convincingly 
and enthusiastically. 

Follow up your customers. They 
can be your most important sales- 
men. The chances are that they will 
provide you with many names of 
friends, relatives, or business ac- 
quaintances who have admired their 
fans and would probably be inter- 
ested themselves. 

Working a lot at night, fans offer 
power companies load-building op- 
portunity. And the utility com- 
panies have studied these oppor- 
tunities. Your local power company 
can probably aid you with promo- 
tional materials. The power men 
will usually co-operate with you by 
furnishing you names of interested 
parties to whom they have recom- 
mended exhaust ventilation equip- 
ment. Get these leads and go after 
them vigorously. 

Successful dealers and salesmen 
keep scrapbooks in which they paste 
every bit of data they can find on 
window fans. This has proved a 
very valuable sales-builder. Put 
testimonials, technical information, 
and pictures in a scrapbook and 
show them to your prospects. 

Remember, the weather is vital 
to your sales program. Your local 
weather bureau is a good source of 
information on what sort of 
weather can be expected in your 
community. If a hot spell is in 
store, re-double your efforts. Get 
out personal solicitation letters. In- 
sert an advertisement in the news- 
paper timed to get into the hands of 
readers when the heat is distressing 
them. Invite people to come into 
your place of business to inspect 
how window fans operate. 

Be sure to recommend the cor- 
rectly rated fan, one that is strong 
enough to meet the conditions under 
which it is expected to work. A fan 
bearing a “Certified Ratings” label. 
guaranteeing that it delivers the 
specified amount of air in accord- 
ance with the standard test code of 
the Propeller Fan Manufacturers’ 
Association and the United States 
Department of Commerce, can be 
depended on with assurance. 
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Here’s how you can fill every 
auxiliary heating need of every 


BUILDER, CONTRACTOR and 
| HOME OWNER! 




















1250 te 3000 watts 





HEETAIRES . . . are manufactured in a 
complete range of type and sizes for every 
purpose... 


HEETAIRES . range in wattage from 
——_ 1,000 to 5,000 (120 and 240 volts), produce 
." from 3,402 to 20,472 BTU's per hour 
for light, intermediate and heavy duty 


ALL HEETAIRES available with 
AUTOMATIC THERMOSTATIC 
HEAT CONTROLS 


All HEETAIRES can produce and maintain 
any desired temperature between 40° and 
80° F. (with only 2° differential at all 
times). This insures correct healihful com 
fort — uninterruptedly — quickly 
wanted 


1000 to 2000 watts 














wherever 





Series 240 HEETAIRES 


1688 to 1580 watts HEETAIRES are available in wall inserts 


and wall attachables—both with either 
built-in or external thermostatic controls 


HEETAIRES are available in three heat 
types—radiant heat, heated air, fan-forced 
radiant heat. 


FAN-FLO HEETAIRES—Series 230 pro 
| duce both kinds of heat—infra-red rays plus 
Will ' fan-forced heated air. 


Series 250 HEETAIRES 


1508 to S008 watts HEETAIRES Series 200 and Series 240 pro- 


duce infra-red rays (radiant heat). 


HEETAIRES Series 250, Series 210, pro 
duce fan-forced heated air 


Write for the copyrighted 
“A GUIDE TO QUICK HEATING” 


| FREE! 
hi} i 

Wadesdad! | 
} | Tested and listed under reexamination service by 
f %) Underwriters’ Laboratories, Inc 
4 Wy Thermostatic or Manvel Control ... Radiant Heet, 


Heated Air and Fan-Forced Radiant Heat Woll 
Inserts ond Wall Attachables 


dus rene 


3000 te 5000 watts 


MARKEL 
ELECTRIC PRODUCTS, INC. 
139 SENECA ST. 


LA SALLE 
PRODUCTS, INC. 
BUFFALO 3, N. Y. 
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Pressteel Company : Thorsell, Carl W : Year in... year out—the quality leader in the 
Song eng a = Tomic Sales and Engineering fan field is REED! The established Reed name 
ene Gecedcek eae Sites © «—Srnhe Fis Matertans. tar.. 78 and reputation means consumer acceptance, your 
Triangle Conduit & Cable sales job made easier! Sell REED—and you sell 
Cues ae the leader! 
Trimble Co., In« ( R 
Trumbull Division, Gener 
Electric Company 
Turner, Will 


Raley, Lee 7 
Ramond Co., Chas. K Complete home-cooling 
Reed, Inc., Lyman C. ....-. 33 J without installation costs 
Reed Unit Fans, Inc 35 . . : 19 ; 
Reveo, Incorporated Underwood Co., John L 129 ... the fan that pioneered 
ancnand ‘ect Mfc. Co ~7 gi einagg Company window-type home 
. reasu . . . 
Robbins & Myers, In ventilation. Quality 
Roes & Co., H. A constructed, finest 
Rome Cable Corp : - iy 4 : 
cn onetiedain ce te materials, certified air 
Rottmann, O. H 18, 1 delivery, and q-u-i-e-t. 
Ruby Lighting Corp : _| Sizes to fit every home 
Ruff & Cannon 2 spent ie ventilation need. 


Russell & Stoll Co., Inc 
Rutherford & Perdue 


Air Conditioning 
‘% rp ° 
Royal L 


WwW 
Wakefield Brass Co., The cae a ; —_ 
- P ptt OP pe oor Packaged, lay-down type 

Ss Walker Electrical Company . 10 vertical discharge attic 
Salisbury, T. M 7% 0 - Wark, f. Bi «2... 32, 76 fans with special Reed 
Sanford, J. S . 91 Weilbaecher, A. J 81 shutters, requiring 
Schisler, Db. A Second Cover Wells, Gordon 28 b ‘ os f 
Schneider, David D 31 Westinghous Electrix uta minimum or 
Schwitzer-Cummins Com (Appliances) 138 space and time to in- 


pany 37 Westinghouse Electric ” stall. Competitively 
Seidenglanz & Co 1 (Lamp Division) . 


Sharp, E. C Westinghouse Electric Co priced, Reed quality : 
Signal Electric Mfg. Co ies epoca mega bp throughout, certified ' : i" 
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: : ra Whitman, Marshall L sd 

Smithcraft Lighting Division 3 Second Cover for every need. 
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REED UNIT-FANS, INC., 
Department N 

1001 St. Charles Ave 

New Orleans 8, Lo 

Please send me full information 
about REED Wind-O-Vent 
and Attic Fans: 

Name 


Stadnyk, Stephen 85 ¥ 
Stainton, W. G 91 

State Stove and Manufactur- 

ing Co 

Steel City Elec. Co 12 REED UNIT -FANS, Inc. 
Stewart, S. J. (Electric) 131 1001 St. Charles Ave., 
Stockdale Co., 5. C . 67 
Stoneco Electric Products Co. 79 Z New Orleans 8, La. 


Strong, Carll 84 Zenith Radio Corp 


Youngstown Sheet & Tube 


o7 


Address 


City State__ 
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Selling REX AIRATE Fans 
is a 


7, the Air Controls line for 1952 there 
are fans to meet your every price and 
performance need—twenty-eight models, 
six types, nine sizes of REX Airate air 
cooling, attic, exhaust, furnace, window 


and ventilating fans. 


And, you can make money on all of 
them. Your customers see ’em, like ’em, 
buy ‘em—so selling REX Airate fans is 
a breeze. Start this season on an all-year 
fan merchandising campaign with the 
complete REX Airate line and watch 


your fan profits climb. 


See your Rex Airate distributor or write 
today for complete details on the fans 


that know no season! 


AIR CONTROLS, INC. 


Division of the Cleveland Heater Co. 


2310 SUPERIOR AVENUE e¢ CLEVELAND, OHIO 


o MORE 
Hot Water 


than most utility require- 
ments for electric models 





So Zasy to install 


any White porcelain 
table top model 


1 


just slide it into 
place 


2 | 


Hook it ¥P 


3 


minutes— 
The job * done! 


Backed by intensive as well 

as extensive advertising in 
Progressive Farmer, Successful 
Farming, Country Gentleman, 
Better Homes & Gardens, Good 
Housekeeping, Saturday Evening 
Post and Small Homes Guide 
—and with a wealth of profit- 
building promotions and 
point-of-sale helps—W hite 
WATER-HOTTERS are as 
easy to sell as they are to 
install. And as sure to give 
complete, serv ice-free 


satisfaction. 


For the complete W hite Proved 
Profit story, contact your 
White distributor or write 
White direct, on your business 


TODAY. 


letterhead, 


ELECTRIC—Round and 
table top models 


WATER- 
HOTTER 


AUTOMATIC WATER HEATERS 
ELECTRIC AND GAS 
om 


WHITE PRODUCTS 
CORPORATION 
Water Heating Specialists 

ince 
Dept. S-6, Middleville, Michigan 
EXPORT OFFICE: . 
201 N. Wells St., Chicago 5, Illinois 
Patented Copyright 1952 
White Products Corp. 


GAS—Rownd 
models only 
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I FRESHAIR MAKER 


CASEMENT WINDOW FANS 


QUALITY FEATURES 
SELLING APPEAL... 


LOW PRICE 


Designed primarily for the popular sizes of case- 






ment windows, steel or aluminum, but equally at 


home in sash windows, wood or metal. 





Its handsome cabinet, convenien! handle, two D> 
speeds, and light carrying weight qualify it as 
a fine portable fan for homes, offices, shops, The best fan on the market for the price 


en Se, WRITE FOR PARTICULARS 
2 Speeds—Delivery 2560 cfm— 1600 cfm. 
Twin Fans 12”—Dimensions 27” x 147%” x 7%” deep. 


SCHWITZER-CUMMINS 
COMPANY 


VENTILATING DIVISION 
INDIANAPOLIS 7, INDIANA 
= = Budldenrs of Fine Pans and Glowers 

3 for ouer a Third of a Century 


WESTINGHOUSE DEALERS HIT THE JACKPOT OF PUBLIC INTEREST WITH THE 


REATEST POLITICAL 














REPUBLICAN 
NATIONAL 
CONVENTION 


Televised & Broadcast 
over radio by 
Westinghouse 


DEMOCRATIC 
NATIONAL 
CONVENTION 


Televised & Broadcast 
over radio by 
Westinghouse 








and its Dealers 
July 6...July 7-11 











GET ON THE BAND WAGON 


Westinghouse and its retailers are 
again out in front... this time with 
complete TV and Radio coverage 
over C.B.S. of both political con- 
ventions. Then comes a 13-week 
“Pick the Winner” campaign of 
hot debates, winding up with a 
rousing election night party. 
Throughout all these telecasts 
and broadcasts millions of citizens 


and its Dealers 
July 20...July 21-25 











will be sold over and over again 
on the name Westinghouse. And 
to funnel the force of hard selling 
commercials and product demon- 
strations right into your store an 
exciting local program is ready 
and waiting. So Get on the Band 


Wagon and play a star role in the 


greatest political show in history. 
WESTINGHOUSE ELECTRIC CORPORATION 


CASH IN ON THE NATIONWIDE EXCITEMENT 
WESTINGHOUSE IS CAPTURING FOR YOU 
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with important 
DESIGN 
features--: 
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LEADERSHIP 


ility of damage 


Flush handle reduces possib 
to operate with 


or accidental operation. Easy 
simple up-and-down motion. Handle position 
s whether starter is ON oF OFF. 


Over-center cam type cover latch provides 

heavy clamping pressure On neoprene seal- 
ing gasket. 
Vibration oF shoc 
toggle mechanism. 
Simplified wiring. Line terminals at bottom 
for easy floor pedestal mounting. 


k conditions will not affect 


Write for Loom Switch Bulletin 2510-R 
4041 N. Richards Street, 


Address Square D Company, 


Ask YOU 


R ELECTRICAL DIST 














Sounre 0) 


iw AUER OS 





e. 1%” top and bottom. 


Plenty of wiring spac 
VY," at each side. 
Cover is interlocked to prevent opening 
when starter 15 “ON.” 
Protected type overloads pe 
of several motors on 4 SI 
Mechanical linkage is provide 
tacts open with direct pressure from 


rmit group fusing 


Milwaukee 12, Wisconsin. 


RIBUTOR FOR SQUARE D propucts 


ngle branch circuit. 


d to force con- 


handle. 



























































+ $4 
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Now G.E. offers these important ways 


TO CUT YOUR 
ROUGHING-IN TIME 


THE FAMOUS G-E LEVELOCK LINE OF SWITCH 
BOXES — This line of General Electric switch 


boxes is fast becoming the standard of the trade fo: 





installation speed and improved performance. 

Four leveling projections make Levelock boxes a 
cinch to level. Just place them on a flat surface, and 
they can’t rock or tilt. New locking device prevents 
plates from falling off when other trades are working 
around Levelock boxes—makes ganging easy. Use 
G-E Levelock boxes on your next job, and you'll use 
them on every job. Available in 214-in., 214-in., and 
2-in. depths. 


NEW, RUGGED STANDARD BRACKET BOXES —New, 

ribbed bracket and non-welded assembly of 
standard G-E bracket boxes offer you speedier instal- 
lation, prevent costly rework. 

Ribbing at top and corner of bracket maintains 
alignment during mounting. Non-welded assembly of 
bracket and box holds firm in the face of heavy con- 
struction-site abuse. 





Ask your distributor about the new G-E standard 
bracket boxes with non-welded, reinforced design. 


glance the maximum number of conductors permitted in various G-E 


aS ee. « = BOX GUIDE—This new circular slide rule tells you at a 
I 


yoxes. On the job and in your office it can save you a good deal of precious 
time by putting complete box information at your fingertips in easy-to-use form. 
The reverse side of this selector is a quick raceway calculator designed for 
fast selection of raceway sizes. 
Get your G-E Conduit Products Selector from your General Electric Con- 
struction Materials distributor. 


Dias : 
{tm Teno 


CR coryfden CE ti FOR CONDUIT INFORMATION see your local G-E 
Goe eg on Construction Materials distributor. Section C8- 


624, Construction Materials Division, General 


G a N E R A L (46) é LE Cc T R i Cc Electric Company, Bridgeport 2, Connecticut. 
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